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|Mid-J uly Deliveries 


L. L. COLBERT 
... quits after 11 years 
* * * 


Townsend Heads Chrysler; 
Outside Directors in Power 


_ YORK.—The long-rumored | mittee will include Townsend and| month period in the division’s his- 


departure of L. L. Colbert from 
top management at Chrysler Corp. 
came last week when he resigned 
as board chairman, president and 
director. 

Lynn A. Townsend, 42, who has 
served as administrative vice- 
president of the company for less 
than a year, was elected presi- 
dent, Chrysler directors who are 
not factory officials also tighten- 
ed their grip on the company. 

The management switch was 

de at a regular meeting of the 
Chrysler board here July 27. After 

ithe meeting, it was announced that 
the company made a profit of $6.2 
Million in the second quarter and 
shaved the loss for the first half to 
15.7 million. The company had a 

of $21.9 million in the first 
quarter. 

Colbert, 56, said that he had 
asked to be relieved of his duties 
for the good of the company and to 
facilitate the establishment of new 
top management. However, he was 
elected chairman by Chrysler Corp. 
of Canada. sith 

* 


| THE new scheme of things, a 
key role will be played by 
George H. Love, a Chrysler director 
Since 1958 and chairman of Con- 
Solidation Coal Co. He will head a 
newly established executive com- 
mittee. 

* Love will take an active part in 
Chrysler management and will 
Fesign as chairman of M, A. 
Hanna Co. and director and 
member of the executive commit- 
tee of National Steel Corp. He 
will continue his connection with 
Consolidation Coal. 

Besides Love, the executive com- 


Inside 
Auto News 


@Have auto salesmen disap- 
peared? Page 35. 

@Credit and business manage- 
agement. Page 2. 

@Whither undercoating? Engi- 
neering highlight. Page 22. 

@ Tips on which ’62s to consider. 
Page 4. 

@Sales Testing the Thunder- 
bird. Page 40. 


three outside directors—R. E, Mc- 
Neill jr., Juan T. Trippe and L, F. 
McCollum. 

McNeill, president of Hanover 
Bank, New York, and a Chrysler 
director since 1953, was elected 
chairman of a new finance commit- 
tee. This group will include Love, 
F. W. Misch, financial vice-presi- 
dent, and two outside directors — 

(Continued on Page 46, Col. 3) 


At Douglas Hearings .. . 


‘Credit-Life’ 


By Helen Kahn 
Washington Staff Writer 


ASHINGTON. — Excessive 

charging for credit life insur- 
ance in auto installment contracts 
is an “ugly and costly national 
mess,” the National Better Busi- 
ness Bureau charged last week at 
the Senate subcommittee hearings 
on the Douglas truth-in-lending 
bill. 

Kenneth Barnard, chairman of 
the Assn. of Better Business Bu- 
reau’s Installment Credit Com- 
mittee, said “an even greater sum 
may be involved” than in the 
“misclassification” insurance 
scandal uncovered several years 
ago by Senator A, S. Mike Mon- 
roney’s auto marketing subcom- 
mittee. 

Discovery of that fraud resulted 
in the refunding of more than $11 
million to consumers, said Barnard, 
who also is president of the Chi- 
cago BBB. 

The BBB, which never endorses 
or opposes legislation, said insur- 
ance charges (including credit life) 
should be listed separately. 

“It would protect an American 
public buying automobiles in stu- 
pendous quantities, and the essen- 
tial services which must go with 
them,” Barnard said. 

“The best proof, we feel, that 
what we urge is both fair and prac- 
tical is that one great finance com- 
pany always has kept its charges 
for credit life coverage at near cost, 
as has one of the nation’s large 
insurance companies.” 

Barnard later identified these 


Highest Since 755 


By Robert M. Lienert 
Associate Editor 
EW-CAR sales im the middle 
10-day period of July were the 
best for any mid-July period since 
1955, with an estimated 177,364 de- 
liveries. 

This was 78.1 percent above the 
99,610 retail sales in the holiday- 
shortened first 10 days of the 
month and was 12.8 percent above 
the 157,300 deliveries in the mid- 
month period of last July. Esti- 
mates are based on factory retail 
reports, not registrations. 

Compacts held a constant share 
of the market, accounting for 37.6 
percent of all deliveries, thereby 
matching their penetration in 
July’s opening 10 days, 

* * * 
CH of the zitz in the mid- 
month market wag provided by 
Ford Division, which moved into 
the top seller’s spot with 59,700 
sales, the highest for any mid- 


tory. 

Falcon was the hot one for the 
month, more than doubling the 
total of its nearest compact com- 
petitor. 

July’s mid-period boom was par- 
tially accounted for by the greater 
number of selling days. In the 
opening period, with July 3 virtual- 
ly lost to selling because it was 
sandwiched between a Sunday and 
a holiday, the industry had, essen- 

(Continued on Page 4,:'Col. 1) 


Charges Hit 


companies as GMAC and John 


Hancock Mutual of Boston. 
* 


ef * 

Tee Douglas bill would not limit 
the rate for credit life insur- 

ance, but it would require disclo- 

sure both as part of the total fi- 
(Continued on Page 45, Col, 1) 


As of This Week... 





Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


Top Cars 


*New-car registrations for five. months, 
plus 16 states for June: 


Make 
Chev. 
Ford 
Pontiac 
Rambler 
Olds. 
Plymouth 
Buick 
Dodge 
Comet 
Cadillac 
Mercury 
Chrysler 
Stude. 
Lincoln 


1961 

Pos. 
1—639,935 
2—538,188 
3—149,378 
4—143,096 
5—128,118 
6—125,412 
I—113,327 
8— 95,316 
9— 71,552 
10— 61,578 
11— 48,853 
12— 37,162 
13— 31,323 
14— 13,068 
15— 4,695 Imperial 7,149—15 

161,883 Misc. 247,850 
Total All Makes 
2,362,884 2,867,624 
Further details on Page 30. 


*Connecticut not included for April and 
May. 


Only Chevy, Ford 
Still Build ’61s 


Other Makes to Start 
On ’62s Aug. 14 


By Martin L, Whitmyer 
Staff Writer 


c= production in the United 
States all but grinds to a stand- 
still this week. Only Ford Motor 
Co, and three Chevrolet plants re- 
main in operation. 

Ford isn’t scheduled to com- 
plete its buildouts of ’61 models 
until mid-August, but the three 
Chevrolet units still in production 
—Flint, Janesville, Wis., and Nor- 
wood, O.—are expected to halt as- 
sembly operations this week. 

First maker to start building ’62 
models will be Studebaker on Aug. 
7. The first Lark, however, is not 
scheduled to roll from the assembly 
lines until Aug. 14. The Hawk will 
not go into production in September. 

Tentatively scheduled to begin 

(Continued on Page 49, Col, 1) 
* * * 


1960 
Pos. 


741,530— 1 
619,591— 2 
175,5717— 5 
181,862— 4 
152,265— 7 
198,674— 3 
115,515— 8 
158,301— 6 
38,956—12 
65,238—10 
69,902— 9 
34,624—13 
50,086—11 
10,504—14 


Here's the Score on Changeovers 


°62 Makes 
In Production 


« ‘Down for 
Changeovers 


Buick 

Cadillac 
Chrysler 

Corvair 

Dart 

Dodge (Std.) 
F-35 

Imperial 

Lancer 
Oldsmobile (Std.) 
Plymouth 
Studebaker Hawk 
Studebaker Lark 
Rambler 

Special 

Valiant 


(None) 


CANADA CANADA 
American Motors 
Chrysler Corp. 
Ford Motor 
General Motors 


8-P Corp. 


(None) 


"61s Still 
In Production 


Going Down 
This Week 


Chevrolet (Std.)* |Checker 


Comet 
Falcon 

Ford (Std.) 
Lincoln 
Mercury 
Thunderbird 


CANADA 
(None) 


*Some plants already viown for changeovers, but not officially built out on ’61 models. 
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°61-Model Supply Below 900,000 . . . 


Sales Hike Cuts C 


tocks 


Inventories Fall 


To 10-Month Low 


By Maynard M. Gordon 
News Editor 


|= national dealer inventory of 
new domestic cars finally work- 
ed below the 900,000 mark last 
week, according to an AUTOMOTIVE 
News month-end analysis. 

It was the first time since last 
Oct. 1 and only the third time since 
March, 1960, that the stockpile had 
undercut the 900,000 level. 

In terms of days’ supply, little 
relief was projected for Aug. 1 
from the July 1 mark of 44% 
days, despite the volume decline. 
An increase to nearly 50 days was 
a strong possibility for Aug. 1 
unless the final 10-day period of 
July brought a big stepup in re- 
tail sales. 

Production buildouts last week, 
rather than the July 1-20 sales 
pace, were responsible for the be- 
lated falloff from the estimated 
915,000 new domestic cars which 
dealers held a month ago. 

cd * * 


T MID-JULY, the outlook for 

any decrease at all was bleak. 
Miserable retail sales in the July 
1-10 period of less than 100,000 ac- 
tually boosted the stockpile to more 
than 925,000. 

Mid-month selling picked up, 
however, although the trend was 
spotty. Ford Division set a 10-day 
record and as a result entered the 
August cleanup with its dealer 
stocks at a 35-day supply, low for 

(Continued on Page 4, Col, 5) 


Chrysler Fights 
UAW Wage Bill; 
AMC Pressed 


By John E, Walsh 
Staff Writer 

HRYSLER CORP. last week 

joined General Motors and 
Ford Motor Co, in assailing the 
UAW’s current contract demands 
as the costliest ever, and defended 
present wage rates and benefits as 
“excellent.” 

Meanwhile, in re- 
suming negotiations 
with American Mo- 
tors after a two- 
week recess for local 
agreement talks, the UAW insisted 
that the company “help create job 
opportunities by reducing work 
time.” 

John D, Leary, Chrysler Corp. 
personnel vice-president, said the 
union proposals “would appear to 
be the most inflationary set of 
proposals ever laid before the 
company since the negotiation of 
the first Chrysler-UAW agree- 
ment in 1937.” 

The current gross hourly wage 
cost is $3.57, including fringe bene- 
fits, he said, Chrysler workers 
were paid an average of $2.79 an 
hour in May, he added, 45 cents 
more than the May average of $2.34 
paid to all workers in ‘the country 
engaged in manufacturing opera- 
tions. 

a * ok 
URING the three-year period 
since the current contract was 
negotiated in 1958, Leary continued, 
Chrysler Corp. payrolls totalled 
more than $1.97 billion. 

“Most of this nearly $2 billion 

was paid directly to UAW-rep- 
(Continued on Page 6, Col, 1) 
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Why ‘6-Percent Rates’ Cost 11 Percent... 





A Look at Interest Charges 


By Kenneth C. Kelley dr. 
Staff Writer 

a hearings on the Douglas 

Truth-in-Lending Bill in Wash- 
ington this year and last have 
proved at least one thing—there is 
a lot of confusion about interest 
rates and finance charges among 
consumers, businessmen and legis- 
lators. 

As one of those involved remark- 
ed: “There is nothing simple about 
simple interest.” 

Confusion about borrowing, on 
the part of busi- 
nessmen as well 
as consumers, 
seems to revolve 
around two prob- 
lems — A failure 
to understand 
what the term 
“interest” means 
and a failure to grasp the signifi- 


No Demo Rebate, 
Chrysler Says 


DETROIT. — A Chrysler Corp. 
spokesman last week issued the 
following statement on the com- 
pany’s carryover rebate program 
for ’61 models: 

“Chrysler Corp. will pay a 5 per- 
cent rebate to dealers on all new, 
unused, undamaged and unsold ’61 
cars in transit or on hand on the 
’62 announcement date. This does 
not include demonstrators or spe- 
cially built vehicles.” 

The statement was occasioned by 
an article in the July 24 issue of 
Automotive News which said that 
the corporation would extend the 
carryover rebate to demonstrators. 
The information for the AUTOMOTIVE 
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News article was obtained from | 


Chrysler Corp. 



















bear on a loan. 

To take the first matter first, 
the term interest is used at times 
to mean true interest and at other 
times to mean a finance charge. 
True interest is the payment 
made to the lender for foregoing 
the use of his money while the 
borrower uses it. 

The term covers very little in the 
way of expense or risk on the part 
of the lender. The payment for 
money put in government bonds 
and in insured bank accounts is 
close to true interest, 

K * ote 

NTEREST can also be used to 

mean the full charge for a loan, 

sometimes called the finance 
charge. The finance charge includes 
a number of elements—the pay- 
ment for the use of the money, 
payment for the cost of handling 
the loan, reserves for collection ex- 
pense and losses and compensation 
for the risk involved. Most interest 
charges include each of these fac- 
tors but in widely varying amounts. 

As an example, a typical home 
mortgage loan might be for $20,000 
and run for 30 years. A typical auto 
loan is for $2,000 and runs for three 
years, It doesn’t cost much more to 
make a mortgage loan than it does 
to make an auto loan. Therefore, 
in relation to the amount of money 
loaned, it costs far more to make 
an auto loan than it does to make 
a home loan. 

The whole interest structure 
starts with the true interest rate 
or at least those rates which are 
very close to true interest, This 
interest is merely the cost of the 
money borrowed and is mainly 
determined by supply and de- 
mand. 

The earnings on a 91-day bill sold 
by the United States Treasury ap- 





First-Half Sales Down 18 Pct... . 





GM Profit Dips 28 Pet. 


DETROIT.—General Motors last 
week reported sharply lower sales 
and earnings for the second quar- 
ter and first half. 

Sales in the first half totalled 
$5,812 million, down 18.2 percent 
from sales of $7,109 million in the 
like period of last year, The first- 
half profit was $440 million, down 
28.1 percent from the $612 mil- 
lion earned in the year-ago pe- 
riod. 

Unit sales of all vehicles to deal- 
ers (both domestic and foreign pro- 
duction) amounted to 2,093,853 in 
the first half, 21.3 percent below 
the 2,659,895 in the like period of 
last year. 

Earnings in the second quarter 
amounted to $252 million, off 12.5 
percent from the $288 million prof- 
it in the like quarter of 1960. Sec- 
ond-quarter sales were $3,088 mil- 
lion, down 10.5 percent from gales 
of $3,451 million in the April-June 
quarter of last year. 

Total unit sales in the second 
quarter were 1,124,220, a drop of 
10.8 percent from sales of 1,259,884 
units in the like period of 1960. 

As is frequently the case, the 
second-quarter showing was 
much better than that posted in 
the first quarter. In the first 
quarter of this year, GM earned 
$188 million on sales of $2,724 
million and unit sales numbered 
969,633. 

In releasing the report, Frederic 
G. Donner, chairman, and John F. 
Gordon, president, noted that the 
high sales in the first half of 1960 
“reflected the replenishment of 
dealer stocks following the steel 
strike in the fall of 1959.” 

Donner and Gordon said that 
“the improvement in general busi- 
ness activity in the United States 
which began in the first quarter of 
1961 gained momentum in the sec- 

ond quarter. The U. S. automobile 
industry responded strongly to this 
improvement. 

“Sales of cars and trucks in the 
second quarter, although below 


last year, showed an increase 
over the first quarter that was 
















substantially above the normal 
Seasonal pattern.” 

The GM executives also noted 
that “at the retail level, GM’s com- 
petitive position has improved over 
last year.” Sales of domestic new 
cars by General Motors dealers in 
the U. S. during the second quarter 
of 1961. were 8 percent below the 
same period of 1960 compared with 
a 15 percent decrease for the rest 
of the industry, they said. 


cance of each of the factors which| proximate true interest. Such a bill 


is virtually riskless, loaned for a 
short time, the lender has little ex- 
pense in making and collecting the 
loan and the bill can be sold before 
maturity, if necessary. 

* * * 


OW, as loans become more 

complicated, the interest rate 
or finance charge goes up. When 
Treasury bills are paying 2 per- 
cent, it is not unlikely that the big- 
gest businesses with the best credit 
ratings can borrow for about 4% to 
5 percent. 

Under these conditions, home 
mortgages might be written for 6 
or 6% percent and auto loans might 
return about 11 percent, 

Some of the reasons for these 
increased rates are fairly obvious. 
There is more risk in loaning to 
a business than in loaning to the 
government. There is even more 
risk in loaning to an individual. 
Auto loans have a fairly high risk 
element and the cost of making 
and handling the individual loan 
is relatively high. 

Once the interest rate for a given 
class of loans is determined, there 

(Continued on Page 46, Col, 1) 


Buick Fired Up by °62 Outlook 


By David J. Wilkie 


F LIN T.—Buick completed pro- 
duction of ’61 model cars last week 
with its high command more opti- 
mistic about the immediate future 
than it has been for many years. 


To support their optimism, Ed- 
ward D. Rollert, general manager, 
and Roland S. Withers, general 
sales manager, noted that Buick 
retail deliveries have been running 
consistently ahead of last year. 
Both said Buick will have no out- 
going-model cleanup problem this 
year, 

“Many of our dealers already 
are short of cars and are trying 
to buy new ones from dealers 
more favorably situated,” said 
Withers. “Others will be short of 
new cars well before the public 
introduction of the ’62 models.” 

The public introduction is sched- 
uled for late in September. Ship- 
ments from the factories, of course, 
will start weeks before the intro- 
duction date. Rollert and Withers 
declined to speculate on whether 
any of the dealers, cleaned out of 
’61 models, might attempt to “jump 
the gun” and sell some ’62 models 
before the formal introduction date. 











White to Expand Assembly Line— 


Plans for expanding the assembly line of White Motor Co.'s White Division in Cleve- 
land have been approved by J. N. Bauman, center, White Motor president, and H. J. 
Nave, right, executive vice-president in charge of the White Division. J. E. Adams, 
the level of the second quarter of | left, manufacturing executive vice-president, points out the location of the new build- 


| ing in an aerial photo of the 44-acre plant area. The building is expected to be 
| completed early in 1962. 


1961 


Business Barometer 


Automotive News Economic Index— 


142.3 Percent of 
101.9 Percent of 


Last Week 
Like Week Last Year 







Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production ................ 102,970 80.9 91.7 
Truck Production ............... 23,657 101.6 114.8 
Auto Registrations—yYear to Date. . 2,362,884 82.4 
Truck Registrations—Year to Date. 364,897 eke 87.7 TG 
Steel Production—Tons .......... 1,858,000 99.9 119.9 ne 
Lumber Production—Board feet ... 181,855,000 140.1 98.6 wl 
Paperboard Production—Tons ... 308,751 125.9 100.2 7 
Soft Coal Output—tons ......... 7,430,000 567.2* 100.6 jms! 
‘Oil Refinery Output—Barrels ..... 50,421,000 104.1 98.3 
Electric Output—Kilowatt hours ... 15,829,000,000 105.0 106.7 BL 
Barometer Freight Car Loadings 311,311 117.9 96.4 [EC 
Department Store Sales Index .. 123 107.9 103.4 y' 
Stock Market Price Index ....... 130.9 99.2 117.5 se 
U. S. Government Spending 
Fiscal year to date .............. $5,756,728,000 cee 110.7 
Commercial and Industrial Loans $31,549,000,000 99.8 99.9 fe ¢ 
Savings Deposits ................ $28,763,000,000 100.2 ose) 
Used-Car Prices—Average ....... $1,024 99.8 108.2 m 
Business Failures ................ 343 112.8 132.4 [ast 
Common Common de 
Stocks July 26 July 19 1961 Range Stocks July 26 July 19 1961 Range} PE 
AMG....... 16% 17 21Y%4-16% WG a ova kee 51 50 = 55%-425 I 
Chrysler....44% 43% 48 -37% Mack....... 48% 47% 49%-32y,9 
MNS d5.06:6'5 90 854%, 91%%-63% ARE ee 7% 7% 9%,- 7 C. 
MN 0508s 47Vp  45Y%y 49Y_-40% White...... 544%, 52Y, 60%4-40y, 


(July 31, 1961) 


*End of miners’ vacation, 


“Until we can give the dealers 
the list prices of the new cars, we 
will have to ship the vehicles on 
consignment,” said Withers. “That 
would mean the dealer would have 
to find buyers willing to take deliv- 
ery without knowing what the price 
will be.” 

However, if precedent holds good, 
a lot of ’62 model cars will be seen 
on the nation’s streets and high- 
ways before the formal introduc- 
tion date. This has been done before 
—well in advance of the public 
announcement of new-model list 
prices. 

Neither Rollert nor Withers 
would speculate on whether there 
will be any substantial price 
changes for the forthcoming new 
model year. Both agreed that 
there has been no letup in the 
effort to keep prices competitive. 


They agreed also that regardless 
of what next year’s total’ retail 
market may amount to, Buick’s 
percentage of the whole will be 
greater than in improved 1961. 

This, too, is a more or less rou- 
tine statement for top executives 
of all auto companies at the start 
of a new model year. Nevertheless, 
most auto industry analysts believe 
Buick’s showing this year warrants 
its expectation of a continuing in- 
crease in its share of the market. 


Taking note of recurring re- 
ports that Buick plans to discon- 
tinue its V-8 aluminum engine in 
favor of a V-6 cast-iron power 
plant, the two top Buick execu- 
tives said, “We very definitely 
are going to have a V-8 alumi- 
num engine in 1962.” 

They declined to confirm or deny 
that a V-6 cast-iron engine has 
been perfected by Buick and will 
be introduced in the forthcoming 





Senator Proposes 


Executive-Level 


Consumer Counsel 


WASHINGTON.—A bill to create 
a White House Consumer Counsel 
has’ been introduced by Senator 
Kenneth Keating, New York Demo- 
crat. 

It would accomplish what Presi- 
dent Kennedy suggested in a cam- 
paign promise but which has lan- 
guished except for occasional talk. 
Similar measures pending are a 
Department of Consumers proposed 
by Senator Estes Kefauver, Ten- 
nessee Democrat, and a joint con- 
gressional Committee on Consumer 
Interests proposed by Senator Mau- 
rine Neuberger, Oregon Democrat. 

Under the Keating proposal, the 
President would establish a counsel 
within the executive branch. How- 
ever, the counsel could enter in and 
appear at any proceeding, hearing 
or investigation of any agency to 
represent the public, 











































new model year. Sources usually 
well informed on industry planning 
generally, however, insist Buick'y 
planning includes both the V-4 
cast-iron engine and a V-8 alumi.) 
num engine, for the 1962 model], 
year. 

“We’re very enthusiastic about 
the aluminum engine,” said one 
Buick spokesman. But he, too, de 
clined to discuss the rumored V-f 
cast-iron engine. 

Harlow H. Curtice, retired 
president of General Motors and 
a former general manager of 
Buick, told Automotive News he 
looks for the production of at 
least seven million passenger! 
cars next year. Curtice, whose 
“retirement” is somewhat myth-/ 
ical, is deeply interested in bank- 
ing affairs, but never misses a 
chance to comment on the pros- 
pects of the auto industry. 

At the head of General Moto 
he developed an uncanny ability 
to forecast production and sales 
He offered his seven-million unit 
forecast after this writer ventured 
the guess next year’s output volume 
would top 6% million cars. 

Curtice also predicted Buick will 
get a larger percentage of the over- 
all car market in 1962 than it gar- | 
nered this year. Curtice, a GM di- 
rector, has maintained his resi-| 
dence in Flint. ; 


N ilindne Dykstra 
Named President 
Of Mack Trucks 


PLAINFIELD, N. J. — Nicholas 
Dykstra, 47, has been named presi- 
dent, chief executive officer and 4 
director of Mack Trucks, Inc. 

His election was 
announced by C. 

A, Johnson, chair- 


man, who had 
served as chief 
executive officer 


since the resigna- 
tion of P. O. Pet- 


erson in 1958 as 
chairman and 
president. 


Dykstra had a 
been finance vice- 
president and a Nicholas Dykstn fF 
director of McDonnell Aircraftf 
Corp., St. Louis, since early in 1961 f 
Prior to that he was executive 
vice-president of Curtiss-Wright f 
Corp. : 

He had been with Curtiss-Wright 
for 26 years, advancing from the 
Controller's Department to general 
manager of the Utica Bend Division 
before being named executive vice 
president. 

Dykstra is no relation to Joh 
Dykstra, Ford Motor Co. president, 
or Theodore A, Dykstra, manage 
of service and warranty, Gener@l 
Motors Service Section. 
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ELLING is really a business of 
S people. To sell people you must 
understand how they are motivated. 
And this is an area unusually ne- 

jected and often misunderstood. 

These observations come from 
Lloyd J. White, an executive in 
Chrysier training programs for 15 

rs before opening his own coun- 
seling service, 

White explores aspects of mo- 
tivation in a conference program 
developed for auto salesmen, 

Each decision we make involves 
many factors, White cites studies 
showing that in the average of all 
decisions, motivating factors are 90 

rcent emotion and 20 percent rea- 
son, Thus, the salesman armed with 
reason is only partially armed, 


Character, Personality 


F DEVELOPING his study of 
people, White says that charac- 
ter is the sum total of our mental, 
physical and emotional faculties, 
which we possess inwardly. Charac- 
ter is what we are in the dark. 

Personality is the sum total of 
our mental, physical and emotional 
qualities as seen, heard and felt by 
others. 

In other words, personality is 
the vehicle through which an in- 
dividual’s character is exposed to 
others. 

“We tend,” says White, “to do 
what motive prompts us to do, and 
then to use intellect to justify our 
way through life.” 

Thus reason is not an end in it- 
self, but a tool for use in adjusting 
to values and purposes of living 
which are beyond reason. 

White quotes G. Stanley Hall: 
“The human intellect is like a 
speck floating on a sea of feeling.” 
* * * 

We Disguise Vanity 
ITE looks into some of the 
important traits of character, 


| like: 


Vanity and ambition. Since vanity 
is not considered in good form, we 
tend to disguise vanity and express 
it in other ways. The danger is that 
vanity may cause one to lose touch 
with reality, since the vain person 
is not concerned with life but with 
the impression he makes, This 
stunts human development. 

What about disguises? We look 
with favor on the go-getter, the 
man of unusual industry, activity 

and energy. White notes that as 
long as the energy proves itself 
of use to humanity, it is praise 
worthy, but the usual] rule is that 
excesses in the way of ambition 
are expressions to cloak an un- 
usua] degree of vanity. 

The vain one always shifts re- 


) sponsibility—he makes alibis for 


not approaching the real firing lines 
of life, substituting dreams for 
reality. 

* * 


* 
Social Feeling 


ALL have a certain amount 
of vanity, but the really vain 
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person is unable to adjust to life 
because his purpose is to appear to 
be other than he is. Needed to off- 
set this, says White, is the well de- 
veloped social feeling ... what can 
we contribute to humanity. 

Other character traits—Jealousy, 
that unpleasant fear, suspicion or 
resentment arising from mistrust 
of another . .. not only in the love 
relationship, but in all human re- 
lationships. 

“Jealousy,” says White, “is the 
sister of ambition. It comes from 
a feeling of being neglected, and 
may take a thousand shapes... 
mistrust, critical measurement of 
others, spoil sport, senseless oppo- 
sition, restriction of another’s free- 
dom, self-destruction, energetic ob- 
stinacy,” 

Envy—chagrin or discontent at 
the excellence or good fortune of 
another. 

Yet to function with others, we 
must respect others for their ac- 
complishments without feeling 
any sense of personal loss. Who 
was it that said: “The only de- 
fense against superiority is love?” 

Here, again, all of us have 
a feeling of envy to some extent. To 
make it useful, we must direct it 
to a fruitful channel, an occupation 
which will elevate our self-esteem, 
says White. 

‘Avarice—the excessive desire for 
gain; greediness; covetousness, cu- 
pidity, the inability to give pleasure 
to another, 

Hate—to feel an intense aversion, 
detest, abhor, dislike, Like vanity, 
hate may mask itself in the guise 
of a general critica] attitude. 

* * * 


Study Humans 


oo people, says White, seek 
isolation, some are anxious, 
fearing everything; some are faint 
hearted, seeing great difficulty in 
every task; some are cheerful, mak- 
ing life meaningful and beautiful; 
some never grow up, sOMe are sub- 
(Continued on Page 45, Col, 4) 
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‘Arkansas Traveller'— 


Harold Draper sr., right, Saginaw (Mich.) 
auto dealer, receives from Gov. Orval E. 
Faubus an “Arkansas Traveller’ citation 
making him an honorary citizen of the 
state. Draper spoke at a “Rally Day for 
Profits” held by the Arkansas Automobile 
Dealers Assn. 


Arkansas Aen. 
Hears Report 
On Task Force 


LITTLE ROCK.—A report by H. 
L. Galles jr. on the progress of the 
National Automobile Dealers Assn. 
Task Force highlighted a “Rally 
Day for Profits” staged by the 
Arkansas Automobile Dealers Assn. 

George H, Benjamin, AADA ex- 
ecutive vice-president, said 150 
dealers, about half the group’s total 
membership, attended the first such 
midyear meeting ever held by the 
association. 

Harold Draper sr., Saginaw, 
Mich., NADA management consult- 
ant who was made an honorary 
citizen of Arkansas prior to the 
meeting, lectured for two hours on 
management and profits. 

S. M. DuBois, Universal Under- 
writers vice-president, discussed 
minimum dealer requirements on 
insurance coverage in the fields of 
garage liability and workmen’s 
compensation. It was noted that 
there has been a rash of suits 
charging dealers across the country 
with negligence and faulty brake 
installation. 


$60,000 Fire at Patee 
RIDGEFIELD, Wash. — Damage 
was estimated at more than $60,000 
when fire destroyed Patee Pontiac 
here. 





1961 


Denial of Permit Mushrooms .. . 





House Unit to Probe 
D. C. Dealer Licenses 


WASHINGTON.—A dispute over 
the renewal of a used-car dealer’s 
license here has mushroomed into 
a round of charges and counter- 
charges and the launching of an 
investigation of licensing proce- 
dures in the District of Columbia. 

In the exchange of charges, 

District licensing officials have 
claimed that they have been pres- 
sured by Rep. John L. McMillan, 
South Carolina Democrat and 
chairman of the committee on 
District affairs. 


McMillan has denied exerting 
pressure for renewal of the license 
of Ross Rosenberg. 

The story goes back to the days 
when the used-car business in 
Washington wag operating with a 
minimum of supervision. A news- 
paper expose of the bad side of the 
business resulted in a law to regu- 
late the business in 1959. 

In that year, Rosenburg was de- 
nied a license to operate his Ross 
Discount Motors after a number 
of customers complained that the 
company bilked them. 

Rosenberg filed an appeal to 
the denial of the license. By the 
time the appeal was set for hear- 
ing, Rosenberg had gone out of 
business and the appeal was de- 
nied. 

Now, Rosenberg wants to return 
to the business as Star Motors, Inc., 
but can’t get a license. Denial of 
the license is being appealed to the 
District Appeals Board. 

Frederick L. Haller, chairman of 
the board, and J. J. Ilgenfritz, head 
of the licensing department, 
charged that McMillan and Hayden 
Garber, counsel for McMillan’s 
House committee, had contacted 
them, seeking approval of a license 
for Rosenberg. 

Haller was president of the Na- 
tional Automobile Dealers Assn. in 
1950 when he was an Illinois auto 
dealer. 

Rosenberg has denied knowl- 
edge of the alleged efforts by Mc- 
Millan and Garber to get him a 
license. 

In other charges, Rosenberg said 
he had paid off a District employe 


Hammond Seeks to Kill Ford Suit 


NEW YORK.— Alexander Ham- 
mond has asked Federal District 
Court here to dismiss a $5 million 
suit against him by Ford Motor Co. 

Hammond, a onetime Ford dealer 
in the Bronx who is suing Ford for 
$5% million under the good-faith 


4 Dealers Involved 


In Fraud Inquiry 


NEW YORK.— An investigation 
of charges of motor vehicle fraud 
has been ordered here by Motor 
Vehicle Commissioner William S. 
Hults. 

He said that a preliminary check 
had turned up 13 instances of 
wrongdoing, including frauds in- 
volving auto dealers. 

Sherry Motors suffered the revo- 
cation and a 30-day suspension was 
handed Globe Used Cars, Inc, Tem- 
porary suspensions pending a hear- 
ing went to J. L. Kafka, Inc.; Stern 
Motor Sales, and Good Friend Auto 
Sales. 


Stout Renamed Chief 
Of Red Cross Chapter 


BEAVER, Pa.—Robert C. Stout, 
an auto dealer here, has been re- 
elected chairman 
of the Beaver 
County Chapter 
of the American 
Red Cross, He 
has been active in 
the Reqd Cross for 


40 years. 

Stout, who 
owns Bob Stout’s 
Garage, Ine. 


(Dodge), is a for- 
mer president of 

Robert ©. Stout = the Beaver Coun- 
ty Automobile Dealers Assn. 


law, charged in an answer to the 
factory suit that it was designed 
to “threaten and intimidate” both 
Hammond and other former Ford 
dealers. 

Hammond, an attorney himself, 
renewed charges in his answer 
that Ford officials sought to “co- 
erce and intimidate” him while 
Hammond Ford was in operation 
from 1954 to 1959, The answer 
said Hammond was a victim of 
factory misrepresentation as to 
the size of the Bronx new-car 
market. 

In a separate reply to a Ford 
counterclaim filed in connection 
with Hammond’s good-faith com- 
plaint, the ex-dealer stated: 

“Any alleged injury or damage 
to Ford’s competitive position and 
any alleged loss of sales of Ford 
products was the direct and proxi- 
mate consequence and result of 

Ford’s own acts and conduct and 
was not caused by any act or con- 
duct of Hammond.” 

In his answer, Hammond admit- 
ted a Ford contention that he 
owned less than 60 percent of the 
stock in Hammond Ford. But he 
asserted that Ford officials asked 
him to show a 60 percent holding 
on official statements though they 
knew he owned less stock. 

Hammond accused Ford offici- 
als of ordering him to furnish 
“incorrect monthly profit reports 
and statements, so that these re- 
ports and statements would show 
a profit, when, in fact, Hammond 





Dealers Elect Sherman 


MICHIGAN CITY, Ind. — The 
Michigan City Auto Dealers Assn. 
elected William Sherman presi- 
dent; Don Swartzlander, vice-pres- 
ident, and Wayne Mertl, secretary- 
treasurer. 


Ford was operating ata loss.” 

Despite what he regarded as 
Ford overdealering in the New 
York market and despite alleged 
factory favoritism on fleet deals 
for other dealers, Hammond’s an- 
swer stated that he was the only 
city dealer to outsell his Chevrolet 
neighbor in 1956, 

Ford noted in its counterclaim 
that Hammond accepted a $77,000 
settlement from the company when 
the dealership went out of business 
in 1959. Ford charged, and Ham- 
mond denied, that he ran his deal- 
ership so as to build a good-faith 
case against the company. 


On the House. . 


February, these 


car. 





Wemhoff 


at times in the past to avoid trouble 
and had been led to believe that 
he could win his license renewal, 
if he paid enough. The employe 
named in the first charge vigorous- 
ly denied it. 

It was reported that McMillan’s 
son got the use of a ’61 Corvette 
from a used-car lot where Rosen- 
berg at times sells cars. The com- 
pany replied that the boy merely 
got to try out the car for “10 
days or two weeks” and returned 
it when he decided not to buy it. 

McMillan and Garber denied that 
their contacts with licensing offi- 
cials were pressured to get a license 
for Rosenberg. McMillan said he 
was investigating the licensing sys- 
tem and the Rosenberg case came 
up because it is the one now being 
appealed. 

On the investigation angle, Mc- 
Millan commented: “No matter 
what anybody says, as long as I 
get complaints about how laws are 
being administered in the District, 
I will continue to investigate.” 

He went on to appoint a sub- 
committee to look into all com- 
plaints about administration of 
the law in the District. He 
said he was naming a five-man 
panel because “the number of 
complaints I have received re- 
cently is too great to be checked 
out by one man.” 

Iigenfritz said that about 50 
dealers have been denied license 
because of complaints from cus- 
tomers. The cases of three dealers 
whose licenses were renewed de- 
spite customer complaints against 
them are being investigated. 


Loaning Cars 
For a Parade? 


Better Check ’Em 


DENVER, — Dealers who lend 
cars for parades should watch 
which cars the parade committee 
takes. Look what happened to E. 
Jack Beatty, president of Weaver- 
Beatty Motor Co. (Oldsmobile) 
here. 

Beatty loaned four cars to the 
Miss Colorado Committee for use 
in a parade. But when committee 
representatives picked up the cars, 
they mistakenly took a ’60 Oldsmo- 
bile belonging to a service cus- 
tomer, Adnan Al-Naama. 

Dealership employes didn’t know 
about the committee’s mistake. 
They notified Al-Naama that his 
car was lost. It remained missing 
four days and was returned with 
the other parade cars. 

Al-Naama is suing Weaver-Beat- 
ty for $5,376. His complaint alleges 
that police officers drove the car in 
the parade while it was on the 
Denver Police Department’s stolen- 
car list. Police officials and James 
Swanson, Miss Colorado transpor- 
tation chairman, deny that police- 
men drove the car. 


Dealer profits are looking up, with inventories 
down. Chicago-area Ford dealers report net profit 
of $58 per new car in May, highest of the year. In 


dealers had a net loss of $7 per 


car, while a year ago the net profit was $30 per 
.. As the Greater New York association puts 
it: “If you do not ask for it (higher gross), you 
will never get it”... 

Dealer A. H. Wilson believes makers should 
pay the standard 5 percent discount starting the 
day after model production ends, instead of wait- 
ing until new models are announced. Would put 
dealers in a better trading position to clean out 

stocks before new models are introduced, he contends. . 


. Herb 


(Hickum, to close friends) Galles, who heads NADA’s Task Force, 
will complete nine years as New Mexico’s NADA director this year; 
won’t seek reelection, but presumably will continue to head the Task 
Force if next year’s NADA president desires... 

Southern California discount houses are still offering new cars, the 
recent grand jury probe there apparently making some dealers afraid 


not to wholesale . 


.. Report is that Jim Gorman, manager of Missouri 


dealer association, will succeed ailing Chuck Elmendorf as head of 
Los Angeles dealer group . .. Nebraska association’s membership has 


surged to 305, up 38 from June. . 


have joined NADA in a body. 


. The Jamestown (N. D.) dealers 


—Pert&t WeMHorr, Editor, 
Automotive News 
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10-Day Total Put at 177,364... 


Mid-July Sales Reach 
Six-Year High Point 


(Continued from Page 1) 









Dealer Stocks Dip 
To 10-Month Low 


Total Below 900,000 
First Time Since Oct. 
(Continued from Page 1) 


the industry. Another exemplar 
performer was Buick, which clo; . 
out ’61-model production with de 
er inventories at about 45 days, 
Chevrolet and Oldsmobile, o 
the other hand, recorded deale . 
stockpile gains on the basis t 
. 


tially, only six selling days. There | anticipate an interruption or delay 
were nine selling days in the sec-| in ’62-model production, 
ond period, or half again as many. is Tough talk out of Washington 
_| about a quick military buildup and 
ie ORATE shares _! ann. a deteriorating situation in Berlin. 
eral Motors, 43.7 percent; Ford| ,“A little nervousness on the part 
Motor Co., 38.9 percent; Chrysler|°f @ buyer never did any harm,” 
Corp., 11.3 percent; American Mo- | 54id one laconic dealer last week. 
tors, 5.3 percent, and Studebaker-| 3. A fresh shot in the arm for 
Packard (which wound up ’61 pro-| 4¢@ler-leve] advertising and _pro- 
duction last month), 0.8 percent. motion as the cleanup begins in 
As compared with the month’s | ©@™nest. 
opening period and with the year- 
earlier period, all except Ford 
Motor had smaller market shares. 
Industry observers had ready ex- 
Planations for the mid-month 
surge. They mentioned the follow- 
ing factors: 
1. Concern over growing tense- 
ness in industry negotiations with 
the UAW, leading some buyers to 


GSA to Require 
Safety Aids on ’62s 


Calls for Blowby Unit, 
Rear-Seat Anchors 


WASHINGTON, — The General 
Services Administration, which 
buys about 7,000 new motor vehicles 
each year, will require seat belt an- 
chors and blowby devices for all 
1962 and subsequent models. 

The anchors will be required 
for two front-seat riders and for 
three additional passengers in ve- 
hicles having rear seats. The 
blowby devices are the ones 
manufacturers have been install- 
ing on a voluntary basis on new 
vehicles delivered in California. 
While this action is not a direct 

substitute for a pending safety bill 
sponsored by Rep. Kenneth A. 
Roberts, Alabama Democrat, it 
covers some features of the bill. 

The Roberts bill, which once 
passed the House but was not voted 
on in the Senate, would require 
“certain safety devices” for govern- 
ment cars, The “certain” devices 
would be set by the Secretary of 
Commerce and might also include 
crash padding and the dish-type 
steering wheel. 

According to Dr. Luther L. Terry, 
surgeon general] of the Public 
Health Service, “The positive 
crankcase ventilation systems are 
highly desirable, reducing total au- 
tomotive emissions of hydrocarbons 
by about 25 percent at a very nomi- 
nal cost.” 

He continued, “As for seat belts, 
the best available statistics indi- 
cate that about 5,000 lives now be- 
ing lost annually in automobile ac- 
cidents could be saved through 
their universal use. Even more im- 
portant, perhaps, are the many 
thousands of permanent disabilities 
and disfigurements that could be 
prevented by this means.” 

Abraham Ribicoff, secretary of 
Health, Education, and Welfare, 
welcomed GSA’s action. “The pro- 
vision of seat-belt anchors greatly 
increases the convenience and re- 
duces the cost of seat-belt instal- 
lation,” he said. 

“I urge Federal agencies through- 
out the country to take advantage | @ 
of this opportunity to provide their | #aaam 
employes with a very significant | | 
margin of safety by installing seat 
belts as soon as possible in all ve-|/ 
hicles equipped with seat-belt an- 
chors.” 

Ribicoff said GSA was setting an 
excellent example of Federal lead- 
ership and the requirements were 
well worth the attention of other 
governmental and private organiza- |= 
tions and the public. ¥ 

Senator Maurine Neuberger, Ore- 
gon Democrat, commended GSA for 
making blowby devices mandatory 
on new Government vehicles. She 
hoped “other Federal, state, county 
and city governmental agencies will 
follow this action affirmatively.” 

Earlier in the session, Mrs. Neu- 
berger wrote to auto manufacturers 
urging them on their own initiative 
to install blowby devices to protect 
public health. 




























unexciting July deliveries. Chr 
ler Corp., Rambler and Stude’ 
baker were steady at 50-da 
plus levels. e 
Net effect of the uneven trey 
in July retails was development q 
acute shortages among Buick, Fo 

and some Chevrolet dealers. 
There is a good chance that 
availability of certain “hot” mod 
els in the next six weeks befor 
’62 models go on sale could ry 
off on slower-selling makes gs 
produce a paper-thin carryover 
’61 models by Oct. * i 
* * 7 


AMC's Canadian Dealer Board Meets— 


The first meeting of the new American Motors (Canada), Ltd., Dealer Advisory Board 
was held recently in Brampton, Ont. ‘Shown at the session are: Seated, from left, 
G. R. Hammill, Calgary, Alta.; A. A. Cummings, Moncton, N. B.; D. Firth, Vancouver, 
B. C.; E. A. Scissons, Saskatoon, Sask.; G. Galarneau, Montreal, vice-chairman; A. D. 
Sisley, Willowdale, Ont., chairman; G. Briggs, Burlington, Ont., secretary; G. W. 
Mitchell, Brandon, Man.; R. Viscount, AM general service manager; E. K. Brownridge, 
president, and Leo E. Fenn, sales vice-president; standing, left to right, K. B. Raham, 
AM engineering department; C. R. Gall, fleet-sales director; R. Pryde, purchasing 
department; V. Williams, general parts manager; P. J. Sullivan, merchandising man- 
ager, and J. Maguire, accounts-receivable supervisor. 


Leasing Firm Views ’62s ... 
PHH Prefers Standards 


said, “Chevrolet will offer a com- 
pletely new compact car with a 
full-range of sedans and hardtops, 
wagons and a convertible.” 


The new Chevrolet series will be 
called the “Chevy II,” it is reported, 
with Nova a series name, 

PHH said the Chevrolet new- 
comer would have a four-cylinder 
front engine with an optional six, 
a 110-inch wheelbase and an over- 
all length of 183 inches. Avail- 
ability is expected to be quite lim- 
ited until December. 

Ford’s 209-inch models, PHH 
said, will be called Galaxie 500 (top 
line) and Galaxie (middle line), 
while the division’s new car “will 
be in a class by itself.” 

This, said PHH, will be the Fair- 
lane and Fairlane 500 (deluxe), 
which will have a 115.5-inch wheel- 
base and will be 197 inches long. 
A six-cylinder engine will be stand- 
ard and a new lightweight V-8 will 
be offered, PHH said, and interior 
dimensions and luggage space will 
be about the same as the Galaxie.| Miami, both in new buildings erec 

According to PHH, Plymouth and| ed _ by the parent corporation. 
Dart will be the most radically; One, Dadeland Dodge, Inc, 
changed and restyled. The com-| South Miami, has been incorporated 
pany said Plymouth will keep its|for $100,000, with William Murry 
Savoy-Belvedere-Fury lineup, but|formerly a Ford dealer in Cincim) 
wheelbase will be cut to 116 inches| Mati, as general manager and on 
and overall length will be reduced| director and two factory men 
to 203 inches. the other two directors. 

The leasing organization said| Murry, it was reported, was 
Dodge would do the same to its|@uired to place $40,000 in esc 
Dart 300, Dart 330 and Dart 440.|in a Miami bank as evidence of 
This indicates new series names| financial responsibility. The fac 
for Dart. The ’61 designations (bot-| tory, it was learned, then agreed 


tom to top) are Seneca, Pioneer|to pay Murry 5 percent annuall 
and Phoenix. on this money in escrow, and hité 


areata acmne rameter ana him . general seer at the - 
Bills Would Ease at a $15,000 annual salary, plu 
Tax Burden in 


necessary expenses and the use @ 
DuPont Stock Case 


three or four cars each year. ~ 
In addition, Murry was to hav 
15 percent of the net profit e 
year, with the option of buying 
WASHINGTON.—Legislation de- 
signed to ease the tax bite on 
stockholders in antitrust stock di- 
vestiture cases has been introduced 


dealership within three years if he 

so elected. The factory would pre 
in both the Senate and the House. 
The measures would apply to du- 


vide $160,000 for working capital. 
Pont shareholders in any court- 


The same deal reportedly 
ordered distribution of General Mo- 


made with Samuel Schwartz, a f 
mer Pontiac dealer in Kansas City, 
tors shares and to other similar 
cases in the future. 


except that Biscayne Dodge, Inc., at 
163rd St. and Dixie Highway in 
North Miami Beach was incorpe 
rated for $125,000. Both dealerships 
Senator John Williams, Delaware 
Republican, who introduced the 
Senate bill jointly with Senator 
Wallace Bennett, Utah Republican, 


are now in full operation. 
This method of appointing deal 
said the measure included a formu- 
la which was worked out with the 


ers is a new policy for the Chrysle 
Corp. A third building has bee 
erected at the Miami end of tht 
125th St. Causeway, this one # 
house a Chrysler dealership. 
i .| It is expected that Munroe-Zedet} 

ew Se et ee a local dealer now handling Chrys | 

Under existing law, forced stock ed er 2 poesia an . 
distributions are taxable to individ- ca conditions in this third lal 
ual stockholders at regular income- tom to sell the same ines : 
tax rates computed on the full mar- ; 
ket value of the stock on the date 
of distribution. 

Under the proposed formula, no 
tax would be paid unless the mar- 
ket value on distribution date ex- 
ceeded the original cost of the 
basic stock. In that case, the stock- 
holder would be subject to capital- 
gains tax computed on the amount 
by which the market value of the 
stock dividend exceeded the origi- 
nal cost. 











* * * 


ous also noted that Ford’s 
gains may have been helped by 
a month-long sales-incentive con- 
test for dealers and sales managers. 

Ford Division, in announcing 
preliminary figures for the pe- 
riod (which were later revised 
sharply upward), said that mid- 
July marked the fourth consecu- 
tive 10-day period in which its 
selling rate exceeded the year- 
earlier period. 

Ford noted with satisfaction that 
both Falcon and Thunderbird were 
running well ahead of year-earlier 
totals. 

Ford Motor Co.’s estimated 69,008 
sales included the following: Ford, 
35,200; Falcon, 24,500; Comet, 5,581; 
Mercury, 3,175, and Lincoln, 552, 

* * * 


Wi 77,566 estimated retail 
sales for GM, the breakdown 
was: Chevrolet, 36,000; Corvair, 
10,600; Pontiac, 6,508; Oldsmobile, 
6,328; Buick, 5,348; Special, 3,653; 
naan 3,426; Cadillac, 3,400, and 
Market reports indicate that 
the B-O-P compacts are gaining 
strength in the showrooms as the 
model year speeds toward a close. 
Buick sales, with a big assist 
from Special, were at a four-year 



































UCH a development would 

greeted with pain by many dea} 
ers, who would be lacking in 
able merchandise at a time of th 
year when it might be sore] 
needed. 

To the factories, faced with 
United Auto Workers cont 
deadlines Aug, 31, inventory sh 
ages would be more desira 
though, than the surfeit of 
overs which beset dealers last 

The 10 compacts are expected 
to reap the earliest benefits of 
the thin-inventory situation, with 
their “bucket-seat” versions al- 
ready in lean supplies around the | 
country. i 

Dealer inventories of compa¢ 
dropped from an estimated 337,0 
July 1 to fewer than 300,000 
week. 


Factory-Supported 
Dodge Dealerships 
Open at Miami 


MIAMI.—Dodge has opened 
factory-subsidiary dealerships 


ae 




































BALTIMORE. — The standard- 
sized car will continue to dominate 
the business-car market in 1962 
and will continue to be a sound 
investment in every respect, accord- 
ing to Peterson, Howell & Heather, 
fleet leasing and management firm. 

In its PHH Newsletter, the com- 
pany offered its recommendations 
on ’62 cars and discussed the new 
models and new sizes that will 
be displayed by Chevrolet, Ford, 

Plymouth and Dodge Dart. 

In the top series of each make, 
PHH expects the hardtop (two or 
four-door) to continue to be a bet- 
ter buy with less depreciation. The 
sedan is termed the best bet for 
companies looking to the middle 
series. 

In each case, PHH recommends 
that the car be equipped with V-8 
engine, automatic transmission, 
power steering, radio, deluxe heat- 
er, outside mirror and windshield 
washers. A rubber floor mat to pro- 
tect the carpets of the plushier 
models also is suggested. 

PHH isn’t too keen on the bot- 
tom-line series. The company urges 
that firms using these models con- 
sider a middle-series standard or a 
better-equipped compact for 1962. 

Looking at the compacts, PHH 

said: “On the basis of studies 

conducted to date, we believe that 
the use of certain compact cars 
can result in overall savings. 

Therefore, if morale and other 
factors present no problem, cars 
in this group may be the answer 
for your company.” 

In discussing the ’62 models, the 
PHH Newsletter limited its re- 
marks to Ford, Chevrolet, Plym- 
outh and Dodge, which accounted 
for 93.6 percent of the ’61 models 
purchased by the company. 

PHH noted: “Prices for the 
standard-sized Fords, Chevrolets, 
Plymouths and Darts as well as 
their respective compacts are ex- 
pected to be just about the same 
as last year.” 

Taking them make by make, 
PHH said that Chevrolet would 
continue with its standard-sized 
(209 inches overall) Biscayne, Bel- 
air and Impala models and that the 
Corvair lineup will be virtually the 
same as in 1961. 

“In addition,” the leasing firm 


Sales Up 102 Pect., 
Artic-Kar Says 


DALLAS.—Capitol Refrigeration, 
Inc., announced that its 1961 sales 
are running 102.7 percent ahead of 
the comparable 1960 period. The 
firm makes Artic-Kar auto air con- 
ditioners. 

Contributing to the increase, ac- 
cording to President William E. 
Anglin, was the company’s decision 
to enter the general automotive air- 
conditioning field. Previously, he 
said, the firm had specialized in 
customized units for luxury models 
and imports. 

This year, Capitol said, it is 
building four standard air-condi- 
tioning units for all ’61 domestic 
cars and many earlier models, as 
well as units for imports. 























































































































The Chrysler Corp. total of 20,016 
was shared as follows: Plymouth, 
6,185; Dodge, 4,675; Valiant, 4,034; 
Chrysler, 2,938; Lancer, 1,903, and 
Imperial, 281. 

Rambler reported 9,370 retail 
Sales and Studebaker, 1,404. 












N. Carolina Issues 


Wrecker Rules 


RUTHERFORDTON, N, C.—The 
State Highway Patrol announced 
that members of the department in 
Rutherford County had received a 
directive from Patrol Headquarters 
in Raleigh concerning the use of 
dealer plates on wreckers. 

Officers said that dealers may 
operate with dealer plates only 
those wreckers which are used in 
direct connection with furthering 
the business interest of the dealer 
in the sale, demonstration and serv- 
icing of motor vehicles. 

If a general wrecker service is 
engaged in by a dealer, this is con- 
sidered to be a business separate 
from a motor-vehicle sales and 
service business. Dealer plates may 
not be used on wreckers used for 
general towing. 


































































































































Traffic Pacer— 


Along a four-mile stretch on a Warren 
(Mich.) road, motorists are advised what 
speed they should drive to make the next 
green traffic signal. Overhead are variable 
speed signs in a pacer system developed 
by General Motors Research Laboratories 
and the Macomb County Road Commis- 
sion. The system is designed to move ve- 
hicles in an uninterrupted run without 
excessive stops at intersections. 












Dealers in Wilson, N. C., 


Elect New Officers 


WILSON, N. C.—Robert Tayloty 
Taylor Oldsmobile Co., has beet 
elected president of the Wilso! 
County Automobile Dealers Assn. 

James R. Banks, Wilson Aut} 
Sales, is vice-president, and Jes* 
W. Corbett jr., Corbett Motor Co, 
Inc., is secretary-treasurer. 
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Clicked again 


of either of the other networks . . . significantly, where it counts most. 
Namely, in the 50-market area (largest competitive area measured by 
Nielsen) where the watchers have a three-network choice. 

And choose accordingly. 


Again and again and again, for the 2 weeks ending June 18, the 


watchers were clicking their dials to ABC-TV programs. 
Nielsen-wise,* this activity put 6 ABC shows in the top 10. The 
Untouchables took 1st place. And My Three Sons, in 3rd place, led all 


new shows. a a Average Audience two weeks ending June 18, 1961. 
e €&VIStG Sunday, 6:30-11 PM. Monday through Satur- 
day, 7:30-11 PM. All commercial time periods. 


It all added up to an ABC largest audience share . . . larger than that 


*Source: National Nielsen 50-market TV Reports 








6 
Talks Resume at AMC... 








AUTOMOTIVE NEWS, JULY 31, 1961 








UAW Wage Demands 
Assailed by Chrysler 


(Continued from Page 1) 


resented employes in their reg- 
ular paychecks,” he said. “Many 
more millions of dollars were 
paid by Chrysler in the form of 
additional economic benefits to 
its employes.” 

Norman Matthews, UAW vice- 
president and director of the 
union’s National Chrysler Depart- 
ment, charged that the company’s 
figures on wages and benefits “sim- 
ply do not make sense to Chrysler 
workers.” 

“On the basis of the corporation’s 
own arithmetic, the nearly $2 bil- 
lion Chrysler claims it paid UAW- 
represented employes in their reg- 
ular paychecks from 1958 through 
1960 averages out to about $26,000 
to each worker,” he said. 

ok * ed 
% O does this corporation think 
it’s kidding?” he asked. 
“Chrysler workers know they were 


paid far less than the total of 
$26,000 the company now claims it 
paid each worker over that three- 
year period.” 

Matthews said Chrysler work- 
ers’ incomes have been drastically 
cut by heavy layoffs, short work 
weeks and short paychecks, “and 
the company still is strangely but 
particularly silent on this point 
as well as others in current nego- 
tiations.” 

Leary said “increased production 
costs represented by the union’s 
demands would make it harder to 
compete with foreign car and truck 
manufacturers and other domestic 
products and services that are bid- 
ding for the consumer’s dollar. 

“Therefore,” he added, “it is un- 
reasonable to ask Chrysler Corp. 
to accept any such inflationary pro- 
posals and demands which would 
be detrimental to the company and 


its thousands of employes, share- 
holders, dealers and suppliers.” 

The company asked the union to 
review salaries paid to new white- 
collar employes represented by the 
UAW. It said it would like to cut 
some pay rates for these workers 
only, to make it more competitive. 

* ok 4 


7S UAW called on AMC to put 

hourly paid workers on salaries 
immediately, and proposed expand- 
ed supplemental unemploy- 
ment benefits to protect workers 
against short work weeks, 

Matthews, who also is director 

of the union’s AMC department, 

urged management to join with 

the union in creating a joint com- 

mittee to work out details during 

the next contract period for put- 

ting all AMC workers on salary 

status. 

He added that management 
“should ._ provide immediately for 
the conversion from hourly to sal- 
ary pay for workers whose jobs are 
substantially similar to work per- 
formed by salaried workers, or 
where the flow of work is such (as 
in parts depots) that they already 
enjoy full-time work weeks as a 
regular matter.” 

Matthews said AMC has had 
phenomenal financial success since 
the ’58 contract was signed, and 






Late Report... 


matched. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $2 last week to $1,024, according to Automotive News’ 
index. A year earlier, the average price was $946, 

Increases according to model amounted to $15 on ’55s, $10 on ’58s 
and $5 on ’57s. Losses were pegged at $5 on ’54s, $7 on ’61s, $9 on 
59s, $10 on ’56s and $19 on ’60s. A new low was established for ’60s 
and the minimum for ’55s, set on the index of April 10, was 


At a group of representative auctions last week, the sales ratio 
was 77.3 percent, highest recorded since the index of April 4, 1960. 
It had been 76.5 percent a week earlier. 


Auction reports begin on Page 32. 




















now can afford to give leadership 
in setting new patterns in collec- 
tive bargaining, 

He said the company’s high rate 
of profits since 1958 and its “gener- 
ous” treatment of executives and 
other management personnel is evi- 
dence of its “ability to meet its 
workers’ needs without price in- 
creases.” 

Matthews said AMC will be asked 
to incorporate current cost-of-living 
allowances into base wage rates, 
and to explore the following with 





the new COU SOL HA 


SCORES IMPRESSIVE SALES GAINS 


through simplified field installation 
and trouble-free performance 





Model HA850 — 8.5 cu. in. displacement 
Model HA1000—10.0 cu. in. displacement 


forty two million compressors in the field 


TECUMSE FF 


PRODUCT §S 


FOREIGN OPERATING DIVISION: Tecumseh, Michigan 


The 1961 model HA automotive air conditioning 
compressor includes a number of major improve- 
ments to provide convenience in field installation 
and improved performance. For instance, it is now 
a simple matter to change over the lubrication 
system if it becomes desirable to reverse the com- 
pressor mounting position. Gone are the pipe plugs, 
balls, springs and check valves and in their place 
are two specially designed pan head hex socket 
screws—one longer than the other. To change over, 
merely transpose the two screws—the long screw 
effectively seals the oil passage and therefore is 


inserted on the “‘ 


’ side of the compressor. The 


screws are extremely durable and almost impossible 


to damage in the field. 


Another improvement was to “beef up” the rear 
cover plate by increasing both its surface and thick- 
ness at critical points. Also a special gasket material 
is used in conjunction with a unique compressor 
processing method which assures the “‘set’”’ of the 
gasket and results in an extremely effective seal. 


These and other improvements have contributed to 
an enthusiastic reception by automobile air condi- 
tioning manufacturers which resulted in a 55% sales 
gain over 1960. This wide acceptance, backed up by 


trouble-free operation, is proof 


of an outstanding 


product. Investigate the new Tecumseh model HA 
today for both present and future applications. 


For complete specifications and 
operating information, write for 
Tecumseh Bulletin #320. 





COM PAN Y 


CANADA: Tecumseh Products of Canada, Limited, 185 Ashland Avenue, London, Ontario 


“i 


— V4 iat 





MARION, OHIO 
TECUMSEH, MICHIGAN 











| loss in pay; longer paid vacations) 











the union: i 
Reduction of the work wee 7 
without loss in pay; reduction of7 
the work day without loss in pay.7 
reduction of the work year without” 


additional paid holidays; industria) ~ 
sabbaticals; earlier retirement and | 
restriction of overtime. 

Edward L, Cushman, AMC vice! 
president, said his firm “is not en! 
gaged in pattern bargaining, paral.) 
lel bargaining or any other king) 
except that based on the economicy 
facts at American Motors.” 

The AMC contract expires Sept} 
6, a week after those with the Big) 5 
Three. 


SINE 


* * * 


por MOTOR CO. told the union) 
it must “overcome” a 73-cent! 
difference in the hourly wage be-) 
tween its steel workers, represent- ~ 
ed by the UAW, and workers in the © 
rest of the steel industry, 

The average hourly rate at its 
Steel Division is $3.78, including 
incentives but not fringe bene- — 
fits, Ford said, compared with an © 
average of $3.05 for the entire — 
industry. 4 
The company also mentioned | 

eight areas of complaint, including 

changes in grievance procedure — 
and limitations on its use of out- a 
side contractors. The company said 
it would make specific proposals), 
later. 3 
At the GM sessions, Leonard 
Woodcock, UAW vice-president and — 
director of the GM Department, : 
said the company could save 13) 
cents an hour per worker, or $90) 
million a year “based on GM’s own) 
statistics,” by the “elimination off 
needless overtime scheduling.” 

Eo * * 


UAW Sues Lyon 


Sa on the labor front, 
the UAW announced that it has” 
filed in Federal District Court in’) 
Detroit a suit against Lyon, Ine, © 
Detroit auto supplier, asking the 
court to define the rights and duties © 
of the firm and of UAW Local 174 
with respect to their cree” 
which expires Oct, 1. 

The UAW said Lyon has repu- 
diated its contract by refusing to — 
take its Detroit employes along 
when it moves manufacturing op- |— 
erations to a new plant at Gren- |” 
ada, Miss. ; 

On July 5, a Federal judge in) 
Detroit ruled that the UAW con-| 
tract gave Detroit workers at Gem-|— 
mer Mfg. Division, also an auto} 
supplier, a vested interest in their 
jobs, and required the firm to offer) 
them jobs in its new plant in Leb-f 
anon, Tenn. re 

The UAW also said it has asked) 
the Federal Court in Detroit for an 
injunction ordering Gemmer to reg 
call laid-off Detroit workers to jobs ! 


in the Tennessee plant. 
* * * 












Stalemate in Akron 


N AKRON, the 26-dealer bargain- 
ing unit rejected a request by 4 
Federal mediator that it return to 
the bargaining table last week with 
representatives of Auto Mechanics 
Local 762, which is on strike at six} 
dealerships. : 
“We have no intention of meet- 
ing until there is a change in the | 
thinking of the union negotiating 
committee,” said E. John Leh- 
man, spokesman for the dealer 
unit. 

“We've met for 60 days,” he 
added. “If there is nothing new tof 
discuss there is nothing new tof 
negotiate. We’ve made our final 
offer (extension of the old contract?) 
for one year), The union has reject- 
ed it. It must make the next move. 

Russell Offhaus, Local 762 busi7 
ness agent, said ‘the union want] 
the same pay for mechanics at al 
dealerships, Lehman said this 
would amount to “illegal price fix 
ing.” . 











The world-famous four-wheel drive Land-Rover continues to prove itself 
a solid profitmaker. One good reason: there is nothing else like it on the 
market—no vehicle so versatile—so capable of meeting so many needs so well. 


— 


Goes Anywhere... ..over rock ...mud ..underbrush 














..sand 


.. highways 


ii tas 









Di g 
tints ROW, 


DRIVE VEHICLE YOU CAN 
SELL...BUILDS PROFITS, 
SATISFIES CUSTOMERS. 


“| utterly reliable, virtually indestructible, completely rust and corrosion proof. 


his Available in nine models in two chassis lengths. 80 optional adaptations for special purposes. A limited number of dealerships open. 
Write: H. Gordon Munro, President, The Rover Motor Company of North America Limited, 405 Lexington Avenue, New York 17, NY. 
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New Loan Program .. . 
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SBA to Help Firms 
‘Displaced’ by U.S. 


WASHINGTON. — Small busi- 
nesses which sustain economic in- 
jury and are forced to relocate be- 
cause of Federally aided urban re- 
newal, highway and other construc- 
tion programs are eligible for low- 
interest, long-term loans from the 
Small Businesg Administration 
under a new program announced 
by SBA Administrator John E. 
Horne. 

He said SBA will make loans— 
either directly or in participation 
with banks—for terms up to 20 
years to help reestablish these 
firms. 

The interest rate on the Federal 
loan funds so used will be estab- 
lished annually on a statutory for- 
mula. Loans approved through 
June 30, 1962, will carry an interest 
rate of 3% percent a year, 

Authority for the new program is 
contained in provisions of the 
Housing Act of 1961. This legisla- 
tion also added $25 million to SBA’s 
loan revolving fund to finance the 
new lending function, 

The new SBA program does not 
affect the previous authority under 
which the Urban Renewal Adminis- 
tration will continue to compensate 
businesses dislocated by Federally 
aided urban renewal operations for 
moving and, under certain circum- 
stances, direct losses of property. 

A bank or private lending agency 
participating in the new SBA 
loans may charge a rate of interest 
higher than 3% percent, provided 
the rate is legal and reasonable. 
Participations by SBA may not be 
more than 90 percent of the total 
loan. 

Maturities for loans under this 
program, including renewals and 
extensions, may not exceed 20 
years and loans will generally be 
repayable in monthly payments, 
including interest on the unpaid 
balance. 

Applicants for these loans should 
apply to the nearest SBA field of- 
fice. If a bank is willing to partici- 
pate in the loan, the applicant 
should apply to the bank and re- 
quest it to communicate with the 
nearest SBA field office. 

The SBA also announced a com- 
plete codification of existing regu- 
lations governing small business in- 
vestment companies under the 
Small Business Investment Act of 





Wyoming Convention Set 

CHEYENNE.—The Wyoming Au- 
tomobile Dealers Assn. will hold its 
convention Aug. 20-21 at Jackson. 












1958, along with additional pro- 
posed regulations to tighten possi- 
ble loopholes in the code. 

The codification involves numeri- 
cal retitling of existing regulations 
by purpose and function for easier 
reference. 

The code was streamlined at 
the request of Phil David Fine, 
SBA deputy administrator for its 
investment division. He said it is 
expected “to establish on a firm 
basis a program which has now 
proved its worth to the financial 
community.” 

Fine said that more than $700 
million is potentially available to 
small businesses through the small 
business investment program at 
this time, 





Romney Speaks— 


George Romney, president of American 
Motors Corp., addresses one of five mass 
meetings for AMC production workers in 


Kenosha and Milwaukee. The meetings, 
which drew 22,000, launched the com- 
pany's “A-OK quality workmanship” pro- 
gram. The workers were urged to pledge 
that each new Rambler would be ‘‘A-OK” 
when it leaves the assembly line. 





By Martin L, Whitmyer 
Staff Writer 
OUTH BEND. — Meet the new 
Studebaker-Packard Corp.—a 





company where for the first time 
in many a moon a feeling of being 
the poor country cousin from Indi- 
ana is gone and the sky is the limit 
on optimism, 

From the innermost sanctums of 
the shop to the panelled office of 
its president, 
Sherwood H. Eg- 
bert, the morale 
is high and every 
employe is 
abounding in op- 
timism about a 
comeback that 
will give Stude- 
baker a “profit- 
able” share of the 
automotive mar- 
ket. 

And all of this 
change has come about in the 20 
short weeks that Egbert has been 
at the helm, The esprit de corps 
he sought in February is now a 
matter of realism and the power 
of positive thinking is taking hold. 

Although the new president re- 

fuses to take credit for the 
change in the attitude of the 
employes, it is a fact that the 
change came about after he came 
on the scene, 

One thing stands out in Egbert’s 
makeup. He knows how to handle 
people. 

Perhaps it was Egbert’s training 
as a Marine Corps officer that 





S, H, Egbert 


They're the Law in ‘Dodge City’— 


Company officials and sales personnel served as the “lawmen" in the recent week- 
long sales promotion staged by Oliver C. Joseph Co. (Dodge), Belleville, Ill. During the 
“Dodge City'"’ promotion, the firm's seven employes wore Western garb. Shown, left 
to right, ‘““Judge’’ Oliver C. Joseph; ‘“‘Marshal'’ Oliver D. Joseph, ‘Sheriff’ Bill Harris, 


and ‘“‘Deputies’’ Nolan Kabureck, Tom White 
was taken were ‘‘Sherift'’ Mel Holtman and 


and Ken Vernier. Missing when the photo 
“Deputy” Ed Wirth. 


‘Egbert, the Employes’ President’... 


New Chief Lifts S-P Morale 


taught him leadership. Perhaps it 
was his years of working in ma- 
chine shops and on construction 
gangs that taught him how the 
man on the line thinks. 

But one thing is clear, as a sign 
in one of the shops at Studebaker 
attests: “Egbert, the employes’ 
president.” 

Egbert feels that it is manage- 
ment’s duty to tell its employes of 
how such a move or change will 
benefit not only them but the entire 
organization. 

* * * 

T WAS, in fact, a chance remark 

by Egbert on one of his first 
visits to the plant that set into 
action a dressing up of all the man- 
ufacturing and assembly facilities. 

It started in the body plant tool 
shop where employes started paint- 
ing machines and other parts of the 
areas in which they worked. It was 
capped by an inspection of the fa- 
cilities, not by Egbert, but by the 
employes’ wives. 

Before long, other departments 
started to paint their areas and 
by last weekend some 18,900 gal- 
lons of paint had been used. That 


S-P Pares Loss 
To $2.3 Million 
In 2nd Quarter 


SOUTH BEND. — “Substantial” 
improvement in Studebaker-Pack- 
ard operations during the second 
quarter of 1961 as compared with 
the first quarter was reported last 
week by President Sherwood H. 
Egbert. 

“Second quarter loss of $2,347,506 
is a noteworthy improvement from 
the first quarter,” Egbert said. 
S-P’s first-quarter loss was $6,492,- 
666. Second-quarter sales totalled 
$72,855,219, an 18 percent gain over 
first-quarter sales of $61,580,918. 

Consolidated sales of the corpo- 
ration for the first six months were 
$134,436,137. In 1960, income of $3,- 
359,585 on consolidated sales of 
$178,052,136 was reported for the 
first six months. 

“Our automotive division factory 
stock of ’61-model cars is sold out,” 
Egbert said. “In addition, our deal- 
ergs at June 30 had only 57 percent 
as many cars in stock as a year 
ago. As a result we can expect 
heavy restocking and steady fac- 
tory production during the last four 
months of this year.” 


Egbert reported cash and mar- 
ketable securities on June 30 at 
$34,962,227, up from $29,893,863 at 
the end of 1960. Working capital on 
June 30 was $62,548,745 and share- 
holders’ equity at the end of the 
second quarter totalled $90,024,799. 


The ratio of current assets to 
current liabilities was 2.87 to 1 at 
the end of the second quarter, up 
from the year-earlier ratio of 2.54 
to 1. Current assets totalled $96,017,- 
447 and current liabilities amounted 
to $33,468,702. 

At June 30, inventories amount- 
ed to $42,463,216, as contrasted with 
$51,920,184 a year ago and $59,- 
379,475 at year-end. 




































MILWAUKEE, — American Mo- 
tors President George Romney met 
last week with 22,000 automotive 
production employes to launch an 
“A-OK Quali- 
ty Workmanship” 
program, 

He said the 
purpose of the 
meetings was “to 
encourage the 
further develop- 
ment of individ- 
ual responsibility 
and superior 
workman- 
ship with respect 
to product qual- 
Ad 

He asked for employe suggestions 
on ways to improve quality and 
offered a 20 percent premium over 





George Romney 


total is expected to be increased 

to 25,000 gallons before the job 

is completed. 

In dollars and cents, the project 
has cost the corporation very little. 
But the increase in spirit and pride 
of workmanship has been tremen- 
dous, Egbert said. 

The paint used in the job came 
from drainings from the car paint 
lines and much of the work was 
done by the employes during down- 
time. The corporation, however, 
paid about 1,000 employes to do 
some of the painting during the 
changeover lull, when they other- 
wise would have been laid off. 

* * * 


As ONE supervisor said, “It’s the 
first time in the 36 years I’ve 
been here that this shop has looked 
so good.” 

In addition, the supervisors for 
the first time in the company’s 
history began wearing white shirts 
as well as coats. Some of them 
didn’t like it at first, and as one 
supervisor said, “I went along with 
it because all of the others did.” 

Now, he’s all in favor of the 
change. “You know,” he said, “the 
other day someone called me sir. 
And I'd never heard that in the 
35 years I’ve been:here.” 

A big change also is taking 
place in the administration build- 
ing where the first and second 
floors are being remodelled and 
a new face is being put on the 
front of the edifice. Altogether, it 
will take about four years to re- 
furbish the entire building. 


But the change in the employes’ 
thinking is due to more than just 
material changes. 

* * * 


TS corporation, according to 
Egbert, already has $42 million 
in advance orders for its ’62 models. 
The Lark will be introduced Sept. 
22 and the Hawk in October, 


As a result, S-P will be one of the 
first auto makers to get into pro- 
ductions on ’62 models. It will begin 
filling the lines Aug. 7 and the 
first Lark is expected to roll from 
the assembly lines Aug. 14. Hawk 
production will begin in mid-Sep- 
tember. 

Studebaker’s dealer organiza- 
tion is pretty well set with 2,084 
dealers, but some changes prob- 
ably still will be made and more 
exclusive dealers added* as time 
passes, Egbert said. 

Studebaker also is attempting to 
put more punch into its military 
work. Only recently it established 
a Washington office, with Vice- 
President Donald E. Kidder in 
charge. Four additional men will 
be added to that office in the near 
future, giving S-P a five-man corps 
in the nation’s capital. 

Presently, about 10 to 12 percent 
of S-P’s business is military, but 
Egbert still is hopeful of increasing 
this to 20 or 25 percent in the near 
future. 

Although he won’t forecast a 
profit for the year, Egbert is con- 
fident the corporation will be in the 
black for, the fourth quarter, He 
sees it as the “turn-around” quar- 
ter for the corporation. 


New Quality Program . 


It’s ‘A-OK’ at AMC 











the regular scale of payments for 
all such acceptable suggestions 
under the company’s Employe Sug. 
gestion System, 

For several weeks preceding last 
week’s meetings, training sessions 
devoted to quality were held with 
supervisory personnel, Meetings al. 
so were held last week with United 
Auto Workers officials at which the 
A-OK program was explained and 
full cooperation was pledged, ac. 
cording to AMC. , 

Romney said every phase of the ~ 
program will be a continuing ac- © 
tivity, He reminded his audience ~ 
that “A-OK” is the term used by 
America’s astronauts to signify 
that all equipment is working 
properly, or “All OK.” 

He asked Rambler workmen to 
pledge that every ’62 Rambler will 
be “A-OK” when it heads from the 
final assembly line to the marshal- 
ling yards for shipment. 

AMC said the A-OK program is 
the seventh step in an intensified 
quality campaign which began last 
December. Other steps, the com- 
pany said, were: 

1. Appointment of Carl A. Roesch 
as director of the customer quality 
assurance department, a new qual- 
ity auditing activity that reports 
directly to the president. 

2. Authorization of more than $1 
million for specialized plant equip- 
ment, which facilitated product 
quality manufacturing in the clos- 
ing months of the ’61 model run 
and will operate on an around-the- 
clock basis during ’62-model pro- 
duction. 

3. Enlargement of Rambler's en- 
gineering staff, including designa- 
tion of top quality engineers to de- 
vote full time direction to design 
changes to improve quality of func- 
tional parts subject to stress and 
operational damage. 

4. Augmentation and strength- 
ening of the Automotive Divi- 
sion’s manufacturing staff, thus 
freeing the time of top personnel 
for the refinement of quality- 
control methods, 

5. Approval of new design char- 
acteristics in ’62 models that “will 
contribute importantly to reliability 
aspects of the product.” 

6. Instruction to company pro- 
curement officials to “tighten even 
further” quality controls on parts) 
received from suppliers. 


Japanese Firms 


Are Licensed by 
Thornton Products 


DEARBORN. — Joseph J. Weyn, 
president of Thornton Products Co., 
announced that, on his recent 
round-the-world trip to visit li- 
censees and prospective licensees, 
exclusive license agreements were 
concluded in Japan. 

The “Hydro-Lock” automatic hy- 
draulic locking differential was li- 
censed to Nissan Motor Co., Ltd. 
Yokohama, Japan, for exclusive use 


jin automobiles, trucks and _ buses. 


A sub-license from Nissan to one of 
Japan’s largest bus and truck man- 
ufacturers was also being consider- 
ed and negotiated. 

The constant velocity universal 
roller joint by A. H. Rzeppa, for® 
which Thornton Products is the 
world exclusive licensor, was eX- 
clusively licensed in Japan to At- 
sugi Motor Parts Co., Ltd., Atsuge, 
for any and all applications, except 
helicopter and VTOL aircraft. The 
helicopter and VTOL aircraft li- 
cense was issued to Uni-Copter 
Corp., New York, exclusively, by 
Thornton in January, 1961. 

Weyn further stated that he is 
returning to Europe in September 
for some three months to conclude 
license agreements in Sweden, 
West Germany, France, England 
and Italy. License agreements with 
Soviet Russia and Czechoslovakia 
may also be concluded at that time, 
he said. 





How to Fight City Hall 


MOGADORE, O.— The Village 
Council sold the lot on which 
the village hall sits to Auto Deal- 
er Glen W. West for $6,350. His 
was the only bid received. 
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Growing Dealerships .. . 


fol SANDY, Ore—Doug Rambo, Es- 
‘3 tacada, who operates Rambo Ford, 











“ee pas opened a branch at Sandy, Ore., 
lastie 25 miles east of Portland. 
sions Chet Parkhurst is manager of 





with) the Sandy outlet. 


* 

s al-} 

nited)) Ford Deal Opens New Home 

1the§’ JACKSON, Mich, — Bill Rhodes 
and Ford, Inc., has opened its new and 
ac-} jgrger showroom at 1122 E. Michi- 

an Ave. Bill Rhodes is president 


a : _— * * * 
™ | Rambler for Krebs & King 
‘ify ETNA, Pa.—Krebs & King (Mer- 


cury-Comet) has opened a Rambler 
dealership, Krebs & King Rambler, 
Inc., at Route 8 and Saxonburg 


Blvd. 


‘ing 
n tol 
will 
L the 
shal- 7 


Bg a a 
Parma Motors Grows 
CLEVELAND. — A $150,000 ex- 


m is} p»ansion program has added more 
ified | than 16,000 square feet of space to 
last} parma Motors Co. (Volkswagen). 


°0oM-|F The firm is operated by Ernest 


— Gerzeny. 
esch 


ok * * 
wall Atamian Rambler Opens 
al- 





orts)) New Boston Quarters 
> BOSTON, — Atamian Rambler, 
n $19 
uip- “ 
suet] Makers Receive 
run | 
ine! More Contracts 
pro- 4 eye 
} From Military 
en- § 
zna-"§ DETROIT. — New military con- 
de- tracts placed with automotive firms 
sign have been announced. 


inc- 


Biggest was an order awarded to 
and § 


Chrysler Corp. by the Detroit Ord- 
nance District for 8,503 additional 
military trucks, ambulances and 
weapons carriers. Value of the new 
contracts is $34,744,432, 

All vehicles will be produced at 
the Dodge truck plant in Warren, 
Mich, Included are 7,175 M-37 
trucks, 278 M-43 ambulances and 
1,050 M-601 weapons carriers. 

The third Federal contract for 
military trucks awarded Studebak- 
er-Packard within 26 days calls for 
646 2%4-ton trucks valued at $3,559,- 
849. 

Studebaker has also been award- 
ed contracts totalling $4,480,321 for 
supplying passenger cars to the 
General Services Administration. 

A contract for 1,150 Jeep M-70 
ambulances, valued at $3,277,178, 
has been awarded Willys Motors, 
Inc., by the Cleveland Army Ord- 
nance District. 

A second Willys contract, valued 
at $1,065,424, calls for 400 Jeep 
M-38A-1 military vehicles for the 
Army, Navy and Marines. 

International Harvester received 
a contract from the Chicago Ord- 
nance District to produce 289 five- 
ton military trucks valued at more 
than $2,750,000. 

The trucks will be produced at 
IH’s Fort Wayne (Ind.) plant, 

A supplementary contract for 
1,132 multifuel engines was placed 
with Continental Motors Corp., 
Muskegon, Mich., by the Detroit 
Ordnance District. Value is $2,904,- 
832, 


th- | 
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Hupp to Acquire 


Hercules Motors 


CLEVELAND.—Directors of Her- 
cules Motors Corp., Canton, O., 
have voted to sell the firm’s assets 
to Hupp Corp, Hercules stockhold- 
ers will be asked to approve the 
sale at a special meeting. 

Under terms of the agreement, 
2% shares of Hupp common stock 
»m@ Will be exchanged for each share 
nd} of Hercules common stock. On 
ith April 30, 345,000 shares of Hercules 
sia} common stock were publicly held. 
ne, Hercules produces gasoline, die- 

= sel and LPG engines for more than 
500 equipment manufacturers. In 
the nine months ended April 30, it 
lost $1,069,000 on sales of $11.4 
re Million. 





I- Tuffree Moves to Traer 


7 TRAER, Ia.—The Tuffree Chev- 
rolet dealership has moved here 
from Green Mountain. 





Auto Dealer Expansions 


Inc., held a two-week celebration to 
mark the grand opening of its new 
quarters at 930 Commonwealth Ave. 

The new service department, spe- 
cially designed by American Motors 
consultants, uses the tower system 
of traffic control. Nish Atamian is 
president and G. Richard Atamian 
is general manager, 

* * * 


Kinabrew-McGuffey Begins 
Erection of New Building 


ATHENS, Tex.—A new building 
covering 20,000 square feet is being 





erected at 311 E. Tyler by Kina- 
brew-McGuffey Chevrolet Co, 
Completion date is Jan. 1, The 
firm plans to boost the number of 
its employes from 28 to 40 when it 
moves into the new building, 
* * * 


Murray Chevrolet Opens 
New $100,000 Building 


BEDFORD, Va.—Murray Chevro- 
let, Inc., held formal opening of its 
new sales and service building, 
which represents an overall invest- 
ment in excess of $100,000, 

The new building measures 70 by 
170 feet with a 30-by-30-foot wing 
devoted to body work. The company 
was launched in 1919 by two broth- 
ers—Guy E, Murray, who is now 
president and general manager, and 
Basil D. Murray, present secretary 
and treasurer. 











NOW...the new 
McQUAY-NORRIS 


See 


me Slee Gor une 


...$ynonymous with quality 


The MI-IOOO engine bearing has an “extra thin” 
babbitt lining only .001 of an inch thick, electrolytic- 
ally applied on a hard and durable sintered copper- 
lead base. The MI-IOOO has the fine anti-friction 
qualities of babbitt plus the terrific strength of cop- 
per-lead—so it is easy on the shaft, yet won't pound 
out under the most severe service. 


The combination of the MI-IOOO plus McQuay- 
Norris Heavy Duty, Chrome Control, Leak-Proof 
Piston Ring set, not only keeps the job running 
longer, but also cuts gas and oil costs. 


Let your McQuay-Norris Wholesaler supply you with 
the new MI-IOOO engine bearing! 





“My salesman’s tied up, 
can I help you?” 








Illinois Rejects 
Laminated Glass 


SPRINGFIELD, — A bill that 
would have required that new cars 
sold in Illinois be equipped only 
with windows of laminated glass 
has been killed by the Highways 
Committee of the State Senate. 


The committee vote was 9 to 3. 
Earlier the House had approved the 
bill, 105 to 47. 


The bill had been strongly backed 
by organized labor. The switch to 
tempered glass by most auto mak- 
ers has resulted in unemployed 
workers in firms in the Streator- 
LaSalle-Ottawa area of Illinois, 


There’s news in the Classified Ad col- 
umns of AUTOMOTIVE NEWS, Read them 
for a clue to what is going on. 





ENGINE BEARING 


EXTRA 


Durability 
Conformability 
Iimbedability 





3. Barrier Plate 


Babbitt Overlay 
5. Pure Tin Flash 


the new MI-IOOO 
ENGINE BEARING 


1. Precision Steel Back 
2. Sintered Copper-lead Lining 


4. One thousandth of an inch 








McQUAY. 
NORRIS 


McQUAY- NORRIS 
MANUFACTURING CO. 
ST. LOUIS e TORONTO 





idea = ‘ow’s this for a fast, rugged three-wheeler? It'que 


for tOrmMmorrowW designed for tomorrow’s man on the move . . D 
. 2.1m Steel _ fomits jet power plant to its sleek aerodynamiaw 








adesign. Believe it or not, it's an economy car, too. 


Nic 








Dead weight has been cut to the bone but 
ithout sacrificing strength or safety. Fast, safe, 





1. A thousand miles in a day won’t tax car or 
driver. The driver has air conditioning and an 
automatic pilot to keep him cool and collected. 
The drive unit has the durability only steel can 
give it. Small bearings are made of alloy steels for 
maximum hardness and wear resistance. Canti- 
levered half-fork axles and wheel suspension 
system are forged of constructional alloy steels. 
Everything but the wheels is suspended to im- 
prove the ride. USS High-Strength Low-Alloy Steel 
seamless tubing is used in the pressurized fuel 
handling system. This versatile steel, with a mini- 
mum yield point of 50,000 psi, adds strength but 
keeps weight to a minimum. How about trade-in 
value? 500,000 miles later the vinyl coated steel 
and stainless steel accents will still look new. 


strong, lightweight—that’s no idle dream of the 
future. Here’s how some of today’s USS Steels 


could help put this beauty on the road. 


2. Everything about this car is functional. The 
body panels are more than a cover for the frame; 
they add structural strength by utilizing stressed 
skin principles. Whenever possible, this design 
takes advantage of steel’s strength, weldability, 
formability, surface finish, and low cost. A single 
carbon steel stamping forms the upper and lower 
body panels which are aluminized or galvanized 
to resist corrosion. Stainless steel capsthedriver’s 
canopy. For maximum visibility and light weight, 
the canopy itself is made of thin-section tubular 
steel. The simple, husky frame is stamped of 
steel, designed to absorb the torque and strain 
of high speed driving. Even the orthopedically 
formed driver’s seat is scuff-resistant vinyl-clad 
steel with set-in cushions of steel wire springs. 


So Use modern, dependable steels for modern, dependable automobiles 


Py) 


These are just a few of the imaginative uses of steel 
in this car of tomorrow, and in addition you would 
find dozens of other alloy, high strength, and stain- 
less steels. Today there are over 160 steels used 
in automobiles, and thousands more available 
to the designer. There is a steel for practically any 
combination of properties the designer can dream 
up... strength for lightness, toughness for dura- 
bility, surface finish for style. When you want steels 


that will match your imagination, write United 
States Steel, Room 6348, 525 William Penn Place, 
Pittsburgh 30, Pennsylvania. 


United States Steel Corporation « American Steel 
and Wire eColumbia-Geneva Steel Divisions National 
Tube Divisione Tennessee Coal and Iron Divi- 
sion e United States Steel Supply Division ¢ United 
States Steel Export Company 


United States Steel 


TRADEMARK 
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Highways & Sateiy... 


Nation’s Death Toll 
Trails 1960 Rate 


opment, a legal information serv- 
ice, and publications in the field of 
street and highway traffic. The in- 
stitute now has 50 full-time em- 
ployes and 75 part-time guest in- 
structors. 

Franklin M. Kreml, then a lieu- 
tenant of the Evanston Police De- 
partment, conceived the idea of an 
institute in 1932, when, in addition 
to other duties, he conducted short 
courses in traffic police administra- 
tion and accident prevention under 
the sponsorship of Northwestern 
University. 


Lack of Seat Belts Called 


Booster of Traffic Toll 


According to traffic experts, up to 
100 of the record-breaking 509 auto 
fatalities suffered during last 
Fourth of July weekend would have 
been averted if safety seat belts 
had been worn by all car occupants. 

Use of these safety devices would 
have saved upwards of 5,000 lives 
last year, and substantially reduced 
serious injuries resulting from auto 
accidents in 1960, according to E. 
Vincent Askey, president of the 


American Medical Assn. 
* * 


* 
TVA to Equip Its Cars 


With Belts on Request 


The Tennessee Valley Authority 
has announced that seat belts will 
be used in cars when drivers “re- 
quest and will use them.” 

George H. Irish, chief of TVA’s 
Transportation Branch, said: 
“Using seat belts is a product of 
safety education which is being so 
vigorously pushed by most profes- 
sional safety groups. The number of 
adherents in TVA has increased to 
a point of assurance that some 
would use the belts if provided.” 

* * *~ 








The nation’s motor vehicle death 
toll for the first five months of 1961 
was slightly below the total for the 
comparable period in 1960, the Na- 
tional Safety Council reported. 

The council reported 13,940 fa- 
talities for the five-month period 
this year, compared with 13,960 
for the same months in 1960, 

Motor vehicle deaths for May, 
1961 totalled 3,160, a 5-percent de- 
crease from the 3,330 deaths record- 
ed in May, 1960. 

“An estimated 500,000 persons 
have suffered injuries disabling be- 
yond the day of the accident thus 
far this year,” said George C. Stew- 
art, NSC executive vice-president. 

Stewart said that travel has in- 
creased approximately one percent 
for this year over last year. 

“This increase in travel means 
the death rate for the five months 
of 1961 has reached an alltime low 
for the period of 4.8 fatalities per 
100,000,000 vehicle miles travelled,” 
he said. 

The death rate for the first five 
months of 1960 was 4.9. 

Of 49 states reporting May ex- 
perience, 32 had fewer deaths 
than last May, one reported no 
change and 16 had increases. 

For five months, 27 states showed 
decreases and 22 increases. The 27 
states with decreases for five 
months were: 

Alaska, 42 percent; Vermont, 39; 
Delaware, 33; Maryland, 30; Ohio, 
23; New Hampshire, 21; Louisiana, 
18; New Mexico, 18; Mississippi, 14; 
Georgia, 13; Hawaii, 13; Kentucky, 
11; South Carolina, 10; Massachu- 
setts, 9; Maine, 8; Florida, 6; Mis- 
souri, 6; Tennessee, 6; South Da- 
kota, 6; Washington, 5; North Car- 
olina, 3; Idaho, 3; North Dakota, 
3; New Jersey, 2; Indiana, 2; Vir- 
ginia, 2, and Utah, 1. 

Cities had a 7 percent decrease 
in May, according to reports from 
761 cities over 10,000 population. 
For five months, these cities also 
showed a 7 percent decrease, 

Cities with fewer deaths in May 
totalled 142, compared with 121 
having more deaths; 498 showed no 
change, most having perfect rec- 
ords. 

For five months, 250 cities had 
decreases, 237 had increases and 
274 showed no change. 

In May, 576 of the 761 cities re- 
porting had perfect records. Of 
these the three largest were Cin- 
cinnati (502,600); Norfolk, Va. 
(305,900), and Richmond, Va, (220,- 
000). 

For five months, 318 of the cities 
still had perfect records. Of these 
the three largest were South Bend 
(132,400); Topeka (119,500), and Al- 


lentown, Pa, (108,300). 
* x o 


Traffic Institute 
To Pay Tribute 
To Its Founders 


The Traffic Institute of North- 
western University—pioneer in 
scientific police traffic supervision 
—will celebrate its 25th anniver- | 
sary Oct. 14. 

The commemoration will feature 
a Silver Anniversary Tribute to the 
founders of the institute on the 
premise that they should be hon- 
ored while still living. Daylong cer- 
emonies will be held on the Evans- 
ton campus of the university, the 
institute’s home since its establish- 
ment in 1936, and in Chicago. 

Approximately 1,000 institute 
graduates, former faculty members, 
patrons and friends, as well as cur- 
rent students and members of the 
institute staff will participate. 

Established as a police traffic- 
training school with two staff 
members and a secretary, the Traf- 
fic Institute has expanded its pro- 
gram to include virtually all types 
of traffic training, field and exten- 
sion services, research and devel- 

















Mercury general manager. 


























By Leo T. Parker 
Attorney at Law 







as follows: 
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Safety Committtee Cites Ford 


The National Safety Council’s 
Committee on Films for Safety has 
awarded Ford Motor Co. a bronze 
plaque for its 1960 series of motion 
pictures on driver education. The 
films are designed for use by high 
school driver-education classes, and 
by all groups interested in im- 
provement of. driving techniques. 

* * 
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should endeavor to save money. 







dollar earned.” 

Today, 
depreciation of the dollar, in con- 
junction with taxation, this old 





Giant Speedometers Mounted 
On Roofs of Police Cars 


Nine patrol cars, each with a 
large speedometer mounted on the 
roof, have been placed in service 
by the Illinois state highway police. 

The speedometers, 18 inches in 
diameter, were installed to call at- 
tention to speed laws and to give 
drivers an opportunity to check 
the accuracy of their own speed- 
ometers, said Joseph Ragen, direc- 
tor of the Illinois Department of 
Public Safety. 

* 







bracket, to: “A dollar saved gen- 







earned.” 

In other words, a dollar saved 
today is worth many times more 
than an earned dollar. 

In my opinion, the best plan to 
accumulate savings is: Before sign- 
ing a contract, refer it to a lawyer 
or other legal representative for 
advice. This is so, irrespective of 
any false ideas an auto dealer may 
have regarding his own personal 
ability to distinguish between en- 
forceable and unenforceable con- 
tracts. 



















2 * * 


OR illustration, on Jan. 5, a mo- 

tor truck stalled late at night 
in front of an office whose owner, 
J. W. Wilson, happened to be work- 
ing late on his books. The driver, 
named Kelly, of this stalled motor 
truck asked Wilson if he could 
store his heavy load of metal cast- 
ings in Wilson’s building so that he 
could have his truck towed to a 
garage for repairs. 

For accommodation Wilson 
agreed and after Kelly had un- 
loaded the castings he asked Wil- 
son to sign a receipt “just so if 
anything came up” his employer 
would know where the castings 
are located. 

Wilson was in a hurry and the 
light was dim so, he thought, to 
avoid any future responsibility or 
liability he merely signed the paper 
in pencil] “J. W. W,” without reading 


Down But Not Out— 


A miss and her mother register disbe- 
lief at no damage to the family auto after 
colliding with a rubber traffic post guard- 
ing a boulevard median strip in Cuyehoga 
Falls, O. City police staged the accident 
to show how the “rubber bumpers" flex 
and absorb damaging—often killing — 
impact. Manufactured by Goodyear Tire & 
Rubber Co., Akron, the rubber guards 
were installed in 1953 to replace steel 
posts at a curve in a thoroughfare where 
several motorists had been killed and 
heavy vehicle damage sustained during 
the previous decade. There have been no 
injuries and only minor vehicle damage 
at this danger spot since installing the 
flexible posts, according to police. 



















Bennett Is Honored 
SLAYTON, Minn.—Gordon Ben- 
nett, operator of Slayton Auto Co. 
(Chevrolet-Buick-Opel), was named 
Slayton’s “Employer of the Year” 
by the Civic and Commerce Assn. 


Fire Razes Beckman 
CENTRALIA, Mo. — Beckman 
Chevrolet Co. sustained a total loss 
by fire estimated at $60,000 to $70,- 
000. Four new cars and a wrecker 
were destroyed. 
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Lincoln Continental Styling Cited— 


A team of Lincoln Continental car stylists received an industrial design award 
from the Industrial Design Institute, a nonprofit organization whose membership is 
made up of the country's top industrial designers. The stylists were awarded a bronze 
medallion for their development of the modern classic design of the 1961 Lincoln 
Continental. Surrounding the medallion are, from left, Jon W. Hauser, Institute Chair- 
man who presented the award; George W. Walker, Ford Motor Co. styling advisor, 
recipient of the award on behalf of Ford's styling studios, and Ben D. Mills, Lincoln- 


Lawsuits Affecting Dealers .. . 


Court Decisions 


















IAM COX, New York, wrote 
an interesting letter, in part, 
“Recently there has 
been much talk that in these mod- 
ern times auto- 
mobile dealers 
should ‘live up’ 
their earnings 
and not save 
is 
your opinion? 
What is the most 
practical plan 
which will enable 
automobile deal- 
ers to save mon- 


My opinion def- 
initely is that every business person 


Several years ago a common ex- 
pression was: “A dollar saved is a 


in consideration of the 


statement may be revised depending 
upon your Federal income-tax 


erally is four dollars or more 





1961 


































it. There were no witnesses to the 
conversation. 

Two weeks later Wilson received 
a bill for $6,870.26 from Kelly for 
castings purchased on Jan, 5. 

In subsequent litigation, the tes- 
timony showed that Kelly owned 
the truck and the castings. It is 
interesting to observe that the 
higher court held that Wilson must 
pay $6,870.26 to Kelly for the “pur- 
chased” castings, notwithstanding 
Wilson’s testimony that he did not 
know that he had signed a contract 
to purchase the castings. This high- 
er court said: 

“One who fails to read a contract 
cannot avoid his normal responsi- 
bility and a contract signed with 
initials may be valid and enforce- 
able, as if signed with a name.” 

* ok ok 


Negligent Dealer 


5 es month a higher court ren- 
dered an important decision to 
the effect that if an auto dealer 
takes from a purchaser in payment 
for an automobile a check, when 
knowing that in the past this pur- 
chaser had given bad checks or 
drafts, the dealer automatically for- 
feits all ownership and legal rights 
in the automobile, particularly if 
an innocent person subsequently 
purchases the automobile. 

For instance, in Saylor Chevrolet 
Co, v. Ellis, 336 S. W. 798, the testi- 
mony showed these facts: A man 
named Ellis purchased a new auto- 
mobile from Wells, an automobile 
dealer, paid the purchase price and 
received possession. 

The automobile had never been 
registered, and no certificate of 
title had been issued. 

Further testimony showed that 
Ellis had told the dealer, Wells, 
what kind of an automobile he 
wanted and that Wells had ob- 
tained this automobile from Saylor 
Chevrolet. Ellis paid Wells the full 
price and took possession. 

Later, Saylor Chevrolet sued 
Ellis to recover possession of the 
automobile because the draft 
Wells had given the former was 
returned unpaid. 

In subsequent litigation, the high- 
er court held that Saylor Chevrolet 
could not recover possession of the 
automobile from Ellis, saying: 

“Ellis was an innocent purchaser 
for value without notice and Saylor 
Chevrolet Co, was estopped to deny 
that it had parted with title. It 
(Saylor Chevrolet Co.) permitted 
Wells to take possession, knowing 
that Wells would likely sell and 
deliver the vehicle before its draft 
would be either paid or dishonored. 

“It (Saylor Chevrolet Co.) knew 
that Wells had theretofore given it 
checks and drafts for automobiles 
that were not paid when presented 
..- Ellis was an innocent purchaser 
and Saylor’s negligence permitted 
this situation.” 


GMAC Names 
New Managers 
In 14 Cities 


NEW YORK, — General Motors 
Acceptance Corp. last week ap. 
pointed a new regional manager 


with headquarters here and an- 


nounced changes in branch man- 
agers affecting 14 cities. 
James S. Beck was appointed 


New York regional manager, suc.) 
ceeding H. Allen Willis, who has /_ 


been elected a vice-president. Beck 
formerly was Miami branch mapn- 
ager. 

He was replaced in Miami by 
Thomas J. Sevy, formerly branch 
manager in Lafayette, La. Taking 
over in Lafayette is William R, 
Haynes, formerly assistant branch 
manager in Birmingham, Ala. 

James B. Stuart jr. was named 
branch manager in Sheffield, Ala, 
succeeding Robert H. Cox, who was 
transferred to Birmingham. Stuart 
formerly was credit manager in 
Birmingham. 

New branch manager in Biloxi, 
Miss., is Arthur J, Marr, succeeding 
James W. Carter, who has been 
transferred to New Orleans. Marr 


had been sales manager in New? 


Orleans. 

Stuart E, Johnson takes over the 
Cleveland branch, and will be re- 
placed in Flint by Joseph K. Akers, 
who has been located in New York 
since 1959, 

Appointed manager in Seattle 
was Wallis M. Paul jr., who will be 
succeeded at Albuquerque by 
George M. Lewis. Lewis had been 
serving as a regional sales man- 
ager. 

Another regional sales manager 
named branch manager is Morris 
E. Worl jr., who goes to Tulsa. He 
succeeds Sonny L. Park, who was 
shifted to Omaha. 

Park replaced Daniel A. Charlton, 
who is retiring after more than 25 
years’ service with GMAC. 

Another retiree, George A, Gatch, 
was replaced in Long Beach, Calif, 
by Raymond B. Webb, formerly 
branch manager in Seattle. 

Also retiring is Neil B. Acers, 
after 30 years. His successor at 
Santa Ana, Calif., is Charles H. 
Fries, formerly regional sales man- 
ager in Los Angeles. 

Harold Jones was shifted from 
El Centro, Calif., to Santa Barbara, 


succeeding Frank A. Nelson, who | 


was transferred to Pasadena. 


Henry G. Betts jr., formerly a re- | 
gional claims manager was named © 
manager in Van Nuys, Calif., re- 7 


placing the late Charles J. Mor- 
rison. 


Simca and Fiat 
To Halt Assembly 
In Dutch Cities 


ROTTERDAM, Netherlands.—The 
assembly of Simca cars in Rotter- 
dam is to cease at the end of this 
year and a decision to stop assem- 
bling the Fiat 1100 in Amsterdam 
has also been taken. The reason 
is obvious: As tariffs disappear 
within the Common Market, there 
is no longer much advantage in as- 
sembling in other Common Market 
countries, 

For different reasons, the con- 
tinuation of the present assembly 
of certain British models in the 
Netherlands is also in doubt. The 
difference between the Common 
Market outer tariffs on imported 
parts and on complete vehicles may 
prove too small to make it worth- 
while to continue present opera- 
tions at Amersfoort. 

It should not be concluded that 
the assembly of foreign models in 
countries like the Netherlands is 
entirely doomed. Chrysler Interna- 
tional in Rotterdam, in whose plant 
the Simcas are put together, has 
announced that the assembly of the 
Chrysler group models is to con- 
tinue. 

In this case, transport costs and 
comparative wage levels obviously 
make a big difference. Nor is there 
any reason to assume that the 
Swedish Volvo assembly, started in 
the Netherlands on a modest scale 
last year, will end soon. 

The Dutch Fiat assemblers, who 
are also the importers for all Fiat 
models, have announced that they 
will switch to assembling commer- 
cial vehicles, a branch in which the 


tariff conditions are slightly differ-§ 


-ent. 
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AUTOMOTIVE NEWS, JULY 31, 1961 


Sales Conditions in Various Areas... 





Auto Market Reports 


Nashville 


There were 1,002 new cars regis- 
tered in Nashville in June, just one 


numbered 13,779 this year and 
15,933 last year. 

New-truck registrations totalled 
230 in June, compared with 288 in 


more than in the same month last} May and 168 in June a year ago. 


ar. 
Volkswagen, the only foreign car 
showing consistently increasing 


The six-month total was 1,417 for 
1961 and 1,229 for 1960. 
June totals by makes were: Ford, 


ins, accounted for 47 units last| 91; Chevrolet, 79; International, 40; 


month, exactly half of all foreign 
cars, and was the seventh largest 
selling car here. 

A year ago, Volkswagen account- 
ed for 17 registrations and was 
j4th in sales. 

Top sellers last month were 
Chevrolet, 297; Ford, 112; Falcon, 
104; Pontiac, 61; Corvair, 53; Buick, 
49; Comet, 43; Oldsmobile, 42; 
Rambler, 35, and Cadillac, 23. 

—DeENNIE HALL 
* * * 


Akron 


New-car sales fell 27 percent in 
summit County (Akron) during the 
first half of this year as compared 
with record-breaking 1960. 

Deliveries for the period totalled 
11,470, a decrease of 4,198 from the 
alltime high of 15,668 established in 
the same months a year ago, 

Registrations of all foreign 
makes dropped sharply with one 
exception — Volkswagen. The 
small German car was the only 
import showing a gain, with sales 
rising to 200 as compared with 
182 in the first half of 1960. VW 
accounted for just about half of 
the 401 foreign cars sold during 
the period. 

The demand for imports amount- 
ed to 3.5 percent of all sales, as 
against 7 percent in 1959. 

There were no changes in stand- 
ings of the individual makes of 
United States cars at mid-year. 
Chevrolet continued well out in 
front with 3,385 registrations, fol- 
lowed by Ford, 2,567; Mercury, 882; 
Pontiac, 746; Plymouth, 696; Olds- 
mobile, 610; Buick, 604; Rambler, 
554; Dodge, 474, and Cadillac, 209. 

—Jor KUEBLER 
* * OK 


Washington, D. C. 


New-car registrations in the Na- 
tional Capital area in June totalled 
2,332, compared with 2,395 a month 
earlier and 2,463 a year earlier. 


The first-half total was 11,937 this 
year, compared with 12,649 last 
year. 

By makes, June registrations 
were: Chevrolet, 445; Ford, 302; 
Falcon, 178; Corvair, 139; Rambler, 
130; Pontiac, 103; Plymouth, 90; 
Oldsmobile, 87; Comet, 79; Volks- 
wagen, 70; Dodge, 68; Cadillac, 63; 
Mercury, 61; Valiant, 59; Buick, 58; 
Chrysler, 57; Tempest, 46; F-85, 44, 
and Buick Special, 35. 

Lancer, 29; Renault, 28; Lin- 
coln, 24; Studebaker, 22; Volvo, 
15; DKW, 9; Mercedes-Benz, 9; 
English Ford, 9; Fiat, 8; Tri- 
umph, 8; Simca, 7; Hillman, 6; 
MG, 6; Austin-Healey, 6; Sun- 
beam, 5; Peugeot, 4; Saab, 3; Im- 
perial, 2; Jaguar, 2; Morris, 2; 
Porsche, 2, and miscellaneous, 13. 

New-truck registrations totalled 
197 in June, compared with 204 in 
May and 190 in June last year. 
There were 1,037 registered in the 
first half, compared with 1,153 in 
the corresponding 1960 period. 

The June breakdown: Ford, 69; 
Chevrolet, 62; GMC, 29; Interna- 
tional, 18; Willys, 5; Mack, 4; 

White, 2; Dodge, 1, and miscellane- 


ous, 7. 
* * K 


Columbus, O. 


New-car sales in Columbus and 
Franklin County totalled 2,549 in 
June, compared with 2,677 in May 
and 2,749 in June a year ago. 

By makes, they were: Chevrolet, 
549; Ford, 384; Falcon, 292; Cor- 
vair, 215; Pontiac, 164; Plymouth, 
142; Oldsmobile, 121; Rambler, 117; 
Comet, 107; Dodge, 96; Buick, 88; 
Volkswagen, 65; Chrysler, 49; Mer- 
cury, 42; Cadillac, 31; Simca, 16; 
Studebaker, 13; Renault, 10; Sun- 
beam, 8; Lincoln, 6; Mercedes- 
Benz, 5; Austin, 4; Volvo, 4; Fiat, 
8; Triumph, 3; English Ford, 2; 
Hillman, 2; Imperial, 2; MG, 2; 
Metropolitan, 2; Opel, 2, and mis- 
cellaneous, 3. 

For the first half, registrations 


GMC, 6; Dodge, 4; Mack, 3; Volks- 
wagen, 2; White, 2; Willys, 2, and 
Divco, 1. 
—JoHN TOoBIN 
* * OK 


Omaha 


New-car registrations during 
May in Omaha amounted to 1,421, 
compared with the Apri] total of 
1,217. 

Leading makes scored as follows: 
Chevrolet, 376; Ford, 308; Pontiac, 
94; Plymouth, 84, and Oldsmobile, 
78, 

Top three in the new-truck field 
were Ford, 61; Chevrolet, 46, and 
International, 37, 

—ARTHUR R. OLESON 
* ok * 


Toledo 


New-car sales in Toledo and 
Lucas County totalled 1,571 in 
June, compared with 1,468 a month 
earlier and 1,938 a year earlier. 

The first-half total was 8,250, 
compared with 11,075 in the cor- 
responding 1960 period. 

By makes, June registrations 
were: Chevrolet, 425; Ford, 378; 
Pontiac, 111; Plymouth, 101; 
Buick, 92; Rambler, 79; Oldsmo- 
‘bile, 75; Comet, 67; Mercury, 43; 
Dodge, 42; Cadillac, 39; Renault, 
39; Chrysler, 27; Volkswagen, 22; 
Metropolitan, 7; Studebaker, 7; 
Imperial, 2; Lincoln, 1, and mis- 
cellaneous, 14. 

New-truck sales amounted to 120 
in June, compared with 157 a year 
ago. The six-month count was 776 
this year and 868 last year. 

. = «4 


Rapid City, S. D. 

A total of 159 new cars and 59 
new trucks were registered during 
May in the Rapid City (S, D.) area. 

By makes, new-car registra- 
tions were: Chevrolet, 35; Ford, 

33; Plymouth, 25; Buick, 17; Pon- 

tiac, 8; Comet, 7; Oldsmobile, 7; 
Mercury, 6; Cadillac, 5; Volks- 
wagen, 4; Chrysler, 2; Dodge, 2; 
Rambler, 2; Imperial, 1; Stude- 
baker, 1, and miscellaneous, 4. 

New-truck registrations by makes 
were: Chevrolet, 22; Ford, 15; In- 
ternational, 10; GMC, 6; Dodge, 2; 


Studebaker, 2, and miscellaneous, 2. 
* * * 


Detroit 

New-car registrations in Detroit 
and Wayne County totalled 10,135 
in June, compared with 11,373 a 
month earlier and 13,272 a year 
earlier. 

By makes, they were: Ford, 2,397; 
Chevrolet, 1,866; Falcon, 704; Cor- 
vair, 522; Comet, 512; Pontiac, 480; 
Mercury, 465; Rambler, 377; Olds- 
mobile, 343; Cadillac, 333; Buick, 
317; Plymouth, 243; Dodge, 189; 
Volkswagen, 169; Valiant, 161; 
Tempest, 157; Renault, 132; Chrys- 
ler, 131, and Buick Special, 121. 

Lancer, 106; F-85, 83; Lincoln, 
74; English Ford, 71; Studebaker, 
39; Simca, 25; Metropolitan, 18; 
Imperial, 16; Triumph, 16; Fiat, 
12; Mercedes-Benz, 11; MG, 8; 





Boys from Six Lands 


To Vie in Soap-Box Race 


DETROIT.—Six countries will 
be represented by entrants in the 
24th running of the All-American 
Soap Box Derby at Akron, Aug. 
20. The field of 153 boy contest- 
ants will include winners of local 
eliminations in 39 states, Canada, 
the Phillippines, Venezuela, Ger- 
many and Puerto Rico. 

Jack Izard, executive director 
of the All-American and adver- 
tising manager for Chevrolet, na- 
tional sponsor, said the boys, 11 
through 15 years in age, will race 
their self-built coasting cars for 
prizes worth more than $15,000 in 
college scholarships and mer- 
chandise. The All-American win- 
ner receives a $5,000 college schol- 
arship. 





Sunbeam, 8; Austin-Healey, 6; 
Volvo, 4; Opel, 3; Peugeot, 3; 
DKW, 2; Hillman, 2; Jaguar, 2; 
Willys, 2, and miscellaneous, 5, 

New-truck registrations totalled 
578 in June, compared with 621 in 
May and 748 in June, 1960, The 
June breakdown showed: Ford, 294; 
Chevrolet, 115; Corvair, 46; Dodge, 
29; International, 23; GMC, 19; Fal- 
con, 13; White, 13; Willys, 5; Auto- 
car, 3; Diamond T, 2, and miscel- 
laneous, 16. 

First-half totals were 56,447 cars 
and 3,750 trucks this year, compar- 
ed with 85,951 cars and 4,824 trucks 


last year. 
* * * 


Cincinnati 

A total of 3,245 new cars were 
registered in Cincinnati and Ham- 
ilton County in June, compared 

with 3,117 in May. 

The six-month total was 17,159 
this year, compared with 20,322 a 
year ago. 

By makes, June registrations 
were: Chevrolet, 967; Ford, 638; 
Buick, 275; Oldsmobile, 264; Ram- 
bler, 254; Pontiac, 191; Plymouth, 
128; Comet, 125; Volkswagen, 72; 
Mercury, 67; Dodge, 62; Cadillac, 
56; Studebaker, 42; Chrysler, 19; 
Renault, 15; Metropolitan, 13; 
English Ford, 10; Lincoln, 7; Tri- 
umph, 7; Austin, 4; DKW, 4; 
Mercedes-Benz, 4; Checker, 8; 
Imperial, 3; Fiat, 2; Jaguar, 2; 
MG, 2; Willys, 1, and miscellane- 
ous, 8, 

Used-car sales totalled 4,098 in 
June, compared with 3,868 the pre- 
vious month. 

New-truck registrations totalled 
221 in June compared with 324 a 
month earlier. The first-half total 
was 1,536 this year and 1,944 last 
year. Used-truck sales numbered 
146 in June, compared with 182 in 
May. 

June new-truck registrations 
were: Chevrolet, 77; Ford, 74; Inter- 
national, 32; GMC, 12; Mack, 4; 
Willys, 4; Dodge, 3; FWD, 3; White, 
3; Diamond T, 2; Volkswagen, 2; 
Divco, 1; Studebaker, 1, and mis- 


cellaneous, 3. 
* * * 


Louisville 

New-car sales in June totalled 
1,479, compared with 1,384 in May. 
The six-month total of 7,540 was 
the lowest since 1958 and compared 
with 11,248 in the year-ago period. 

By makes, June registrations 
were: Ford, 495; Chevrolet, 426; 
Rambler, 89; Oldsmobile, 65; 
Plymouth, 60; Comet, 58; Pontiac, 
55; Buick, 45; Dodge, 40; Volks- 
wagen, 34; Mercury, 28; Cadillac, 
23; Chrysler, 10; Austin-Healey, 
8; Studebaker, 8; Renault, 7; Lin- 
coln, 5; Saab, 4; Triumph, 3; 
Mercedes-Benz, 2; Metropolitan, 
2; MG, 2; Sunbeam, 2; Willys, 2, 
and miscellaneous, 7. 

New-truck sales amounted to 138, 
compared with 140 a month earlier. 
The six-month total was 891, com- 
pared with 1,343 in 1960. 

June new-truck registrations by 
makes: Ford, 68; Chevrolet, 42; In- 
ternational, 13; GMC, 8; Dodge, 2, 
and miscellaneous, 5. 

—A. W. WILLIAMS 


* * * 


Dayton, O. 

June new-car registrations in 
Montgomery County (Dayton), O., 
totalled 2,069, compared with 2,116 
in May. 

By makes, registrations were: 
Chevrolet, 512; Corvair, 266; Ford, 
222; Falcon, 137; Buick, 134; Ram- 
bler, 123; Pontiac, 110; Oldsmobile, 
90; Tempest, 58; Comet, 49; Dodge, 
49; F'-85, 42; Mercury, 36; Renault, 
31; Volkswagen, 29, and Chrys- 
ler, 27. 

Plymouth, 25; Fiat, 19; Valiant, 
18; Cadillac, 1%; Lancer, 17; 
Studebaker, 8; Mercedes-Benz, 5; 
Lincoln, 4; English Ford, 4; Sun- 
beam, 4; Triumph, 4; Austin- 
Healey, 3; Metropolitan, 3; MG, 
3; Simca, 3; Borgward, 2; Opel, 
2; Porsche, 2; Vauxhall, 2, and 
miscellaneous, 9. 

New-truck registrations number- 
ed 125, compared with 172 a month 
earlier. By makes: Chevrolet, 55; 
Ford, 39; GMC, 10; International, 
10; Dodge, 5; Divco, 1; FWD, 1; 
Mack, 1; Studebaker, 1; White, 1, 
and Willys, 1. 
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A Dealer Promotion in Boston— 


The Boston Dodge Retail Selling Assn. and the Advertising Federation of America 
joined forces recently for an unusual billboard campaign. The federation offered 
free 24-sheet paper to all posting companies who would supply space. This was 
designed to promote advertising, mass demand and mass production with a headline 
that read, “Let's keep them rolling ahead.” The Dodge association added a com- 
panion board using the headline, ‘See your Dodge dealer.” The Dodge promotion 
appeared in 60 locations in and around Boston. On hand to inspect the latest board 
are members of the association's advertising committee. Dealers, from left, are Charles 
Cargill, Lynn; Albert Moll, Cambridge, and James Bothe, Waltham, association chairman. 


How They're Pushing Sales... 


Dealer Ad Ideas 


‘How to Be Happy’ 


— to Be a Happy Car Buyer” 
was discussed in a newspaper 
ad by A. B. Smith Chevrolet Co., 
Portland, Ore. 

Said the ad: “Figures recently re- 
leased by the Better Business Bu- 
reau show that buyers of new and 
used cars made the heaviest num- 
ber of consumer complaints, 

“People who suffered through 
system selling, mouse-trap gim- 
micks and other ‘come-on’ de- 
vices have plenty of reason to 
complain. 

“Prices and fair practice are 
thrown around in advertising like 
a football at spring practice. If you 
do bite at the bait, chances are you 
get bitten back. 

“You can be sure of fair, digni- 
fied attention at A, B. Smith Chev- 
rolet Co. No Mickey Mouse at 
A. B. Smith. No system selling. Just 
a forthright selling policy that 
honesty is our customers’ best bar- 
saan * * & 


Rambler Dealers ‘Gang Up’ 


AMBLER dealers in the Buffalo 

area joined in a promotion de- 
signed to encourage ‘shoppers to 
compare Rambler with other lower- 
priced cars. 

Participating dealers invited 
prospects to come in for a demon- 
stration drive and receive a free 
X-Ray comparison book. Terms as 
low as $9.31 a week were featured. 


The dealers used large newspa- 
per ads, radio spots and point-of- 
sale display material. Participating 
were these Rambler dealers: 

August Ebke, Inc.; C. Hettinger 
for Rambler, Inc.; A. I. Hubbard 
Motor Sales, Inc.; Jerge Sales Co.; 
Main Transit Motors Co.; Root for 
Rambler, Inc.; Franklin Motor 
Sales, Inc.; Hill Garage, Inc.; Nel- 
son Holmes & Sons, Inc.; Geo. 
Johnston Rambler, Inc.; H. J. Kane 
Motors, Inc.; Lockport Rambler, 
Inc.; Newfane Garage Sales & 
Service; Seivert Motor Sales, Inc., 
and Stan’s Motor Sales, Inc. 


Ad Blasts ‘System’ Seller 


“ow System Seliers Bait Auto 
Mousetrap with ‘Credit’ 
Cheese” was the caption over 4 
three-column ad in which Doug 
Moore, general manager, A. B. 
Smith Chevrolet Co., Portland, Ore., 
reported on “deceptive devices used 
by some car dealers.” 

Moore said “a good way to spot 
a crafty car dealer is to see how 
much ‘to-do’ he makes about your 
credit.” 

Under the system, he continu- 
ed, the prospect is made to feel 
that regardless of his financial 
condition he will be able to buy 
the kind of car he wants. 

After the car has been picked out 
and the credit application filled 
out, the long wait by the prospect 
begins while his credit is checked, 
said Moore. 

“The purpose of this treatment is 





to challenge your pride of purchas- 
ing power,” he added, and in a 
move to defend what the prospect 
may feel is a questioning of his 
credit, “a man often will make 
foolish concessions.” 

“This is what the system operator 
wants,” Moore continued. “He 
wants you to become so anxious 
about your deal you will be willing 
to accept such gimmicks as debt 
consolidation, a side loan or a high- 
er interest rate.” 

* * * 


Dealer ‘Plays Ball’ 


UMAS Milner (Chevrolet), Fort 

Worth, is giving a New York 
Yankee autographed baseball with 
each car appraisal. There is a limit 
of one to a customer. 

The offer was announced in a 
five-column, seven-inch display ad 
in the Fort Worth Star-Telegram 
with a “Let’s Play Ball, Here’s The 
Pitch” theme. 

a * aa 


‘The Good OV Days 


“BETURN to the Good Ol’ Days” 
was the theme of a recent 
promotion by Winer Motors, Inc. 
(Plymouth), Stratford, Conn. 
During the two-day sale, Winer 
salesmen wore straw hats, striped 
jackets and bow ties to help play 
up the promotion. New and used 
cars were advertised “at Ol’ Time 
prices.” a 


Sale-a-Thon in Mishawaka 


JUNE Sale-a-Thon was consid- 

ered a success by Mishawaka 
(Ind.) auto dealers. Gates Chevro- 
let set the pace for the home stretch 
with the third annua] Field Days. 
Terms of $99 down with first pay- 
ment coming due in August were 
offered for a new Chevy. 

O’Neil Ford Super Auto Mart 
staged a 52-hour promotional 
event with 100 new Fords to be 
sold in the three-day event. Bar- 
becued chicken, hot off the big 
outdoor pit, and cold soft drinks 
were presented free and toys 
were given to all the children. 
Jordan Motors (Rambler-Dodge- 

Triumph), repeated its “Lucky, 7” 
offer, which was the installation of 
radio, antenna, outside mirror and 
windshield washers on any new 
car purchased during the three 
days for only 7 cents added to the 
purchase price. 
* * of 


Accessories for One Cent 


URING Bill McDavid’s annual 

Pontiac sale in Fort Worth, 
customers were offered a choice of 
five factory-installed accessories for 
one cent each with the purchase of 
a 1961 Pontiac. 

Accessories available for one 
penny were air conditioner, tinted 
glass, power steering, radio and de- 
froster. The announcement was 
made in a long, lean one-column 
display ad. The event was broken 
on Friday to catch the week-end 
traffic. 











Nylon thump is annoying to a driver. But it can be a 
real headache to the service man who has to track it 
down (and to the dealer who sold the car). Nylon thump 
takes time to check out . . . could be wheel balance, 
shock absorbers, steering, rear end trouble. Thank 
goodness this isn’t a problem with today’s new cars. 





Ps your tires:::i's "NYEBN 


For three straight years now, all 5 of America’s car 
makers have chosen TYREX rayon cord as standard 
equipment for their new cars. They know the problems 
it prevents... and the selling pluses it gives. Tell your 
customers about the advantages of the TYREX rayon 
tires that come on your cars. For details, glance right. 


TYREX INC., Empire State Bldg., New York 1, N.Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of TYREX Inc. for rayon tire yarn and cord. 

















| THUMB!” 


: GRADE FOR GRADE TYREX RAYON TIRES GIVE YOU THESE SALES-PLUSES: 


: 
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TIRE CORD 


Give longer tread mileage. FACTS!—not CLAIMS 

Run cool for safety at highway speeds. 

FACTS!—not CLAIMS 

Stronger in resistance to impact. FACTS!—not CLAIMS 





et ee weno oor” ee ee 


TYREX rayon tire yarn and cord is also produced and available in Canada. 
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AUTOMOTIVE NEWS PLATFORM 

|. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
f 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Dealers Should Push Efforts 
For Better Image 


see dealers are finding the going tough this year in the 
legislative halls, and in the public press as well as in 
the market place. 

Last week the governor of California signed the Rees- 
Levering act which imposes tighter regulation on auto deal- 
ers. The bill was inspired by dishonest dealers who, as an 
association executive pointed out, have brought down the 
wrath of the public on all dealers. 

Also in Los Angeles, a Federal grand jury had just con- 
cluded an investigation into reports of industry efforts to 
eliminate discount-store selling of new cars. 

In Washington, the auto dealers were under fire at a hear- 
ing on the Douglas bill for disclosure of finance charges. 

Here again the retail auto industry is on the defensive be- 
cause unscrupulous dealers take advantage of the public. 

There is a good deal of confused thinking on auto finance 
practices. Dealers perform a service in selling the finance 
package and handling the transaction. As in any sale, they 
are entitled to a commission. This comes in the form of fi- 
nance reserve. In dealer bookkeeping, it is customary to list 
finance reserves as a separate item, not charged with over- 
head and selling expenses. 

As a result, the finance reserve in dealer bookkeeping 
seems to make the difference between profit and loss and 
thus is not seen in proper perspective by the public or even 
by many dealers. 

Dealer efforts to build a better public image have died 
aborning in the past. The objectors say it is a waste of 
money for dealers to spend money to improve dealer public 
relations while other dealers spend money to tear it down. 

The fallacy of this is that a do-nothing policy gives a clear 
field to those who are tearing down dealer relations. 
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Coming 
Events 


% Envrror’s Norsz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Aug. 20-21 — Wyoming Automobile Deal- 
ers Assn., Jackson, Wyo. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder, : 

Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 

Sept. 1I6— Maine Automobile 
Assn., Poland Springs Hotel, 
Springs, Me. 


Dealers 
Poland 


Sep?. 18-19—Wisconsin Automotive Trades 


Assn., Schroeder Hotel, Milwaukee. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago, 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte addon-Hal| Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


N. Y. 

Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


1962 
Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 


egas. 
Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 
March 18-19—Louisiana Automobile Deal- 
ers Assn.. Roosevelt Hotel, New Orleans. 
May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 
May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 
May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Cadillac Hotel, Portland. 
oe * 


Auto Shows 


%& Sept. 21-Oct. |—Frankfurt International 
Auto Show, Frankfurt, West Germany. 
Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 

Halls, Milwaukee. 

Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Oct. 26-Nov. 5—Los Angeles Automobile 
Show, Pan Pacific Auditorium, Los An- 

geles. 

Oct. 28-Nov. 5—Southern Automobile Ex- 
position, Merchandise Mart, Charlotte, 


N, C. 
Oct, 28-Nov.8—Turin Auto Show, Turin, 


Italy. 

Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 

Nov. 13-18—Denver 
Coliseum, Denver. 

Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 


1962 
Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 
Oct. 19-28 — i962 National Auto Show, 
Cobo Hall, Detroit. 
oe -« * 


Auto Show, Denver 


General 
Aug. I1-12—National Auto Auction Assn. 
Convention, Bismarck Hotel, Chicago. 
Oct. 1-5—I4th annual convention and ex- 


hibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago. 

Oct. 8-13—American Trucking Assn, An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C, 

Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 

Dec. 9-l1—8th Annual Auto Trim Show- 
Convention, Hotel Ambassador, Los An- 
geles. 

962 


I 

Jan. 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 
Chicago. 

%& March 22-25—Pacific Automotive Show, 
Memorial Coliseum, Portland. 

%& April |1-13—Canadian Automotive Serv- 
ice Show, Caiadian National Exhibition 
Grounds, Toronto. 
















The Big Stories 


35 Years Ago—1926 

Theft of 250,000 automobiles, valued at $218 million, was reported 
in 1925. It was estimated that four out of five stolen cars were recov- 
ered, reducing owners’ loss to $35 million . . 
in Great Britain totalled 2% times as high in 1926 as in 1921 and 
nearly six times as high in 1913. 


20 Years Ago—1941 
The government permitted auto makers to schedule production 
for the first three months of the 1942 model year at 80 percent of 
the 1940 rate. The three-month “cushion” was designed to prepare 
plants for a large-scale switchover to defense work. 


10 Years Ago—1951 
The 1948 Census of Business prepared by the Department of Com- 
merce showed that 2,968 new and used-car dealers operated with a 
total sales of over $1,000,000 each for the year. The largest group of 
dealers finished with total sales of ranging from $100,000 to $299,999. 
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Charges Pressure 

... I was quite pleased with the 
overall operation of my Pontiac 
business in... for the first 13 years, 
but as the present regime decided 
to put Pontiac in third position 
(Chevrolet, Ford, Pontiac) in spite 
of hell and high water and regard- 
less of dealer profits, they thor- 
oughly brainwashed their buck 
sergeants and shavetails (zone and 
regional managers) to accomplish 
this objective. 

During the last three years and 
especially the last year, I do not 
believe there is any one in business 
who has been more high-pressured, 
criticized, insulted and threatened 
with cancellation, etc. (behind the 
closed doors of my office), than I 
have been by the above mentioned, 
on every contact, except maybe the 
persuasion boys of the old Capone 
gang. 

I realized they meant business so 
I sold out in March before losing 
everything. I never intend to be 
associated with the automobile 
business again . . —(NAME WITH- 
HELD). 

* * * 


Clarifies Renault Story 


There are two points of clarifica- 
tion in the July 10 article on Re- 
nault that I would like to bring out: 


1. Renault, Inc., will not intro- 


. Private cars registered 








‘Hell and High Water . . .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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“Stop looking so confident and sell something." 

















duce “two new models in the lower 
price field later this year.” There 
are two, or more accurately three, 
basic models of the type pictured, 
The first one is a three-horsepower 
(French rating) version, and a 
four-horsepower which comes in a 
standard and deluxe. 

2. The statement “total sales in 
the United States accounted only 
for about one percent of the Re- 
nault world market” is incorrect, 
The actual figures are 11.2 percent 
of the total Renault production and 
21.1 percent of the total Renault ex- 


port. 

The reference to one percent 
came about in a discussion of Re- 
nault, Inc.’s, potential in the U. &. 
which has been stated as being one 
percent of total car sales in this 
country, both domestic and imports. 
—WattTer A. Woron, director, pub- 
lic relations, Renault, Inc., New 
York. 


* 


What the Judge Said 


I should like to correct a state- 
ment made in reference to Judge 
Loevinger’s testimony in your issue 
of July 10, Page 42, which reports 
on the House Antitrust Subcommit- 
tee hearings on H.R. 71, a bill to 
divorce automobile manufacturers 
from sales financing and insuring. 

I cannot understand how his tes- 
timony could be interpreted to war- 
rant the statements in your article 
that he “sidestepped the question of 
prices to consumers” and that he 
“felt that price questions were not 
germane.” 

Actually, Judge Loevinger stated 
that he thought H.R, 71 would re 
sult in reduced auto prices for the) 
consumer, At another point, he re- 
plied “unequivocally no’ when 
asked whether economies of size 
and mass production would be lost} 
if H.R. 71 passed. Then the judge} 
explained why in considerable de-] 
tail. 

I am attaching Judge Loevinger’s’ 
statements from his testimony in 
the Official Verbatim Transcript.— 
MicHageL B, Deane, American Fi-) 
nance Conference, Inc., Washing- 
ton. 





RE ee eee | 
A 





a 


ed 
be 
h. 


lower 
There 
three, 
tured, 
power 
and a 
sina 


LLL LL Abb 


les in 
i only 
e Re- 
orrect, 
ercent 
yn and 
It ex- 


cent 
of Re- 
U. S. 
g one 


this Aluminum rim 


ports. 
, pub- 
New 


combines lasting, 
sales-appealing beauty 
with fabricating and 
finishing economy 





Exterior 
Trim | oe ant 


WINDOW AND PILLAR 
MOULDINGS 


SIDE MOULDINGS 


Interior 
Chanea! 


ASH TRAYS AND COVERS— 
GLOVE BOX DOORS 





REAR BUMPER OR DECK TRIM— 
QUARTER PANEL APPLIQUES 


WINDSHIELD AND 
ROOF MOULDINGS 


TAIL LAMP 


HUB CAPS—WHEEL HEADLAMP BEZELS HOUSINGS 
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INSTRUMENT PANELS AND TRIM 


RADIO SPEAKER DOOR KICK PANELS AND 
GRILLE SCUFF PLATES 


(expanded or perforated metal) 


WINDOW MOULDINGS— 
PILLAR COVER TRIM 


ALUMINUM YARN (REYMET) 


TRADE MARK 














Aluminum Trim: 
combines lasting, sales-appealing beauty 
with fabricating and finishing CCOThOMY 


Here are some of the reasons why you can get 


these important sales and manufacturing advantages with aluminum: 


Aluminum’s versatility in fabrica- 
tion contributes to production 
savings and better part quality 


There is one major reason why aluminum 
trim can save you money: aluminum is 
adaptable to a variety of manufacturing tech- 
niques. Because of this versatility, aluminum 
makes possible savings in tooling, fabricat- 
ing, finishing and assembly. costs—a com- 
bination of savings that cannot be obtained 
with other materials. 

A good example is a typical aluminum ex- 
terior trim package. A,,standard package 
based on body mouldings, window mouldings, 
grille, grille opening mouldings, and hub 
caps runs $8.00 to $14.00 less per car than 
the same package in other metals. Conserva- 
tively, the average aluminum package saves 
$10.00 per car. Here are ways aluminum’s 
versatility contributes to this saving. 


Aluminum trim parts can be stamped, roll 
formed or extruded. As an example of the 
former, consider a side trim overlay framed 
with mouldings of another metal. This part 
can be made as a single aluminum stamping 
with embossing in the overlay area with 
bright surrounding mouldings—all in a single 
die. Tooling costs can be reduced. Substan- 
tial savings in assembly costs can also be 
realized. Similar savings can result from the 
roll formed aluminum approach as effective- 
ly used in several 1961 models. Although 
more commonly used in areas other than 
side trim, aluminum extrusions are still an- 
other approach where unusual variations 
in styling and design can be obtained with 
extremely low tooling costs. 


Aluminum’s versatility 
in finishing is an important 
cost and quality advantage 


In finishing, aluminum’s versatility again 
pays dividends in reducing part costs and 
improving part quality. Aluminum can be 
clear or color anodized. Contrasting colors 
can be added through the use of organic 
finishes. And, paint films adhere to anodized 
aluminum better. than to other bright ma- 
terials: used for decorative applications. 
Warranty costs are reduced. A better ap- 


REYNOLDS 


the meta! for automation 


TRADE MARK 


ALUMINUM 


Watch Reynolds TV show ‘‘Harrigan & Son’’, Fridays—ABC-TV. 


pearance is assured over a longer service life. 


Parts made of other metals must be buffed 
for maximum corrosion resistance. Some 
moulding parts, if not buffed on the back 
and edges, will rust with subsequent bleed- 
ing over the painted surface of the car. 
Aluminum will not rust—ever. Anodizing 
aluminum parts is much less expensive than 
chrome plating other materials. The final 
piece price of anodized aluminum parts is 
even less expensive than chrome flashed 
parts. 


New aluminum textures and finishes’ 
contribute to design freedom and 
add sales-appealing beauty 


There are wide varieties of aluminum tex- 
tures, finishes and color combinations avail- 
able to complement modern automobile ex- 
teriors and interiors. This variety is of par- 
ticular interest in interior trim styling where 
aluminum trim parts lend themselves to a 
wide range of design ideas and also permit 
low cost styling changes. 


Why it helps to call on Reynolds 
for trim package planning 


The examples above are just a small part of 
the fabricating and finishing cost story made 
possible by strong, lightweight, rustfree 
aluminum—Reynolds Aluminum. For full 
details, talk to Reynolds Aluminum Special- 
ists. These men are experienced in working 
with automotive companies on aluminum 
requirements, and they can put Reynolds 
many services and facilities to work for you. 
They will help you plan an aluminum trim 
package that will save you money and also 
help improve your products. Write or phone 
Reynolds Metals Company, P.O. Box 5050, 
Detroit 35, KEnwood 7-5000. Or contact your 
nearest Reynolds office or write P.O. Box 2346- 
MZ, Richmond 18, Virginia. 


NOTE: Before you buy any part—have it designed 
and priced in aluminum. Basic material costs do 
not determine part costs. New techniques and 
processes—applicable only to aluminum—can 
give you a better product at a lower final cost. 
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Parts and Accessories News .. . 





Gulf & Western Unit 
Buys Hendrie-Bolthoff 


HOUSTON.—American Parts Co., 
a division of Gulf & Western Indus- 


tries, Inc., has accelerated its pro- 


am to establish a coast-to-coast 


Mautomotive parts distribution sys- 


tem with the acquisition of Hen- 
drie & Bolthoff Co., Denver, a 31- 
store chain of wholesale distribu- 
Hion outlets. 

“Acquisition of Hendrie & 
Bolthoff will extend our distribu- 
tion pattern into the Rocky 
Mountain states,” said Thomas F. 
Plant, American Parts president. 
.“The H & B companies have com- 
bined sales of about $16 million an- 


Mrnually and will be purchased in an 


all-cash transaction,” he added. 
“The terms of the acquisition have 
been agreed upon by the H & B 
directors, and confirmation is ex- 
pected by H & B’s stockholders 
at a special meeting Aug. 14.” 

H & B and its 10 subsidiaries in 


Import Notes 


Volkswagen 


ao C. JOHNSON CO., 
Volkswagen distributor cover- 
ing Northern California, Nevada 
and Utah, has started construction 
of a new $300,000 modern office 
building in Burlingame, Calif., de- 
signed to service the 44 VW dealers 
in the distributorship. 

A 10,000-square-foot modern blué 
mosaic structure, the new head- 
quarters will house the executive 
offices and service, warranty, ad- 
vertising and car distribution de- 
partments. 

Representatives of the exclusive 
United States importer, Volkswag- 
en of America, and Porsche of 
America also will have offices in 
the new building. 

A main feature will be a mod- 
ern and fully equipped service 
training center located on the 
main floor. A fully equipped 
luncheon and buffet room and a 
modern motion picture screening 
room are also included in the 
plans. The entire area will occupy 
over 23,000 square feet with 
ample space for parking. 

The new office building is the 
second major construction project 
undertaken by the company in the 
past few years. In 1958 a 61,000- 
square-foot parts depot was com- 
pleted and houses more than $1.5 
million in spare parts. 

The new headquarters will be 
located 15 minutes from downtown 
San Francisco and adjacent to the 
San Francisco International Air- 


port. 


Survey Sketches 
Average Owner 


Of Sports Car 


NEW YORK.—The average im- 
ported sports car owner is a man 
of 34, a college graduate, married 
and earning approximately $11,500 
a year, the British Automobile 
Manufacturers Assn. has found. 

A survey of import owners—con- 
ducted for a national magazine in 
conjunction with the British auto 
industry and tabulated by an in- 
dependent research organization — 
was undertaken during April and 
May of this year. 

Of those questioned, 82 percent 
Were men; 65.2 percent married; 
the median age was 34.3 years; 
5.8 percent had attended college, 
and the median income of the 
group was found to be $11,537. 

Among other interesting facts 
about the typical sports car owner 
were that 32.9 percent of the group 
had travelled to Europe in the last 
five years and 13 percent had 
bought a currently-owned car 
while visiting Europe. 

More than half the group stated 
that their sports car was the first 
they had ever owned, and 61 per- 
cent said they would again consider 
buying a sports car either as a re- 
Placement for their present one or 
_ additional car in the house- 
old. 








the Casper Supply Co. group have 
wholesale operations in the auto- 
motive, industrial, electrical and 
hardware fields in Colorado, Wy- 
oming, Montana, South Dakota, 
Nebraska and New Mexico. 


Hendrie & Bolthoff will con- 
tinue operations under its pres- 
ent management with no change 
in name. It will be operated as 
another unit of American Parts 
Co. H. G. Andrews will remain as 
president of H & B. 


During the last three years, Gulf 
& Western has expanded from a 
single product company with a net 
worth of $2 million to a diversified 
distributing and manufacturing or- 
ganization with a current net worth 
of $10 million. Plant estimated that 
sales in the next fiscal year will 
exceed $50 million. 

* * * 


ASIA Honors 173 Members 


With Service Award 


CHICAGO. — The Automotive 
Service Industry Assn. honored 173 
of its member-firms by presenting 
each of them with a Distinguished 
Service Award for “exemplary 
and enduring” service to their com- 
munities and to the industry. 

The award is in the form of a 
personalized certificate, printed on 
imported parchment in blue ink 
and gold stamping. The name of 
the company and the year it began 
business are shown, 

Only member-firms of ASIA who 
have been in business continuously 
at least a quarter century are 
eligible to receive the award. 

* oe ok 













































Holley Plastic Container 


For Valves Wins Prize 


DETROIT.—A plastic solution to 
an automotive packaging problem 
won a blue ribbon for Holley Plas- 
tics Co. in a show sponsored by 
the Michigan Chapter of the So- 
ciety of Packaging and Handling 
Engineers. 

First prize in the general class 
was awarded to Holley Plastics for 
its design that encases six automo- 
tive exhaust valves in two nested 
plastic capsules sealed to a die-cut, 
coated paperboard, which folds to 
become the ultimate package. The 
new box is sealed plastic-to-plastic 
to provide a moisture and dust- 
proof container that retards cor- 
rosion. 

ok + * 


2 Former IATA Presidents 


Head Auto Parts Firms 


SPRINGFIELD, Ill. — Two past 
presidents of the Illinois Automo- 
tive Trade Assn. now head automo- 
tive parts businesses. 

Art Miller has been active for 


Automotive Advertisers’ Council Meets— 


Albert Joseph, AP Parts Corp., was elected president of the Automotive Advertisers’ Council at its spring meeting. Other officers 
include Al Ballantyne, Monroe Auto Equipment Co., vice-president; George Thoma, Thor Power Tool Co., treasurer; Alfred Roffman, 
Standard Motor Products, Inc., corresponding secretary, and Norman Hull-Ryde, Wix Corp., recording secretary. Members and 
guests who attended the meeting are, front row, from left, Noble Hale, McQuay-Norris Mfg. Co.; J. Paul Carroll, American Brake- 
blok Division; Gerald Vieno, Dole Valve Co.; Ballantyne; W. L. Crawford, Federal-Mogul; John T. Davis, McCord Corp.; John Nor- 
wood, Sealed Power; Joseph; Robert Wolfson, Marpro, Inc.; Robert Caldrone, Raybestos Division; Thoma; Homer Lange, DeVilbiss 
Co.; Carl Dietrich, executive secretary, AAC; William Banta, American Hammered; Jack Wiggins, honorary member (ASIA); Sam 
G. Pike, Ramsey Corp. Second row: John Puth, Purolator Products Co.; C. C. Tapscott, honorary member; Jehn Ottman, Skil Corp.; 
James Keefe, Dayton Rubber; Rod Covey, Timken Roller Bearing; Neil Vogt, Ditzler Color Division; Sam Robinson, Grey-Rock Divi- 
sion; J. Otradovec, Black & Decker Mfg. Co.; Richard Carr, Olin Industries, Inc.; Garland Fritts, Dow Chemical Co.; Yale Shep- 
ard, Holley Carburetor Co.; Harry Burker, Clevite Corp.; Russell Case, honorary member; Lyle Martin, Thermoid Division, H. J. 
Porter Co., Inc. Third row: Paul Clark, guest speaker; Henry Ostberg, guest speaker; Lester Dobrunz, Wagner Electric Corp.; 
Joseph Devers, United Motors Service; Herman Teetor, Perfect Circle Corp.; Joseph Greenan, World Bestos Corp.; Frank Schuhle, 
General Electric Co.; R. K. McConnell, honorary member; Roffman; Joseph Corsillo, Thompson Products; David Friedman, Home- 
stead Valve Mfg. Co.; Ray Burke, Stewart-Warner Corp.; Byron Ellis, Dow Chemical Co.; Hull-Ryde; Stanley Jehnson, Gates Rub- 
ber Co., and George Krauss, Electric Storage Battery Co. - 


many years in P & M Accessory 
Co., Galesburg, and Harry Mitchell 
has the Dependable Auto Parts, 
Peoria. 

a * * 


Dayco Southern to Expand 
North Carolina Facilities 


WAYNESVILLE, N. C.—Dayco|lll 


Southern Division has announced 
the expansion of its physica] facili- 
ties at the Dayco plant at Hazel- 
wood, N. C. 

The new structure will be used 
immediately for the warehousing 
of foam latex, urethanes, V-belts 
and automotive hose. It will be 2,400 
square feet addition to truck dock 
space and the entire building will be 
60,000 square feet. 

* * * 


New Home for Lee-Tex 


ST, LOUIS.—Jobbers Mfg. & Dis- 
tributing Co., which handles the 
Lee-Tex top and seatcover line, has 
moved into a new home at 10855 
Manchester in suburban Kirkwood. 

oe * * 


Oil Company Liaison Group 


Is Praised by ASIA 


CHICAGO. — Automotive Service 
Industry Assn. directors, have re- 
ceived full reports of the work done 
thus far by the association’s Oil 
Company Liaison Committee, and 
has approved its work, instructing 
it to continue until the work was 
completed. 

The committee has been cooper- 
ating with the National Congress 
of Petroleum Retailers in the Free- 
dom Council in attempting to elimi- 
nate coercive selling practices on 
TBA merchandise sales to the serv- 
ice stations. 

* * * 


Moog Holds Training Clinic 


For Field Representatives 


ST. LOUIS. — A three-day train- 
ing clinic was held at the home 
office of Moog Industries, Inc., for 
10 new Moog field representatives. 


These field representatives have 
been assigned to various parts of 
the country where they will be per- 
forming merchandising and sales 
promotional assignments under the 
direction of Moog district man- 

* * 


West Coast Gow 
Opens March 22 


LOS ANGELES.—The 14th an- 
nual Pacific Automotive Show will 
be held March 22-25 at Memorial 
Coliseum in Portland, Ore., accord- 
ing to Harold Littrell, show presi- 
dent. 

Littrell, president of Littrell 
Parts, Inc., Medford, Ore., said the 
show motto will be, “A Harvest for 
You in ’62.” 


The show will be sponsored by 
wholesalers in the 13 Western 
states, Western Canada and Mex- 
ico, Leading manufacturers will be 
invited to exhibit. 










— 





"It’s a Deal'— 


H. G. Andrews, left, president of Hen- 
drie & Bolthoff, and Thomas F. Plant, 
president of American Parts Co., shake 
hands after completing negotiations for 
the sale of H & B to Gulf & Western In- 
dustries, Inc., parent company of American 
Parts. H & B, based in Denver, is a 31- 
store chain of wholesale distribution out- 
lets. 
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Motor Wheel Adds 
Distributors for 


Centrifuse Drums 


LANSING.—Automotive distribu- 
tors will be added to Motor Wheel 
Corp.’s heavy-duty truck and truck- 
trailer Centrifuse brake drum dis- 
tribution organization for the first 
time since the drum’s introduction 
in 1957, 

Carl F. Schultz, Motor Wheel 
sales director, said the firm has 
started reorganizing its distribution 
to include franchised subdistribu- 
tors. Heretofore, Centrifuse drums 
were handled by specialized wheel 
and rim distributors. 

“Our former organization will re- 
main intact and become the nucleus 
of our new distribution organiza- 
tion,” Schultz said, 

Motor Wheel’s former distributors 
will continue to perform the same 
functions as in the past. But in ad- 
dition, they will become strategical- 
ly located warehouses, and handle 
the sales and service contact with 
new and prospective subdistribu- 
tors. 

The new distributors will be var- 
ious types of companies including 
automotive jobbers, brake stations, 
and others specializing in servicing 
and selling brake equipment for 
heavy-duty vehicles, Schultz ex- 
plained. 





Canadian Utility to Switch 
To Fleet of Compacts 


TORONTO.—Bell Telephone Co. 
of Canada is moving into economy 
cars and trucks for its fleet opera- 
tion. 

The company says it will re- 
Place its half-ton installation 
trucks and service passenger cars 
with small economy vans and 
small or compact automobiles, 

The move will be completed in 
five years. The company, operating 
more than 5,700 vehicles, is the 
largest private fleet owner in Can- 
ada. Bell said it anticipates savings 
of 25 to 30 percent on capital out- 
lay and operating costs. 

The company described economy 
vans as vehicles with four-cylinder 
engines. Small car means a vehicle 
powered by a four-cylinder engine, 
while compacts are the six-cylinder 
type in the Bell lexicon. 

W. Gordon Dewar, general super- 
visor of buildings and vehicles in 
Montreal, said: “We only buy im- 
ported vehicles when there is no 
suitable Canadian equivalent.” 

No Canadian auto-maker now 
produces four-cylinder economy 
vans or small cars. Compacts are 
made in Canada by General Motors, 
Ford, Chrysler, American Motors 
and Studebaker-Packard. 

Bell Telephone has been run- 
ning tests on small economy vans 
for some time. Vehicles tested 
and currently in use include Bed- 











ford, Thames and Volkswagen 
vans, and Volkswagen and Vaux- 
hall autos. 


The company uses some compact 
cars produced by domestic manu- 
facturers. 

The economy van is being used 
by the cable repair and splicing 
crews, the company said, Installa- 
tion vehicles make up two-thirds 
of the Bell fleet. 

Bell’s annual purchases of motor 
vehicles total about $4 million. Pas- 
senger vehicles and small trucks 
are replaced every three or four 


years; medium-sized trucks every . 


six to eight years and large trucks 
about every 10 years. 

Bell said that in 1961 it will pur- 
chase no large passenger cars, It 
does expect the heavier vehicles it 
uses to become more massive. 

“More and more equipment is 
being added to these trucks,” the 
company said, “while crews to man 
them are becoming smaller.” 

Five years ago, a winch truck 
had a line crew of five, the com- 
pany said. Today, two men using 
power equipment can do the same 
job, and faster. 

Canadian automakers were 
noncommital on hearing that Bell 
is moving to the use of four- 
cylinder economy vans and small 
and compact cars as a major 
part of its fleet. 

The Bell fleet, except for test ma- 
chines, has been made up of North- 
American vehicles since its incep- 
tion. 

E. H. Walker, president of Gen- 
eral Motors of Canada, Ltd., said: 
“We make small economy cars that 
are cheaper to run—we’re already 
in the market and Bell is a good 
customer of ours. 

“If they’re announcing a plan of 
buying, we’d be very happy to be 
one of their bidders,’ Walker said. 

Karl E. Scott, president of Ford 
Motor Co. of Canada, Ltd., said he 
did not know if the Bell move 
would mean less business for the 
company. Scott said that at present 
Ford of Canada is not making 
economy vehicles, 

“As the demand is generated for 
a particular type of vehicle,” he 
said, “we will build it in Canada.” 
“However,” he added, “no company 
in Canada is going to start out 
designing a new type of vehicle.” 

The termination of big-car 
sales to the Beli Telephone fleet 

isn’t a smashing blow in itself, 
But it could be a signal for own 
ers of other large fleets of cars 
and light trucks to switch from 
the full-sized North-American 
car. 

Their employes generally prefer 
the larger cars. There has also been 
a feeling that such large firms owe 
it to the nation in which they 
operate to buy Canadian-produced 
cars if possible. 
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Chevy's New Spring Machine— 

The main unit of a 100,000-pound Wheelabrator stress peening machine arrives | Current plight of the undercoating 
at the Chevrolet spring plant in Livonia, Mich., where it will soon begin shot-peening | business include the usual ones — 
single-leaf springs for the new senior compact in the ‘62 Chevrolet line. See story below. | the 1961 decline in auto sales and 


e |\Comeback Sought in War on Rust... 





Whither Undercoating? 


By Joseph M. Callahan 
Engineering Editor 


5 geen is the story of a 
youthful industry that is 


striving to recover from a 
severe slump—auto undercoating. 
The number of new and used cars 
receiving complete undercoating 
jobs this year from auto dealer- 
ships, independent undercoaters 
and the auto factories will be close 
to 900,000, compared with the 2% 
million to 3 million cars that were 
undercoated in the peak year of 
1955. 


The factors responsible for the 





Why Ford Ducked Aluminum 


minum engine trend. We know alu- 
minum has machining advantages 
and its lightness is desirable, but 
you have to remember that you’re 
dealing with a more expensive ma- 
terial. Also, you’ve got the porosity 
problem with aluminum. I think 
the iron block is more durable, any- 
way.” 

Asserting that he wasn’t anti- 
aluminum, Patterson said that 
he wants to get more aluminum 
into the Ford Motor Co. cars but 
that this extra cost “always hits 
you in the face.” 

“We're not closing our mind to 
aluminum,” he continued. “For in- 
stance, I like aluminum for trans- 
mission cases. But this casting is 
not as complicated as an engine 
block. Also, it doesn’t take the beat- 
ing that a reciprocating engine 


Chevrolet Gets 
Stress Peener 


For Single Leafs 


IVONIA, Mich.—To prepare for 
the production of single-leaf 
springs for certain models of the 
’62 Chevrolet, a 100,000-pound stress 
peening machine has been installed 
at the Chevrolet spring plant here. 


The first of its type ever to be 
developed, the machine was built 
and installed for Chevrolet by 
Wheelabrator Corp., Mishawaka, 
Ind. 

Shot-peening, which is highly de- 
sirable for a single-leaf spring be- 
cauSe it increases the safety factor, 
sometimes increases the life of 
highly - stressed parts such as 
single-leaf springs by as much as 
1,000 percent. 

Along with the stress peening 
machine, there is a _ specially-de- 
signed work handling system in the 
plant that will place the springs in 
a compressed position prior to 
blasting them with shot and then 
automatically releasing them. 


Because speed was so important 
in the development of this machine, 
it was completely assembled and 
tested in the Wheelabrator plant 
and then partly disassembleq for 
shipment. 

Because of the width of the main 
unit of the machine, a special mo- 
tor convoy preceded the unit for 
highway safety. Speed was held to 
30 miles an hour. 

Stress peening is considered vital 
to the success of the single-leaf 
spring. Chevrolet has a basic patent 
for this process, Because of this, 


HY did Ford Motor Co. stick 

100 percent with cast iron en- 
gines, rather than go along with 
most of the other auto makers 
when they brought out aluminum 
engines? 

The man who probably was 
most responsible for this decision, 
C. H. Patterson, Ford’s vice-pres- 
ident of the power train and 
stamping group, answered this 
question while escorting this re- 
porter through Ford’s Dearborn 
Foundry recently. 

The question posed above is ap- 
propriate at this time because alu- 
minum engines, which were intro- 
duced by General Motors, Chrysler 
Corp. and American Motors in the 
last two years, may be in the proc- 
ess of being phased out of produc- 
tion. The new V-6 iron engine being 
readied for the ’62 Buick Special 
and the Oldsmobile F-85 could be 
the first step in this direction. 

* * * 


ATTERSON asserted, ‘“We’ve 
done a lot of research on alu- 
minum engine blocks, but we never 
considered aluminum for the Fal- 
con engine or any other engine ex- 
cept on an experimental] basis, 
“There were pressures on us, but 
Wwe weren’t swept away by this alu- 





Engineer’s 


Showcase 


@ The Federal Trade Commis- 
sion is conducting a study to 
determine exactly which com- 
pany initially began using 
unitized auto construction. 
This study is related to cer- 
tain claims made about this 
type of frameless construction. 
Another FTC target: Anti- 
freeze claims. 

* 












* * 

e Thomas Risk, manager of the 
materials, fuels and lubricant 
department of Ford Motor 
Co., said recently: “We are not 
taking full advantage of the 
combination of superior mate- 
rial properties and cost that 
the plastic industry is offer- 
ing.” 











* * * 

e@ Informed sources say that the 
extensive changes planned for 
63 General Motors cars will 
not include unitized bodies, as 
has been frequently reported. 
The principal reason is the 


high cost of plant changeovers. 
* * * 













e Air-conditioned ’62 Buicks will 
introduce the alternator which 
Chrysler Corp. has pioneered. 





their single-leaf programs, 


takes. This engine is always trying 


to destroy itself.” 
oF 


* * 


Casting Question 


SKED if he considered die cast- 

ing or permanent-mold casting 
best for aluminum, Patterson com- 
mented, “Well, die casting is much 
cheaper for many parts, although 
you have the large initial invest- 
ment, Die casting is better, if you’re 
sure of your ground.” 

(Rambler’s aluminum block and 
Chrysler’s aluminum block are die 
cast, while the Buick aluminum 
block is permanent mold cast.) 

Throughout the conversation, 
Patterson made it clear that he 
was not criticizing the quality of 
the aluminum engine blocks now 
being produced. 

He said that Ford Motor Co. was 
also able to avoid going to an alu- 
minum engine for the Falcon by 
its new precision casting techniques 
which substantially (up to 25 per- 
cent) reduce the weight of cast iron 
engine components. 

* 


oa * 
‘I THINK we surprised a lot of 
people,” he continued, “by mak- 
ing that Falcon engine about 75 
pounds lighter than was expected.” 
The precision molding and core- 
making process, pioneered by Ford 
for automotive castings but now 
spreading to other auto makers, 
will be used to make thin-wall en- 
gines for other Ford Motor Co, -en- 
gines during the 1962 model year. 
The process principally con- 
sists of using a new plastic resin 
for binding the foundry sand to- 
gether for the core. (The core 


(Continued on Page 26, Col, 1) 


7 * 





Ford's Patterson— 


C. H. Patterson, Ford Motor Co.'s vice- 


according to some reports, other | president of the power train and stamping 
auto makers have been stymied in| group, shows some of the plastic-resin 
cores used in making Falcon castings. 


performance for a set of rings is 
from 1,500 to 2,000 miles per quart 
of oil after the break-in“period for 
50,000-100,000 miles without scuffing 
or blow-by. This is more remark- 
able than it appears because the 
engine pressures, vacuums, temper- 
atures and speeds have climbed 
tremendously in the past decade. 


veloped satisfactory piston rings 
both from the performance and 
cost standpoints is proven by the 
fact that piston rings are one of 
the few automotive components 
that no auto maker produces. Buick 
was the last auto division to make 
rings, but it has long since ceased 
to manufacture them. 


the past 15 years the average num- 


extreme competition—plus other 
factors, such as the fact that un- 
dercoating a car is a dirty job, that 
the auto makers have convinced 
many car buyers that the factories 
are doing an adequate job of cor- 
rosion protection and that a good 
deal of confusion has arisen about 
what undercoating can do. 

To grasp what has happened to 
this industry, it’s necessary to go 
back to 1945 when (according to 
most widely accepted belief), 
Minnesota Mining and Mfg. Co. 
developed an undercoating for 
the baffle plates on streamlined 
trains, Because of corrosion and 
abrasion, these plates were being 
replaced after each trans-conti- 
nental trip. 

The undercoating developed to 
protect these plates did such a fine 
job that an MMM official said it 
should be a “humdinger” to protect 
automobiles from rust and road 
wear and the company soon began 
marketing it for cars across the 
country. 

The American public, after nerv- 
ously watching the underbodies of 
its cars rust out during the four 
years of World War II, accepted 
undercoating with open arms. Soon, 
scores of other companies moved 
in to compete with MMM in this 
lush market. A couple dollars worth 
of material and 20 minutes could 
produce an undercoating job. 

* * * 

ECAUSE of the extensive use of 

salt to melt snow and the large 


Research Boosts 
Piston-Ring Life 


Market Still Sizable 
Despite Compacts 


USKEGON, Mich.—In evaluat- 

ing a car’s performance a few 
years ago, the most important ques- 
tion was “How much oil does it 
burn?” 

This question has now become 
passe because the auto makers 
have largely eliminated the oil- 
burning engines by insisting on 
high-grade piston rings. 

Discussing this trend, Don 
Hesling, vice-president of engi- 
neering and research for Sealed 
Power Corp, which makes a por- 
tion of the rings used by every 
auto maker, said that for many 
years the piston-ring problem 
basically was to get 600 miles or 
better per quart of oil after the 
initial break-in period for 25,000- 
30,000 miles without scuffing the 
engine or having excessive blow- 
by. 

Now, the acceptable standard of 


That the ring suppliers have de- 


” * * 


HE piston-ring market in the 
U. S. .is an enormous one, In 


(Continued on Page 25, Col, 3) 
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amount of industrial acids in the 
air, the Detroit area was and is the 
best market for undercoating. But, | 
due to the salt in the air, the de. | 
mand quickly blossomed on both | 
coasts, on the Gulf of Mexico coast, 
in most cities in the northern half 
of the country, as well as in nu- 
merous areas of the Southwest © 
where undercoating did an effective © 
job of sealing out dust and sealing 
in air-conditioned air. 
Led by Ford and then Chevrolet, 
(Continued on Page 23, Col. 1) 
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by Joseph M. Callahan 










Tucker’s Engineer 
Recalls Troubles 


7s Tucker car, a vehicle with 
many engineering features 
which are highly regarded today, 
failed partly because of the engi- 
neering staff’s inability to freeze 
the design of the car so that it 
could be released for production. 
The changes kept coming be- 
cause Preston Tucker, although a 
skilled promoter and money- 
raiser, was not an engineer. This 
resulted in a great deal of tug- 
ging and hauling between con- 
flicting groups in the Tucker or- 
ganization, eventually delaying 
production until it was too late. 
This is the considered view of 
Ben Parsons, former engineering 
vice-president for Tucker and cur- 






























rently president of Fuelcharger 
Corp., Detroit, and chief engineer tr 
for Dayton Wheel Products Co,, 6] 
Dayton, O. jm re 
Parsons, whose varied and suc-] ke 
cessful engineering career began’) ge 
with the Liberty engine in World) ag 
War I, worked for Tucker as &/ 
consultant and as m 
his top engineer, bl 
having responsi- ty; 
bility for the ou 
Tucker car’s en- by 





tire chassis and 
all mechani- 
cal equipment. 
The 66 cars that 
were eventually 
built were consid- 
erably different 

























than the cars that pk 
Tucker and Ben Parsons ce] 
Parsons had originally envisioned. fle 
Parsons said that both he and ow 
Tucker were strong advocates of all ex! 
the radical, but good features, but thi 
there was another powerful group Pe 
in the organization that preferred sai 


all the traditional features, } 






“This group,” Parsons explained,)) au 
“was for all the new things when’) mz 
Tucker was in the room, but after) m 
he walked out they were against) do 
all: new ideas, There was so much? he 
pressure and disorganization that mi 

(Continued on Page 27, Col, 1) By: 
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Comeback Sought 
For Undercoating 


(Continued from Page 22) 


the auto makers also got into the 
pusiness, undercoating millions of 
cars at the factories in the decade 
after the war. 

But the manufacturing people 
never liked undercoating. It was 
pest done before the wheels and a 
few other components were install- 
ed, but this made a messy final as- 
sembly line. 

Furthermore, the factories 
began getting some competition 
from their dealers for the under- 
coating business and the under- 
coating market began to decline. 
These and other factors led most 
factories largely to withdraw 
from the undercoating business, 

After the dealers took over the 

undercoating business, the cycle 
began to repeat itself. Most dealers 
and service managers found it to 
be a business that was too dirty 
and somewhat incompatible with 
the rest of their service depart- 
ments. 

Also, because the material used 
is quite inexpensive, the dealers 
began getting some tough competi- 
tion from independent undercoat- 
ing shops. 

Soon many dealers were giving 
up their undercoating operations, 
finding it more economical and less 
messy to turn over their undercoat- 
ing work to the independents who 
would pick up and deliver the cars, 
undercoat them and pay for the 
necessary insurance for as little as 
$6 a car. This is a far cry from the 
days when the factories were able 
to charge $40 for an undercoating 
4 * * * 


Revenue Source 


OME dealers have hung on to 

their undercoating business, 
however, and still find it a source 
of worthwhile revenue. Undercoat- 
ing manufacturers say that dealers 
on the East Coast are still doing a 
good volume of this business. 

Inevitably, with this cutthroat 
competition there came a good deal 
of “chiseling’’ — reduction of the 
quality of the undercoating job to 
the point where it actually encour- 
aged rusting, rather than prevent- 
ed it. 

Fly-by-night independent ap- 
plicators have chiseled by dilut- 
ing the undercoating, by not ade- 
quately cleaning the underbody 


Ceramic Muffler 


Called Big Seller 
In Aftermarket 


DETROIT. — Rambler’s ceramic- 
coated mufflers and tailpipes, in- 
troduced as standard equipment on 
61 models, have had an exceptional 
reception on the replacement mar- 
ket, according to John S. Krider, 
general parts and accessories Man- 
ager of American Motors Corp. 

About 60 percent of the replace- 
ment mufflers being sold by Ram- 
bler dealers are the ceramic-coated 
type, while ceramic tailpipes are 
outselling the conventional units 
by 40 to one, Krider said. 

All of the mufflers and tailpipes 
are guaranteed to the original pur- 
chaser for the life of the car, and 
the warranty covers both parts and 
labor should replacement ever be 
heeded, he said. 

“While the ceramic-coated re- 
placement units cost about 50 per- 
cent more than conventional muf- 
flers and tailpipes, we find that car 
Owners are willing to spend the 


, xtra money because they know 


that their muffler and tailpipe ex- 
Penses then have ceased,” Krider 
said, 

If generally adopted by other 
auto makers, these new units ulti- 
Mately could save United States 
motorists more than a half billion 
dollars a year in replacement costs, 
he said, pointing out that about 25 
Million mufflers and tailpipes are 
replaced annually. 

The ceramic units lifetime ex- 
pectancy compares with an aver- 
age lifetime of 18,000 miles for a 
conventional muffler and 34,000 for 
an aluminized muffler, Krider said. 





when necessary, by using inferior 
material, by putting it on too thin 
or too thick, by not undercoating 
the edges of the underbodies and 
other vital areas, by putting the 
material where it doesn’t belong 
(shocks, prop shafts and differ- 


entials) and by plugging up need- 


$2 Million Research Center 
Planned by United Carbon 


HOUSTON.—United Carbon Co. 
has awarded a contract for the con- 
struction of a $2 million research 
center here. 

The initial three-building unit 
will include a one-story laboratory 
with adjacent facilities for small- 
scale development work, and a cen- 
tral quality control laboratory. 
Completion of the center is sched- 
uled for spring, 1962, 





ed drain holes in the doors, rock- 
er panels and other points, 


This type of undercoating work 
has led many people to conclude it 
would be much wiser and cheaper 
to rely entirely on the corrosion 
prevention measures taken by the 
auto makers. 

Many independent undercoaters 
feel that there actually is a con- 
spiracy by the auto makers and 
the auto salesmen to destroy the 
independents. They point to the 
large amount of advertising by the 
auto makers about their rust-proof- 
ing operations that has come with 
the increased number of unitized or 
frame-less bodies, 

They also point to some of their 
own informal surveys which show 
that some salesmen actually dis- 
courage buyers from undercoating. 
However, other independents admit 
that is probably done mostly be- 
cause the mention of another 
$15-$25 item may well stampede the 
prospect out of the showroom, 

* oe * 

O* COURSE, every car produced 

in this country has some under- 
coating or liquid sound deadener 
on it. A complete undercoating job 
is standard equipment on all Im- 
perials, Chrysler New Yorkers and 
Studebakers, except for one two- 
door model. It’s an extra-cost fac- 


1961 


tory option for all Chrysler Corp. 
cars and Ramblers, 


In addition, all new cars have 
undercoating or liquid sound dead- 
ener at the top of the rear wheel 
wells (the area most subject to 
noises from road objects), and 
many have it at the top of the front 
wheel wells, in the tunnel hump 
and at other particularly noisy 
spots. 


Here we come to one of the 
major points of confusion in this 


business — the difference between 
undercoating and liquid sound 
deadener. 


One of those 
who feel most 
strongly about 
this is G. R. Wid- 
ger, president of 
Tuff-K ote As- 
phalt Products, 
Inc., and presi- 
dent of the Au- 
tomotive Un- 
dercoating Manu- 

; facturers Assn., 
G,. R. Widger which includes 10 
of the nation’s top 12 undercoating 
makers. 





Wrong Stuff? 
wees. whose firm supplies 
both sound deadener to the 


23 


factories and undercoating to inde- 
pendents, declared: 

“The factories don’t seem to com- 
prehend that they’re using the 
wrong material, We've talked to 20 
different engineers but we can’t get 
the point across that these new 
cars should have undercoating on, 
instead of sound deadener. 

“They’re confused, There is a 
need for sealing the body against 
leaks and for the air conditioning 
system, They complain because it 
chips off from gravel and because 
it comes off when a car rattles 
across a railroad track. This is be- 
cause they’re using sound deaden- 
er.” 

He said that until about three 
years ago sound deadener was 
only used on the large sheet 
metal parts to take out the vibra- 
tion. Then, one after the other of 
the auto makers began using it 
in the wheel wells and other 
points to get away from noise, 
“but this is entirely wrong be- 
cause the sound deadener doesn’t 
have enough ductility for use out- 
side,” he asserted: 

Widger said the undercoating 
would cost the auto makers no 
more money because it is a lighter, 
more spreadable material that 
would cover more area per gallon, 

(Continued on Page 24, Col. 1) 





Plexiglas ...Implex 


Handsome and Hardworking 








Why are there so many parts molded of IMPLEX®, the 
high-impact acrylic, and PLEXIGLAS® acrylic plastic on 
the 1961 Ramblers? Here are the reasons. 


IMPLEX is used for metallized armrest supports because 


of its superior toughness . . 


. for air conditioner hous- 


ings and grilles because of its excellent appearance, its 


strength and good moldability in thin sections... 


for 


radio, window crank and gear shift knobs because of its 


dimensional stability 


and stain resistance. 


PLEXIGLAS is used for tail light, back-up and parking 
light lenses because of its outstanding optical properties 


and weather resistance... 
cause it calls for edge-lighting ... 


for the speedometer dial be- 
for medallions and 


other ornaments because the crystal clarity of PLEXIGLAS 


gives depth and sparkle to the back-surface decorations. 


These Rohm & Haas molding materials may well benefit 
a part on which you are working. Our design staff will 
be pleased to help you use them to your advantage. 


ROHM F 
HAAS = 


PHILADELPHIA S,PA. 





In Canada: Rohm & Haas Co. of Canada, Ltd., West Hill, Ontario 


Detroit Representative: 
Greenfield Road, BRoadway 38-0674. 


R. C. Oglesby, Nor-Way Building, 20211 
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For Undercoating 
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even though it would cost five to 
eight cents more per gallon. He es- 
timated five gallons of undercoat- 
ing would cover about the same 
area as eight gallons of sound dead- 
ener does. 

Asserting that the big problem 
was that the automotive engineers 
want to do the whole job with just 
one material, he said it’s significant 
that the United States government 
specifically demands undercoating 
for its vehicles and will not con- 
sider sound deadener for outside 
use. 

+ + * 

SKED to differentiate between 

the two materials, Widger said 
that asphaltic undercoating is a 
soft, pliable type of materia] which 
consists of a pliable type of asphalt 
(used as a base), asbestos fiber (for 
binding the material together), 
resin (to make it adhere), solvent 
(to make it fluid and sprayable), 
oils (to provide rust protection) 
and a small amount of limestone 
(to give it some sound deadening 
ability). A typical undercoating will 
do about 40 percent as much sound 
deadening as the liquid deadener. 

This undercoating dries by itself 
in ordinary atmosphere, taking 24 
hours to dry fairly well and two- 
to-three weeks to cure thoroughly. 
Its surface is shiny and sticky and 
a thumbnail should be able to pene- 
trate it two years after application. 

On the other hand, the liquid 
sound deadener has about the 
same ingredients that undercoat- 
ing has, except that it has a less 
pliable type of asphalt, a great 
deal more limestone and some- 
times sand. The whole object of 
this material is to reduce the vi- 
bration of a sheet metal panel. 
The heavier this fluid, the better. 

Since much more of any given 
quantity of sound deadener con- 
sists of limestone and sand, there 
is less resin to provide adhesion, 
less oil to provide rust-proofing 
and little or no asbestos fiber. 

Sound deadener is quickly baked 
dry, giving it a dull, hard and brit- 
tle surface that lacks resiliency and 
is much less likely to hang on when 
struck by stones or when the car 
crosses a railroad track. This ma- 
terial weighs 13%4-to-15 pounds per 
gallon, compared to eight-to-nine 
pounds per gallon for asphalt un- 


dercoating, 
* * 


Rubber Is Base 

ILE the asphalt-based mate- 

rial is the principal undercoat- 
ing used, there is also a rubber- 
based material sold by Minnesota 
Mining and called Underseal, It 
costs more than $1 a gallon, com- 
pared to 40-80 cents a gallon for 
asphalt undercoat, but MMM of- 
ficials say it is superior because 
it’s less prone to crack and that 
it does a better job of bouncing the 
stones back, reportedly increasing 
its abrasion resistance 500 percent 
over other undercoats. 

MMM also sells an asphaltic ma- 
terial, The company declined to say 
how much rubber its Underseal 
contained. 

A third type of undercoating is 
Rust-Oleum, Made by Rust- 
Oleum Corp. since 1922 for rust- 
proofing all types of construction, 
this fish oil-based material does 
a remarkable job of protecting 
metal from rust for long periods. 
It functions best when a primer 
coat is followed by a finish coat. 

However, because it is basically 
a primer paint, Rust-Oleum is sub- 
ject to stone abrasion and road 
wear, just as other body paints are, 
and it doesn’t have the durability 
of asphalt undercoating, 

A number of independent under- 
coaters, including seven in Detroit, 
began applying Rust-Oleum as un- 
dercoating in the past two years. 
However, the company as yet has 
made no real effort to break into 
the undercoating business, although 
this is under consideration, 

* * cs 
7s principle of this material is 
that the fish oil molecules are 
smaller than molecules of air and 
water, thus driving the air and 









































































water out of the pores of the metal. 

Another shortcoming of Rust- 
Oleum is that it does no sound 
deadening, causing many knowl- 
edgeable people to say that the 
most ideal undercoating would be 
Rust-Oleum topped with asphalt 
undercoat. 

Chrysler Corp. tested Rust- 
Oleum extensively three years 
ago and found that it did a good 
job, but its extremely slow drying 
time made it unsuitable for fac- 
tory use. About one gallon of 
Rust-Oleum is needed to under- 
coat a car. It wholesales at 
around $4 a gallon, 

Other makers of asphalt-type un- 
dercoating are Allied Materials 
Corp., Gibson-Homans Co., J, W. 
Mortell Co., Lewis Asphalt Engi- 
neering Corp., Lion Oil Division of 
Monsanto Chemical Corp., Philip 
Carey Mfg. Co., Pittsburgh Coke & 


Will 


A workman 


This eeeeee#ee#ee#e#e#e#e#@*# ¢ 
asphalt-type 
undercoating on the underbody of a car 
to prevent corrosion and increase sound 
deadening. 


sprays an 


* * * 


Chemical Co., Whitco Chemical Co. 
and Flint-Kote Corp, 


* * * 


Is It Worthwhile? 


T= whole thing can be boiled 
down to one question—is under- 
coating worthwhile? 

When this question was put to 
about a score of dealership sales 





Prevent This?— 


The rusted wheel well and rocker of a 
car that was not undercoated. Many say 
undercoating would have prevented this. 

2 %* 


managers, salesmen, automobile en- 
gineers, used-car auction operators, 
undercoating appliers and under- 
coating manufacturers, the answers 
were conflicting. 

Supporters of undercoating 
said that it prolongs the life of 
@ car, increases its tradein value 
and makes it more useful by re- 


ducing corrosion, making it 
quieter, keeping out dust, keep- 
ing in air-conditioned air, pro- 
ducing an all-around tighter car 
and reducing moisture in the gas 
tank by eliminating some of the 
temperature contrast between the 
inside and outside of the tank, 


Generally, 


they admit that un- 
dercoating will increase corrosion | 


if the proper material is not prop- © 
erly applied. There has been a good 


deal of improper undercoating, un- 
questionably. 


Used-car men are divided on the © 


value of undercoating, although 7 


most spoke in favor of a good un- © 
dercoating job. They pointed out | 
that whether a car was undercoat- © 
ed or not was seldom a factor in qa | 


sale, but the car with the good body 


is the one that brings the best — 


price and this car has undercoat- 
ing, quite often. 

Jack Hocking, veteran manager 
of Aptco Auto Auction, Melvindale, 


Mich., said, “I always have my car _ 


undercoated. An undercoated car 
should be in a little better shape— 
especially with the salt on the 
roads in this area,” 
oe * * 
A COUPLE of undercoating com- 
pany operators reported they’ve 
been getting an increasing amount 
(Continued on Page 26, Col, 3) 


NEW DELCO-REMY HIGH-OUTPUT MOTOR 


Completely new series of high-output cranking motors! 
These 12-volt motors have the torque and speed to do the 
same job as 24-volt motors of equal size and on the same 
battery power. No need for series-parallel switches and 
their complicated wiring on engines up to 900 cubic inches. 
These solenoid-operated, over-running clutch type heavy- 
duty cranking motors come with special two-piece drive 
housings that permit 24 different motor mounting posi- 
tions. Their new 50% longer brushes, together with seal- 
ing rings (optional) and large oil reservoirs (optional), 
assure extra-long operating time between overhauls. 


TOTALLY ENCLOSED DRIVE SHIFTING MECH- 
ANISM is protected against dirt, water, slush and ice. 
This enclosure, plus the shaft seal and linkage seal, also 
blocks transmission oil leakage into the motor and solenoid. 


TWO-PIECE DRIVE HOUSING DESIGN permits 24 
different solenoid positions which allows greater stand- 
ardization—cuts fleet inventories. Nose housings are 
available in S.A.E. #2 and #3 mountings. 


HEAVY-DUTY SOLENOID AND SWITCH provide 


positive pinion engagement and safely handle maximum 


starting current. Special seals keep out foreign material 
and allow increased contact life. 
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Piston Ring Conference— 


; Don Hesling, center, vice-president of engineering and research for Sealed Power 
Corp., discusses a piston ring problem with two associates at the firm's research 
center in Muskegon, Mich. 


Gentelini Adds Pontiac 


VIRGINIA, Minn.—Gentelini Mo-| Gentelini sr., has added Pontiac to 
' tor Sales-(Buick), headed by Louis| its line. 





Market Sizable ... 





Research Lengthens 
Piston-Ring Life 


(Continued from Page 22) 


ber of rings per car has risen from 
22.4 to 29.05—a rise of 30 percent, 
largely because of rise of the V-8 
engine. 

However, there has been a decline 
in the number of rings per automo- 
bile in the last two years because 
of the popularity of the compacts 
with their four- and six-cylinder en- 
gines. There still is, however, a 
total original-equipment market of 
about 160 million rings a year. 


But original equipment sales 
only represents about half of the 
total ring market. More than 70 
million cars are now in use and 
market surveys indicate that 70 
percent of these will have “ring 
jobs” before they’re junked, pro- 
viding a nice balance for the ring 
suppliers against the cyclical de- 
mand of the auto manufacturers. 

The ring producers have manag- 


ed to hang on to this business 
largely by quality manufacturing 
and effective research which has 
developed piston ring making into 
an art. 


Research at the ring companies 
also serves a defensive function. 
Whenever an engine maker learns 
that his product is burning oil, he 
immediately blames it on the pis- 
ton rings. But the ring company 
researchers have been able to 
prove that it isn’t always the rings 
and that it sometimes is due to the 
surfaces of the cylinder walls or 
liners, or to cylinder bore distor- 
tion, or to piston clearances or to 
the valves. 

Said one Sealed Power engineer, 
“When the auto industry went to 
overhead valves, there was a lot 
of oil burning. The rings got all 
the blame, but they blamed the 





ELIMINATES SERIES-PARALLEL SWITCHES 


SPRAG CLUTCH DRIVE operates with non-chamfered 
ring gear. Pinion indexes on spiral spline, positively 
engaging ring gear before power is switched on. Engage- 
ment of the pinion and ring gear is maintained during 
intermittent or sporadic engine firing. 


HEAVY BRUSH INSPECTION PLATES resist dam- 
age from use and handling—are sealed to prevent leakage. 





Engine manufacturers are invited to write directly to 
Delco-Remy for complete information and engineering 
assistance on the specific application of these new motors. 


sora 


Fleet owners should specify this motor for new trucks 
through their truck dealers. 





FROM THE HIGHWAY TO THE STARS 


Delco-Remy 


electrical systems 


Ei DELCO-REMY « DIVISION OF GENERAL MOTORS ¢ ANDERSON, IND. 
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‘wrong dog.’ It turned out to be 
a valve problem.” 
* 





* * 


Check on Bore Finishes 


N SOMEWHAT of a defensive 
maneuver, Sealed Power has de- 
veloped a method of analyzing cyl- 
inder bore finishes and has estab- 
lished bore finish specifications that 
have been adopted by nearly all the 
major builders of car and truck 
engines in this country. 

Hesling said, “This development 
has not been limited to setting up 
a specification and establishing a 
means of checking it, but we have 
assisted in setting up boring and 
honing practices in the automo- 
tive engine plants that will en- 
able them to produce a good com- 
mercial bore finish. 


“This has not been a minor de- 
velopment, but has improved per- 
formance on some engines as much 
as 300 percent from an oil economy 
standpoint and extended engine life 
without overhauling from an oil 
consumption standpoint as much 
as 400 percent.” ~ 

When Hesling, who has been with 
Sealed Power for 24 years, was 
asked why piston-ring making is 
considered an art, he replied that 
it’s partly because a piston ring is 
a curved beam made of cast iron 
—which is not a uniform material. 
The strength of iron, he continued, 
varies with the load, while steel 
has a good, uniform strength, al- 
most regardless of load. 

He explained, “Most rings are 
made of high-grade iron because 
it has a graphite pattern that forms 
voids for receiving particles of wear 
and for carrying oil. This is the 
reason that iron can be polished 
until it has a mirror surface. 

* * * 

' HE making of piston rings 

(which must both seal and 
slide) is an art because of the high 
pressures and temperatures involv- 
ed, and because you're working 
with a microscopic film of oil. The 
rings must be light-tight in the cyl- 
inder, yet they have to slide easily.” 

Pointing up one of the myriad 
problems in producing automo- 
bile piston rings, he said the ring 
pressure around the piston must 
not be uniform. The ring must 
exert greater pressure at its 
points or ends. Otherwise the 
ring will develop a fluttering mo- 
tion at certain engine speeds. 

Asked about the functions of the 
various automobile engine piston 
rings, Hesling said: 

“Each piston has three rings, 
normally. There is the top compres- 
sion ring which must do the main 
job of sealing the gases in the com- 
bustion chamber; there is the sec- 
ondary compression ring which as- 
sists the top ring in sealing in the 
gases, and there is the oil control 
ring which distributes the oi] film 
on the wall so that there is a prop- 
er, but not excessive amount of 
oil.” 

* * * 

= oil control ring, since the 

advent of the high compression 
engines, is generally made of steel. 
Piston rings are sometimes made 
of intermediate iron, ductile iron 
or Cyclan iron (developed by Seal- 
ed Power) when a particular type 
of performance is needed. 

A good deal of research is also 
being done with rings made of a 
wide variety of plastics, with 
Teflon getting much of the at- 
tention. 

Teflon, which is used with glass 
and copper mesh to make a lami- 
nated insert for an iron ring, is at- 
tractive for certain applications 
because it stretches, because it has 
a low coefficient of friction that 
provides better oil control and be- 
cause it has a temperature limit of 
500 degrees Fahrenheit. 

Teflon-insert rings are now being 
used for a stationary engine in a 
Texas plant of Aluminum Co. of 
America. These rings cost $55 a 
set, but they save $1,100 a year in 
oil and maintenance. 


PORT-A-WALL ~~ 
TOPPER 


Buy them black 
and make them white 


with the new 
Port-A-Wall Topper. 


Bearfoot Airway Corporation 
Automotive Division @© Wadsworth, Ohio 






















Finish Engineering Develops 
High-Speed Spray Gun 


Finish Engineering Co., Inc., 921 Green- 
garden Rd., Erie, Pa., has developed a 
which 
it says makes practicable production rates 
up to 10 times those previously possible. 
closeup view of a paint booth 
called the Roto- 
Matic Coater, The rotating spray will reach 
speeds up to 10 times the previous oper- 
ating rate of 50-75 revolutions per minute. 
In combination with a conveyor belt, call- 
ed the Ride-the-Rod, the mechanism will 
produce painted parts at the rate of 10 


high-speed spray gun assembly, 


This 
shows the mechanism, 


inches per second, it is claimed. 
eS or 
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in some plants to make 1,000 to 1,500 
spot welds an hour, Using the process, an 
operator can weld three to 20 times faster 
than with stick electrodes, they said. 


Cutler-Hammer Develops 
Car-Body Handling System 


Cutler-Hammer, 315 N. 12th St., Mil- 
waukee 1, Wis., has developed an auto- 
mated system for moving auto bodies from 
the third-floor storage area to the assem- 
bly line at the Chevrolet plant in Nor- 
wood, O. 

The bodies are stored in 12 storage 
rows, 12 bodies to a row. Eight of the 
rows are automated so that a single op- 
erator can select a body for use and start 
it moving on conveyors to the assembly 
line while working ata control panel. 


Resin for Wire Coating 


A new general purpose resin, developed 
primarily for extrusion wire coating, and 
known as “‘Zytel'’ 53 nylon resin, has been 
added fo its plastic line by E. Il. duPont de 
Nemours & Co., Wilmington, Del. 


Finish for Metals 


Brush Pattern Design, a finish that is 
said to give a decorative brushed metal 
appearance to electro-coated strip steel 
has been developed by Thomas Strip Di- 


vision, Pittsburgh Steel Co., Warren, O. 
* oe & 


Polyester Spring Devices 
Spring devices, made of Mylar poly- 
ester film, which are non-conductive and 


non-metallic, resistant to most corrosive 
conditions, lightweight, and _ functional 


| |over a wider range of elongation than 





Universal-Cyclops Unveils 
Buffed Stainless Strip 


Universal-Cyclops Steel Corp., Bridge- 
ville, Pa., has announced the commercial 
availability of stainless steel strip with 
a highly reflective finish called Unibrite. 

Universal-Cyclops is said to be the only 
stainless steel producer to adopt in-line 
buffing operations on both sides to pro- 
duce the reflective finish demanded by 
fabricators. This brighter, more corrosion- 
resistant stainless was developed to meet 
the high-quality standards and reduced 
finishing costs sought by automobile, ap- 
pliance and houseware manufacturers, it 
is claimed. i 

* 


Time Savings Claimed 


For Welding Process 


Production time savings of as much as 
40 percent are being claimed for a semi- 
automatic consumable electrode spot weld- 
ing process, developed by National Cyl- 
inder Gas Division of Chametron Corp., by 
J. A. Howery and G. F. Mack of the divi- 
sion. 

They said that the process is being used 


are most metals, has been announced by 
E. I. Du Pont de Nemours & Co., Wilming- 
ton, Del. 





Exhaust Headers Designed 


For Dodge Dart Engines 


Hedman Mfg. Co., 11039-49 W. Wash- 
ington Blvd., Culver City, Calif., has an- 
nounced exhaust headers for the Dodge 
Dart. 

The high-performance headers provide 
free breathing for the Dart's 318, 383 
and 413-cubic-inch engines. The headers 
are specially designed for getting ex- 
haust out faster. 


Vacuum Lifter Developed 


For Nonporous Parts 


Stilson Tool, Inc., 30233 Groesbeck 
Highway, Roseville, Mich., has announced 
a vacuum lifter for handling nonporous 
parts by hand. 

The extension tubing is locked into the 
pistol-grip neoprene handle. Pickup and 
release are controlled by a flap in the 
handle which is operated by pressure of 
the thumb. Stilson lifters are available in 
12, 15, and 18-inch lengths. They are 
equipped with 2%, and 3¥%, replaceable 
neoprene vacuum cups. 





Engine Bearing 


McQuay-Norris Mfg. Co., 2320 Mar- 
coni Ave., St. Louis 10, Mo., announced 
that all its warehouses now are stocked 
with the MI-1000 heavy-duty engine bear- 
ing. This is a sintered copper alloy bear- 
ing with babbitt overlay. The company 
claims it offers extra conformability, im- 
bedability and durability. 

ee Se 


Ultra Sonic Sealer 
Developed by Kleer-Vu 


The Ultra Sonic Sealer, designed for 
welding plastic film and synthetic fabrics 
without adhesives, chemicals or high volt- 
age, has been announced by Ultra Sonic 
Seal, Inc., a subsidiary of Kleer-Vu Indus- 
tries, Inc., 76 Madison Ave., New York 
16, N. Y. 

The unit is said to seal all film thick- 


Comeback Sought in War on Rust... 


Whither Undercoating? 


(Continued from Page 24) 





of business from rural and sub- 


urban areas where calcium chloride | enough corrosion protection on the 


is applied to hold down road dust. 
Unlike water from the road, cal- 
cium chloride is not dried off by 
air rushing past a car’s under- 
body. 

In contrast, factory engineers 
usually saw little value in addition- 
al undercoating, saying: 


“We feel our primers are suf- 
ficient for the corrosion protec- 
tion that is needed. In looking at 
the cars on the streets that are 
corroded, you'll see very few rust 
spots that undercoating would 
have protected from corrosion. 
This is because the worst cor- 
rosion comes from inside.” 

The chief engineer of one divi- 





Why Ford Ducked Aluminum 


(Continued from Page 22) 


provides the internal shape for 
the casting. The mold provides 
the external shape.) 

This plastic resin, when combined 
with the regular foundry sand and 
placed in pre-heated core boxes, 
cures or hardens the cores in 20- 
to-30 seconds. 

* * * 


Distortion Problem 


ONVENTIONAL core-making, 
using an oil binder, requires 
3-5% hours of baking at 450 degrees 
Fahrenheit plus extensive handling, 
during which distortion of 20-40 
thousandths of an inch or more is 
possible and almost expected. 


Traditionally, engine _ builders 





have compensated for this core 
shifting and sagging by designing 
extra heavy iron engine walls. 
With shell cores (so called because 
they’re hollow), the engine designer 
can have a wall thickness cast to 
closer tolerances. Often, the desir- 
ed strength becomes the determin- 
ing factor. 

Although the resin binder costs 
about 20 cents a pound versus 12 
cents a pound for the oil binder, 


Ford prefers the resin-bound 
shell cores because they (1) have 
greater accuracy, (2) require less 
sand and binder since they’re 
hollow, (3) cause fewer “shake- 
out” difficulties after the casting 
is made, (4) speed up the core- 
making process, (5) eliminate the 
drying ovens and (6) produce 


Sales, Profits Up 
At General Tire 


AKRON.—An increase in con- 
solidated net sales and earnings for 
the first half of 1961 was reported 
by General Tire & Rubber Co. in 
a statement to stockholders. 

T. F. O'Neil, chairman, and 
M. G. O’Neil, president, said sales 
for the six months ended May 31 
were $374,086,216, compared with 
$350,752,897 for the 1960 period, a 
gain of 6.7 percent. 

Estimated earnings for the first 
half were reported at $11,508,190, 
compared with $11,236,964 a year 
earlier, an increase of 2.4 percent. 





castings that sometimes require 
less machining. 
Of the seven cores required for 


the Falcon engine block, five are 
shell cores. 


* * * 


wi the start of: production of 


the 1962 engines, Ford will 
also begin using higher pressure 
on the molding machines to pro- 
duce molds of increased and more 
uniform hardness for greater ac- 
curacy. 

This process will “result in even 
lighter weight Ford engines in 
1962,”’ Patterson said. 

Commenting on Ford’s con- 
fidence about the future of the 
irOn engine, Patterson pointed 
out a new engine block mold- 
ing line which was begun 18 
months ago at the Rouge, even 
though it would only be suitable 
for iron blocks. It will begin op- 
eration this fall. 

Summing up, he said, “I think 
we've pretty well licked the curse 
of the foundry—sagging and shift- 
ing cores—and we’ve got a lot of 
other ideas for improving our foun- 
dries in the future.” 

—JosePpH M, CALLAHAN 





ENGINEERING NEW PRODUCTS 


nesses from Y% mil to 40 mils at speeds 
up to 600 linear inches per minute. It is 
said to seal through contaminants such as 
oil, food, chemicals and coatings. It will 
not burn or blister material, it is claimed. 


Etch for Galvanized Metal 
| Offered by Martin-Senour 


A new acid etch which is said to pave 
the way for lasting paint protection on 
galvanized metals has been developed by 
Martin-Senour Paint Co., 2500 S. Senour 
Ave., Chicago, Ill. 

Called Galva Etch, it cleans and etches 
galvanized, galvanealed, zinc-treated and 
cadmium plated metal surfaces prepara- 
tory to painting. It provides a good 
“anchor” for paint and improves the qual- 
ity and durability of the paint coat, the 
firm said. 

ee 
Jones & Laughlin Develops 
High-Strength Steel 


Development of a high  strength-low 
alloy grade of steel and a realignment 
of high strength steel grades have been 
announced by Jones & Laughlin Steel 
Corp., Pittsburgh 30, Pa. 

The nickel-copper-titanium high strength- 
low alloy steel features a 50,000 pounds 
per square inch minimum yield point and 
70,000 minimum tensile strength. Offering 
up to four times as much resistance to 
atmospheric corrosion as does carbon 
steel, it replaces the former Jalten 1. 

. ow 


Foam Packaging Systems 


Complete systems for utilizing the tech- 
nique of foam packaging are available 
from Leal Corp., 145 W. Cuthbert Bivd., 
Oaklyn, N. J. 

ee 
Silicon Rectifier 


A silicon rectifier, with a one-piece, 
solid, copper-finned heat sink assembly 
has been developed by Udylite Corp., 
Detroit 11, Mich, 


sion said, “We feel that we have 


underbody of our car so that no 
additional coating is needed, unless 
a man is going to keep it for 15 
years. We often get letters asking 
us about this—we say it certainly 
won’t hurt the car, so go ahead 
and do it.” 
ok * * 

Fighting Back 
|B rvselgply the depressed condi- 

tion of the undercoating indus- 
try, the people in it have not given 
up and are showing a willingness 
to join together to attack some of 
their problems, 

For example, 22 independent ap- 
plicators in Detroit have formed 
the Greater Detroit Undercoating 
Assn. to discuss their mutual prob- 
lems and to try to combat the be- 
lief that undercoating is not neces- 
sary. 

On the national level, the Auto- 
motive Undercoating Manufactur- 
ers Assn, has established hallmark 
seal of quality to designate high- 
quality undercoating that has met 
or exceeded specifications set by 
the AUMA. 


Quality Seal— 


The hallmark seal of quality used by 
the Automotive Undercoating Manufactur- 
ers Assn. to designate high-quality under- 
coating. 

























Noiseless Timer Motor 
Developed by Controls Co. 


A noiseless oil-filled synchronous timer 
motor designed for continuous operation 
has been developed by Lake City, Inc., 
a subsidiary of Controls Co. of America, 
110 W. Woodstock, Crystal Lake, Ill. 


Principal feature of the motor is a 
spring-loaded packing gland which pre- 
vents the oil from working out of the 
housing when the motor is operating, it 
is said. The pointer in this photograph 
indicates position of the packing gland 
which is a neoprene “O” ring held under 
constant pre.sure by a spring. The oil- 
filled motor is expected to have important 
applications in a broad variety of indus- 
trial automation control systems, comput- 
ers, and military control devices. 

a 





Plastic Radiator-Cap Cover 
Designed to Protect Hands 


A plastic cover which fits over auto- 
mobile radiator caps to protect service 
station attendants from being burned or 
scalded when removing the cap for serv- 
ice or inspection, has been developed by 
McCamey & Co., 803 14th St., Orange, 
Tex. 

Made of Alathon polyethylene resin, 
the cover is said to withstand the heat 
of direct contact with a steaming radiator, 
as well as rough handling. Because the 
polyethylene cap has a diameter about 
1¥% times that of the metal cap under- 
neath, it tends to deflect steam and hot 
water in the case of overheating and boil- 
ing, it is said. 

(eo 


Aluminum Adhesive 


CONAP 1222, an epoxy adhesive which 
is said to provide bonds to aluminum ex- 
ceeding 5,000 pounds per square inch, 
has been announced by CONAP, Inc., 184 
E. Union St., Allegany, N. Y. 

ee oe 


Printed Circuit Adhesives 
Developed by 3M 


Four new liquid synthetic resin base 
thermosetting adhesives for bonding cop- 
per foil to phenolic or epoxy impregnated 
base stock, phenolic paper, epoxy paper 
and epoxy glass materials in printed cir- 
cuit manufacture are now available from 
the Adhesives, Coatings and Sealers Di- 
vision, Minnesota Mining & Mfg. Co., 900 
Bush Ave., St. Paul, Minn. 

Since no single adhesive will meet the 
material, production and bonding require- 
ments of each method of printed circuit 
manufacture, these four adhesives have 
been developed to meet each individual 
manufacturer's requirements, 3M said. 

eo + oe 


Four-Cavity Mold Machine 
Is Automatically Cycled 


A new four-cavity universal automatical- 
ly cycled permanent molding machine for 
producing pistons up to 2% inches in di- 
ameter and at rates up to and exceeding 
240 per hour is available from Permanent 
Mold Die Co., 2275 E. Nine Mile Rd., 
Warren, Mich. 

The new piston molding machine is 
said to be completely automatic except 
for pouring operations. The machine was 
developed to require minimum operator 
skill and training to maintain quality and 
continuity of production, the firm said. 
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Turnings 0 ce ¢ By Joe Callahan 





(Continued from Page 22) 


they began to lose sight of the; gine with two, four, six and eight 


target.” oo i.e 

© PICK up the early thread of 

the Tucker-Parsons story, Par- 
sons was asked how he first met 
Tucker and he replied, “You know, 
that’s a funny thing—that was the 
first question the grand jury asked 
me.” 

(Parsons stayed with the com- 
pany until Tucker was charged 
with mail fraud and a grand jury 
was called to investigate the 
charges. Parsons and all the en- 
gineering records were subpe- 
naed. Although the charges were 
eventually quashed, the corpora- 
tion was wrecked by this time.) 

Replying to the question, Parsons 
said he first met Tucker in 1939 
through Harry Miller, the famous 
Indianapolis race car designer who 
was the original designer of the 
Offenhauser engine now used by 
almost every Indianapolis car. 

“We used to make wire wheels 
for Miller’s cars,” Parsons recalled. 
“The Tucker car had a lot of Mil- 
ler’s ideas, Tucker thought he 
(Miller) was a genius, and he was. 
They had talked about such a car 
as the Tucker for many years. They 
had cooked their ideas over and 
over. Then, Tucker really got ser- 
ious about it and we began the en- 
gineering of it in 1944. But Miller, 
who was to be the chief engineer, 
died in 1943, so I had the engi- 
neering. 

“Beginning in 1944, we did the 


advanced chassis work right here| 


(at Parson’s current engineering 
offices on Grinnell St. in Detroit). 
I was on a consulting basis. We 
had two draftsmen and two me- 
chanics. Pretty soon we got down 
to the layout work and by 1946 we 
were beginning to get the first pro- 
totype ready.” 
* * * 
Engine Design a Problem 


E of the many things that 

Tucker and Parsons discussed 
over and over was the height of 
the car. There are still marks on 
a large vault in Parsons’ office 
where stripes of adhesive tape had 
been placed to help them visualize 
exactly how high a certain num- 
ber of inches was. 

“After a few cocktails at the 
Detroit Athletic Club,” he related, 
“they'd come back here with 
ideas about a 49-inch car. Tucker 
liked a low car but he would say 
that 49 inches was too low. I re- 
call at one time we agreed on 
something around 53 inches.” 

(Specification sheets report that 
the car’s height was actually 58 
inches.) 

One of the biggest and most 
drawn-out controversies in the de- 
sign of the Tucker concerned its 
power plant. Parsons said that the 
primary features which Tucker 
wanted was rear-wheel power, a 
flat, low floor, an engine that would 
perform, a simple transmission and 
no differential. 

Parsons said, “I was really try- 
ing to sell the idea of a 2,000-pound 
car, but I couldn’t sell it, We wound 
up with about a 3,200-pound vehicle. 
Tucker wanted a rear, flat engine 
(a la Corvair), with from two to 
eight cylinders, depending on which 
was best for the chassis and the 
performance desired of this 3,200- 
pound car. 

“We tried out this type of an en- 





Deleco-Remy Developing 


Silver-Zine Battery 


ANDERSON, Ind.—Delco-Remy 
technology may play a key part in 
vehicular space travel ahd possibly 
help in initial efforts for missile 
landings on the moon when de- 
velopment of a sealed silver-zinc 
secondary battery is completed dur- 
ing the coming months. 


Under a research and develop- 
Ment contract with the Air Force, 
Delco-Remy is striving for a bat- 
tery with top reliability and one 
Which will serve as a continuous 
power source for 1% years. Its im- 
Portance to United States space 
Probing efforts is indicated by the 
fact that it could deliver eight to 10 
times the performance per unit 
weight as the nickel-cadmium bat- 
teries now in use, according to 
Delco-Remy. 





cylinders. We decided in 1946 that 
six cylinders worked best in this 
arrangement, just as General Mo- 
tors discovered in 1960.” 
* * ok 
OTH Tucker and Parsons want- 
ed a light but big, relatively 
slow-running engine that would 
drive the car 100-110 miles an hour 
at 1,800 revolutions per minute. 
The fruit of their plan was the 
aluminum, liquid-cooled 589- 
cubic-inch engine with five-inch 
cylinders and a five-inch stroke. 
It had chrome-plated cylinder 
bores, hemispheric combustion 
chambers, a 12-volt electrical sys- 
tem, fuel injection, sealed cooling 
system and an automatic fan 
cut-off, 


Their plan was to transversely | organization, 
(with crankshaft crosswise) mount 
this engine in the rear. They dis- 
liked the complexity of the trans- 





axle, feeling that it was simpler to 
drive one rear wheel off each end 
of the crankshaft. 


Parsons said the differential is a 
heavy, expensive item and they 
planned to eliminate it by employ- 
ing hydraulic torque convertors at 
each end of the engine to drive the 
wheels. 

He continued, “This is a fine, 
simple arrangement and it’s going 
to come one of these days. But the 
wheels of the gods grind slowly. 
This way you have the crankshaft 
going in the same direction as the 
wheels. It’s a better arrangement 
for cornering and also eliminates 
reverse torque. 

These were the preliminary plans 
for the Tucker car, worked out by 
Parsons and his small staff in De- 
troit. By 1946, Parsons was ready 
to begin working fulltime on the 
engineering of the Tucker. 

All engineering operations were 
moved to Tucker’s huge plant in 
Chicago where Parsons began — 
building a 300-man engineering 
staff. But then things began to go . 
awry for the interesting Tucker 
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Tucker and His Ill-Fated Car— 


Preston Tucker stands alongside one of the 66 Tucker prototypes. Tucker Corp. 
collapsed soon after. 


Enpitor’s Note: This is the first 
of two articles on the rise and 
fall of the ill-fated Tucker. 
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Imagineering the bold new look at Screw & Bolt that says 


“infinite design capability.” Imagination, coupled with engineering, 
have led to endless new product design developments in fasteners and 
other threaded parts Mi Need a new design fastener or threaded part 
where standard shelf items just won’t fit? Clip this ad to your letterhead 
and Screw & Bolt’s sales engineers will put imagineering to work for you. 


VMA 9397 


SCREW AND BOLT CORPORATION 
OF AMERICA .« p.o. BOx 1708, PITTSBURGH 30, PA. 


Plants: Pittsburgh, Pa. Gary, Ind. Southington, Conn. Norristown, Pa. e Warehouses: Portland, Ore. Denver, Colo. Atlanta, Ga. 
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Imagineering... for greater fastener progress 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e¢@ NO. 249 OF A SERIES 


QUIETNESS 
SIGNIFIES 
QUALITY... 


and the Ford Family of Fine Cars 


is the Quietest 


on the American Road! 


Why? Because of extra insulation. In the Ford Family of Fine Cars, there is 
up to 57% more area covered with sound absorption material. Extra rubber 
body mounts . . . extra fiber glass insulation . . . extra rubber seals and mastic 
deadener prevent sound, weather and vibration from being transmitted into 
the car. In addition, passenger compartments are sealed off completely from 
the moving parts of the engine, drive shaft, transmission, differential and 
other parts of the power train. 


At Ford Motor Company’s Science City, highly skilled engineers, scientists 
| and technicians use intricate technical devices to test the capabilities of the 
many sound absorption materials used in the Ford Family of Fine Cars. 


For example, the Silent Room . . . a room without echoes—acts as a sonic 
“blotter,” absorbs sound created by operating vehicles under various test 
conditions. In fact, testing conditions in this room are comparable to the 
perfect silence that exists at an altitude of 30,000 feet above the earth. 
Electronic instruments track down noises and vibrations transmitted to 
passenger compartments of test vehicles. They are then eliminated from the 


Silent Room where cars are tested final production cars. Result: a smoother and more quiet ride. 

for vibration, rattles, rumbles, and 

st eae a es see me ee The zone of quiet in Ford Motor Company cars is setting new standards of 
Oo: ‘ts Kind in the industry. tach . : : . 
Tra egret marr ee . * quality for the entire automotive industry. 
meet the high requirements of Ford 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


Moior Company Quality Control. 


MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ford « Falcon « Thunderbird « Comet 
Mercury « Lincoln Continental * English Ford Line *« Ford Trucks « Industrial Engines 
Farm and Industrial Tractors and Equipment « Special Military Vehicles 
Aeronutronic—Products for the Space Age « The American Road Insurance Company 

Ford Motor Credit Company 
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The following prices include the 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 

(Copyright, 1961, by Automotive News) 


BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
coupe, $2,330; standard 4-dr, 2-seat stat. 
wag., $2,681; deluxe 4-dr, 2-seat stat. 
wag., $2,816; standard 4-dr. 3-seat stat. 
wag., $2,762; Skylark sport coupe, $2,621. 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 


hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 


hardtop, $4,350; conv., $4,192. (Turbine 
Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 

CADILLAC—Series 62 —4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr, hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr, hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 

CHECKER — Superba — 4-dr. sed., $2, 
542.42; 4-dr. stat. wag., $2,650.02; 4-dr. 
stat. wag., $3,003.97. 


CHEVROLET—Corvair—Series 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266. Series 700—4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900— Sport coupe, 
$2,201; 4-dr. sed., $2,201. Greenbrier— 
Sport Wagon, $2,651, 

(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, $2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 


CHRYSLER—Newport—4-dr. sed., $2,- 


966; 4-dr. hardtop, $3,106; 2-dr, hardtop, 
$3,027; 


4-dr. 2-seat stat. 


conv., $3,444; 
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wag., $2,897; Cutlass sport coupe, $2,621. 





wag., $3,543; 4-dr, 3-seat stat. wag., $3,- 
624. Windsor — 4-dr. sed., $3,220; 4-dr. 
hardtop, $3,369; 2-dr. hardtop, $3,305. New 
Yorker—4-dr, sed., $4,125; 4-dr. hardtop, 
$4,263; 2-dr. hardtop, $4,177; conv., $4,- 
594; 4-dr. 2-seat stat. wag., $4,766; 4-dr. 
3-seat stat. wag., $4,873. 300-G — 2-dr. 
hardtop, $5,413; conv., $5,843. (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 

COMET—4-dr. sed., $2,055; 2-dr. sed., 
$2,000; S-22 2-dr. sed,, $2,284; 2-dr. 2-seat 
stat. wag., $2,312; 4-dr. 2-seat stat. wag., 
$2,355. 

DODGE—Lancer—Series 170—4-dr. sed., 
$2,043; 2-dr. sed., $1,981; 4-dr, 2-seat stat. 
wag., $2,356. Series 770—4-dr. sed., $2,- 
39; 2-dr. sed., $2,077; 2-dr. hardtop, 
$2,166; 4-dr, 2-seat stat, wag., $2,451. 

Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,332; 2-dr. sed., $2,280; 4-dr. 2-seat 
stat. wag., $2,697. Pioneer—4-dr. sed., 
$2,461; 2-dr. sed., $2,412; 2-dr. hardtop, 
$2,490; 4-dr, 2-seat stat. wag., $2,789; 
4-dr. 3-seat stat. wag., $2,894. Phoenix— 
4-dr, sed., $2,597; 4-dr, hardtop, $2,679; 
2-dr, hardtop, $2,620; conv, (V-8 std.), 

,990. 

Polara V-8—4-dr. sed., $2,968; 
hardtop, $3,112; 2-dr. hardtop, $3,034; 
conv., $3,254; 4-dr, 2-seat stat. wag., 
$3,296; 4-dr. 3-seat stat. wag., $3,411. 

FORD—Falcon—4-dr, sed,, $1,976; 2-dr. 
sed., $1,914; Futura 2-dr, sed., $2,162; 
2-dr, 2-seat stat, wag., $2,227; 4-dr. 2-seat 
stat, wag., $2,270. 

(The following prices are for six-cylinder 
models. For V-8s, add $116.) Fairlane— 
4-dr, sed., $2,317; 2-dr. sed., $2,263. Fair- 
lane 500—4-dr. sed., $2,432; 2-dr. sed., 
$2,378. Galaxie—4-dr. sed., $2,592; 2-dr. 
sed., $2,538; 4-dr, hardtop, $2,664; 2-dr. 
hardtop, $2,599; Starliner 2-dr. hardtop, 
$2,599; conv., $2,849. Station Wagons— 
2-dr. 2-seat Ranch Wagon, $2,588; 4-dr. 
2-seat Ranch Wagon, $2,658; 4-dr. 2-seat 
Country Sedan, $2,754; 4-dr. 3-seat Coun- 
try Sedan, $2,858; 4-dr, 2-seat Country 
Squire, $2,943; 4-dr. 3-seat Country Squire, 
$3,013. 

Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,172; conv., $4,639. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 

IMPERIAL—Custom—4-dr. hardtop, $5,- 


4-dr. 


Garrett Visits His Prospects .. . 


Have Cars, 


By Allen Sommers 
Staff Correspondent - 

LANSDALE, Pa.—“We’ll go any- 
where to sell,” declared Kennard P. 
Garrett, a member of the sales staff 
of Werner Motors (Plymouth-Tri- 
umph), in explaining how this rela- 
tively new dealership has been able 
to make a dent in the new and 
used-car market. 

By way of example, Garrett re- 
ferred to an Automotive News 
article in which a prospect men- 
tioned the reluctance of Phila- 
delphia dealers to come to his 
home or office. 

Garrett called the man, who was 
about 35 miles away, visited him 

at home at 9:30 p.m. and made the 
sale. 

He and Werner Motors have 
initiated sales throughout the East. 
The program includes a form titled 
“I’m Writing My Own Deals.” 

It has spaces for the prospect’s 
name and address and lines for 
“Model and Body Style” and op- 
tional equipment. The buyer is 
given prices by mail or phone. 
The cost of license transfer and 
registration is listed at the bottom. 

Beneath the total is a space to 
describe the tradein—make, model, 
year and price wanted. The pros- 
pect can suggest his own deal and 
mail it back to Garrett, who sug- 
gests a counter deal or drives to 
the prospect’s home to try to make 
the sale. 

He feels this system shows shop- 





Factory Output 


Rise Forecast 


WILLIAMSBURG, Va.—Factory 
production, which suffered the 
brunt of the recent recession, will 
increase to a level 15 percent high- 
er than that of the first quarter 
of 1961 as the economy continues 
its upturn through the next 12 
months, A. J. Ashe, director of bus- 
iness research for B, F. Goodrich 
Co., predicted here. 

Rubber consumption in the first 
quarter of next year is expected 
to exceed this year’s first quarter 
by 25 percent, he said. Much of this 
increase will be accounted for by 
a boost in original equipment tires, 
but replacement tires and other 
rubber goods will share in the 
growth, Dr. Ashe said. 
































Will Travel 


pers that “we will go anywhere to 
make the deal.” 

He’s currently working on two 
prospects in New York City and 
New Jersey via mail and phone. 
He noted that one question that 
always comes up is how the 
owner will have the car serviced. 

If the owner lives within 40 miles 
of the dealership, Garrett drives a 
used car to his home and brings 
the new one back to Werner 
Brothers. It’s returned to the owner 
in the evening. 

“We offer this as a personal 
service, with each salesman taking 
care of his own customers,” he said. 

The program is bringing Werner 
Brothers inquiries from distant lo- 
cations, and Garrett said he has 
sold about 20 percent of such pros- 
pects. He feels that better weather 
will help boost the percentage. 


111; 2-dr. hardtop, $4,924.50. Crown—4-dr. 
hardtop, $5,649; 2-dr. hardtop, $5,405; 
conv., $5,775.50. LeBaron—4-dr. hardtop, 
$6,428. (TorqueFlite, power steering, power 
brakes standard on all models.) 

LINCOLN CONTINENTAL—4-dr. sed., 
$6,069; 4-dr. conv., $6,715. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 

MERCURY—(Meteor 600 and Meteor 
800 prices are for six-cylinder models, Fot 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,473; 2-dr. sed., $2,419. Meteor 800—4-dr. 
sed., $2,651; 2-dr. sed., $2,597; 4-dr. hard- 
top, $2,723; 2-dr. hardtop, $2,658. Monte- 
rey V-8—4-dr. sed., $2,871; 4-dr, hardtop, 
$2,943; 2-dr, hardtop, $2,878; conv., $3,- 
128. Station Wagons—Commuter Six 4-dr.. 
2-seat, $2,808; Commuter V-8 4-dr. 2-seat, 
$2,924; Colony Park V-8 4-dr, 2-seat, 
$3,120. 

OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard coupe, $2,330; standard 4-dr, 2- 
seat stat. wag., $2,681; deluxe 4-dr, 2-seat 
stat. wag., $2,816; standard 4-dr, 3-seat 
stat. wag., $2,762; deluxe 4-dr. 3-seat stat. 


Dealers Report Thefts 


CLEARWATER, Fla. — New car 
dealers here are being plagued by 
petty thievery. Larry Dimmitt 
(Chevrolet-Cadillac) lost a $20 bat- 
tery and $50 worth of tools to a 
burglar who broke into a tool 
shed on the car lot, and Thayer 
Motors (Dodge-Lancer), reported 
four hubcaps stolen off a car on 
the company’s used-car lot. 


Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4-dr. 3-seat 
stat. wag., $3,773. Series 98—4-dr. sed., 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 
4-dr. hardtop (flat roof), $4,159; 2-dr. hard- 
top, $4,083; conv., $4,362. (Hydra-Matic, 
power steering, power brakes standard on 
all Series 98 models and on Super 88 Star- 
fire conv.). 

PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,016; 2-dr. sed., $1,955; 4-dr. 2-seat 
stat. wag., $2,329. V-200—4-dr. sed., $2,- 
112; 2-dr, hardtop, $2,139; 4-dr, 2-seat 
stat, wag., $2,425. 

(The following prices are for six-cylinder 
models. For V-8s, add $119.) Savoy—4-dr. 


sed., 


wag., 





—— 


dr. hardtop, $2,971. Star Chief—4-dr. sed, 
$3,003; 4-dr. hardtop, $3,136. Bonneville 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,. 
255; conv., $3,476; 4-dr. 2-seat stat. wag,, 
$3,530. 


RAMBLER—American — Deluxe — 4-dr, 


$2,167; 


$2,297; 


$2,514; 


$2,131. 


$1,896; 2-dr. 
seat stat. wag., $2,082; 4-dr. 2-seat stat, 
Super — 4-dr. 
2-dr. sed., $1,932; 2-dr. 2-seat stat. wag,, 
2-seat stat. 
Custom—4-dr. sed., $2,111; 2-dr. sed., §2,. 
062; conv., $2,371; 2-dr. 2-seat stat wag,, 
2-seat stat. 
Custom 400—4-dr. sed., $2,201; conv., §2,. 
461. 

Olassic—Deluxe Six—4-dr. 
4-dr. 2-seat stat. wag., $2,439. Super Six 
—4-dr. 
$2,574; 


4-dr. 


4-dr. 


sed., 


$1,847; 
sed., 


wag., 


wag., 


2-dr. 


2. 


n 


$1,981; 


2,216, 


2,346, 


sed., $2,100; 


sed., $2,270; 2-seat stat. wag., 
5-dr. 3-seat stat. wag., 2,699, 
sed., $2,415; 4-dr. 2. § 


Custom Six—4-dr. 
seat stat. wag., $2,719; 5-dr. 3-seat stat, 
wag., $2,844. Custom 400 Six—4-dr. sed,, 
$2,565. Super V-8—4-dr. sed., $2,399; 4. 
dr. 2-seat stat. wag., $2,703; 5-dr. 3-seat 
stat. wag., $2,828. Custom V-8—4-dr. sed,, 
2-seat stat. 
5-dr. 3-seat stat. wag., $2,943. Custom 409 
V-8—4-dr. sed., $2,664. 


4-dr. 


wag., 


$2,818; 


Ambassador—Super V-8—4-dr. sed., $2,- 


539; 4-dr. 2-seat stat. wag., $2,843; 5-dr, | 
Custom V-3— — 


sed., $2,312; 2-dr. sed., $2,262. Belvedere | 3-seat stat. wag., $2,968. 

—4-dr, sed., $2,441; 2-dr, sed., $2,391; our eevee: a “ee oe 

2-dr. hardtop, $2,463. Fury—4-dr. sed., | $2,988; 5-dr. 3-seat stat. wag., $3,113, 
2 58: ard. | Custom 400 V-8—4-dr. sed., $2,814. 


$2,577; 4-dr. hardtop, $2,658; 2-dr. hard- 
top, $2,601. Station Wagons—2-dr. 2-seat 
Deluxe, $2,604; 4-dr. 2-seat Deluxe, $2,670; 
4-dr. 2-seat Custom, $2,763. Plymouth V-8 
—(On the following models, a V-8 engine 
is standard, and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,969. 
Station Wagon V-8—4-dr. 3-seat Custom, 
$2,992; 4-dr, 2-seat Sport, $3,026; 4-dr. 
3-seat Sport, $3,136. 

PONTIAC—Tempest—4-dr. sed., $2,167; 
coupe, $2,113; custom coupe, $2,297; 4-dr. 
2-seat stat, wag., $2,438. 

Catalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 


$2,689; 
Lark 


STUDEBAKER—Lark Deluxe Six—4-dr, 


(4 cyl.), 


(6-cyl.), 


$2,370. Lark 
2-dr, hardtop, $2,243; conv., $2,554;- 4-dr, 
2-seat stat. wag., $2,520. Lark Deluxe y-§ 
—4-dr, 
2-dr, 2-s.at stat. wag., $2,425; 4-dr. 2-seat 
stat. wag., $2,505. Lark Regal V-8—4 
sed., $2,290; 2-dr. hardtop, $2,378; conv., 
2-seat stat, 
Cruiser V-8—4-dr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650. 


WILLYS—Jeep—2-dr. 


sed., $2, 


4-dr, 


$2,343.57. 
drive models.) 


sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat, wag, 
Regal 


Six—4-dr, sed., $2,155: 


140; 


2-dr, 


2-seat stat. wag, 
$2,095; 2-dr. 2-seat stat. wag, 
(Both are two-wheel- 


sed., 


wag., 


$2,655, 


2,070; 


-dr, 


acme te Fb tte 


SS 





New Commercial-Car Registrations, 
16 States for June, 1961-1960 


Truck 
released 
by R&R. L 


istrations by states are 
weekly, as compiled 


Polk representatives in way 
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state capitals. 
Alaska 6 24 4 33 17| | | 1 4| 107 
60 55 2 5 36 34 20 6 \ 6 26) 19 
District of Columbia ‘st " 2 7 ey, 4/28 = es . is Is am 
' 6 if 
Idaho "61 | | 207 68) 187 76| 157 3 7 2 29 16| 832 
60) | aay 3 Al Wl 10 7 13] 38 34) B17 
Montana 61 | 175 3 35| 136 45| ‘Wt 4 4 9 15 13) 550 
60 188 2 37 163 58 92} 4 7 17 52 32| 659 
Nebraska el | | 370 4 37| 276 62) 154 7 2 3 27 41| 1073 
60| 452 3 40} 330 91| 169 5 7 19 2 35} 1177 F 
New Hampshire 6 | 105 2 14) ‘115 33 60 2 7 6 2% 23| 393 |e 
"60 1} 8 2 17; ‘101 32 61 16 3 2 24 39| 414 
North Carolina 6 | 485 12 “| 537| 100 94 39,52) —«s1 40 48) 1463 | 
60] 545 9 iis get 15 13 22 37 72| 1527 
North Dakota 6 121 [a 85 10) 74 12 | 7 330 | 
60 | 155 3 19} 131 39} «112 2 3 4| 468 
Rhode Island 61 70 1 3; 108 20 4% 8 i 4 9 30) 300 | 
60 48 7 66 9 24 16 2 2 8 38} 220 
South Carolina 6 | 312 | 68) 270 53| 86! 4 1 4 15 23) 638 I 
60 310 43| 288 79; ul 9 5 18 10 32| 905 
Utah 61 | 175 z 4%6| 198 54 94 i 2 2B | 616 § 
60| 244 3 39] 194 77 45 3 3 i 18 20} 657 
Vermont él é| 6i| 4] 70 16; 40 2 3 > = me 
60} 1] 106 2 16| 103 31; 43 4 5 8 37 32; 388 
Virginia 61} | 527 | 141; 1026| +164) ~—~«184 B 13 18 68 95| 2259 
60| 2} 538 4 72| 518) _—*159|_—24l 21 14 33 48 82| _ 1732 
West Virginia 6 3 327 | 61 | 559 98| +140 i 5 i 82 55| 1359 
60 352 3 70} 285} 108 94 9 4 18 68 38} 1049 
Wisconsin 61 | | 466 4| 63/358 %| 266 7 15 51 37 70| 1432 
60} 493 3 62} 492; 136| 312 5 13 14 67 78| 1675 | 
Wyoming él | 101 | 15 82 27 9 2 3 16 It| 326 
va 60 195 | 15} 129] ° 64 57 | 5 2 36 15| 520 f 
16 States Reported to Date el 1) 3698 28| 633) 4129) 904| 1627| 129). +126| 225) 432) 480) i242 | 
For June 60 4] 4158 41| 536} 3625] —«:1142} ~—«1656] 131 96| 186]  482| 613) 12670 
*Year bl 356| 122104) 747 oy 118778| 28273) 41713| 3772| 2443) 5404) 11154| 13787| 364097 
To Date 60 Bit] 141216] 1211| 18993] 125302} 34328} 49081] 5066] 1815] 6721| 12374] 19620] 416238 





*—Connecticut not reported for April and May. 





New Passenger-Car Registrations, 16 States for June, 1961-1960 


Car registrations as 


compiled by R. L, Polk 
& Co. 























































































































Alaska ‘ol 36 18 3| a 66 Wl 122 | 12 27 161 i 2 104 15 13 145 4 110| 567 
60 54 I 5 I 20 94 131 168 2 9 18 197 8 9 148 15 30 210 20 110} 722 

District of Columbia ‘él 141 él 2 | 118 189 370 584 26 7% 92 778 107 77 732 148 166| 1230 26 235| 2780 
60! 209 46 10 12 155 276 499 539 i 43 59 652 60 74 79\ 126 179| 1230 27 309} 2926 

Idaho ‘él 195 33 9 | 87 a 206 403 | 54 ei 532 15 47 539 124 130 955 | 45 142| 2075 
60} 175 25 6 4 117 140 292 329 4 45 59 437 79 49 4ll 84 145] 768 32 123| 1827 

Montana ‘él 132 32 3 127 77|-«-239)+~=«470) i 49 69 599 108 47| «475 133 104; «847 21 106; 1964 
60} 175 15 3 14 127 142! 301 458| 6 67 63 594 94 59 546 119 93 911 37 126] 2144 

Nebraska ‘6l| 273 89 5 | 205 207 506) 1163 14 113 * 1378 205 93| (1379 219; 240) ~—«2136 43 313) 4649 
60| 373 5I 13 19 42I 323 827| _- 1172 3 140 lol] 1416 186 82} 1725! 261 308} 2562 62 225| 5465 

New Hampshire ‘él 210 29 3 | 133 102 267 567 2 43 107 719 19 38| 827 86 15 1221 50 351| 2818 
60} 275) 24 6 5 170 150 355 549 6 70 79 704 Tai 4 On eee 93 102} 1077 93 379| 2883 

North Carolina ‘el 469 109 7] | 241 455 812| 2457 5] 154 269| 2895 462 130; 2244) ~=—«415 523| 3774 79 540| 8569 
60! 41 108 7 32 434 641| 1222} +2251 4 169 231| 2665 375 151] 2857 397 559| 4339 125 659)  942I 

North Dakota ‘él mW 34 i 90 85 210 341 é 56 55 458 71 24 484 85 | 75 739 22 34, 1574 
60 112 30 3 8 127 146 314 422 3 58 59 542 5I 22 $05 117} 80 875 31 46| 1920 

Rhode Island ‘6! 242 34 5 77 166 282 742 6 34 129 OT 110; 59 740 141 99; «+1149 23 309, 2916 
60 299 45 6 10 175 279 515 691 g 45 53 798 68 64 700 104 120} 1056 47 283| 2998 

South Carolina ‘6l| 229 60 3 | 124 207 394| (1385 8 87 178| 1658 239 58| 1253} 200| 276| 2026 7 242| 4556 
60! 288 4\ 4 9 213 363} 630] 116! 7 80 132} 1380 152 6i! 1359] 165] += 232] ~=—s:1989 40 351} 4658 

Utah ‘6l 138] 24 3 82 108 217 434 10 48 92 584 125 49 599| 90 125 988 8 191} 2126 
60! 207 25 5 20 146 193 389 503 3 76 98 680} 90 42 548} 116 168 964 15 210} 2465 

Vermont el] «131 23 2 102 182 309 456 5 30 83 574| 110 29 635] 47 8 919 44 173| 2150 
60/136 32 2 6 77 172 29| 444 | 49 48 542 68 4 483| 63 35 709 54 312| 2042 

Virginia "ol; 595 169 17 468 670| 1324) 3074) 32 210 391| 3707 531 180| 3357 500; 650) 5218 122; so 12165 
60} 626 113 21 60 671| 1001} 1866} 2598 26 266 347 3237 | 440 182| 3509 492 680} 5303 208 1386! 12626 

West Virginia ‘6l| 342 92 5 250 373 720) 1499 18 167 270| 1954 338] 82) 1629 392 403| «(2844 84 | 6255 
'60| 385 65 13 20 378 515 35 | 19 Hi 179 128} 1498 239| 75| 1606 2a 3001 2546 100 3401 5860 

Wisconsin "el; Tin 154 21 526| 459) 1160|  2681| 33 286 281| 3281! 740 204-3516 757 784; 6001 132 12219 
60} = «1818 147 17 44] 1137 746} 2091] 2914 47 385 347) 3693} 695 236| 3925 901 | ed 6717 253 Sia 15186 

Wyoming "6! | 70 17 1 28 48 94 211 1 25 28 265 65 21 237 43| 47 413 16 | 969 
60) 95 9 5| 7| él 99 181 38 ! 4l 30 290 fol 19 412 él é7| 619 24 38 1267 

16 States Reported "6l| 4425 978 90 2682| 3471| +-7221| +16589 19% 1444 2225] 20454) 3456] 1140/ 18750) 3395) 3884) 30625 726| 4 68352 
To Date for June '60| 5638 787 126 271} 4429] 5280} 10893) 15596 155 1722| 1852} 19325] 2762| 1179] 20384] 3380! 4150) 31855} 1168 S831 | 74410 
*Year "el! 143096| 37162| 4695 95316| 125412] 262585| 538188) 13068) 48853) 71552) 671661| 113327| 61578) 639935| 128118] 149378|1092336| 31323) 161683| 2362604 
To Date '60| 181862} 34624] 7149] 12892 138301 | 198674] 411640] 619591} 10504} 69902] 38956] 738953 {teers 65238 741530) 152265 179877 | 1200128 50086 234988) 2867624 


*—-Connecticut not reported for April and May. 
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a Some of your best 

nif customers are business 
Se executives who rely 

| on The New York Times 
for information they 
need * 







_ 
“a wi cas 
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* 
va And they act on the facts - 
ors they get from advertising in : 





The New York Times. That’s why The Times 


N 


is first among all New York newspapers 
in industrial, public utility, area 
- development, financial and transportation 
advertising. These same readers 
act on your sales message, too, when they 


see it in The Times. That’s why 


8b The New York Times is first in New York in 
69 
Zs } automotive advertising as well. 


10 § 





AUTOMOTIVE NEWS, JULY 31, 1961 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 





’57 Belvedere (8) 2-dr., $670* 
$600* (ps); 4-dr., $510* (ps), $500*; 
Suburban (8) Custom 4-dr., $535*. 

’56 Savoy (6) 4-dr., $335*; 2-dr., $225+, 
$170; Savoy (8) 4-dr., $285*. 

PONTIAC — '57 Chieftain’ 2-ar. Catalina, 
$940* (ps), $860*, 

56 Chieftain 4-dr., $380*; Star Chief 
2-dr. Catalina, $280* (ps); 4-dr. Cata. 
lina, $175* (ps). 

RAMBLER—’60 Custom (6) station wagon 
4-dr., $1,660*, 

’57 Custom (6) 4-dr., $360. 

’53 Custom 2-dr. hardtop, $100. 

ge ee Lark (6) Deluxe 2. 
690. 


(ps), 


"59 =°60 
Sept. 


eats 
a 
se 


"59 =°60 
Nov. 


"59 °60 
Dec. 


"569 °60 
Oct. 


"60 


"60 +61 
June 


760 ’61 
May 


"60 +°61 
April 


60 =(’61 
March 


"60 ’61 
Feb. 


"61 
Jan. 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 


Prices marked with an asterisk 
indicate a unit equipred with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. oy 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of July 18. Market 
holding firm. Demand still very strong. 
Supply on short side. Sold 205 cars from 
261 consignments, 

BUICK—’59 LeSabre 4-dr., $1,435* (ps); 
Electra 4-dr. hardtop, $1,410* (ps); 
Invicta 4-dr. hardtop, $1,380* (ps). 

58 RM 4-dr. Riviera, $1,135* (ps). 

’57 Special 2-dr. Riviera, $690* 
$595* (ps); 4-dr, Riviera, $640*; 
2-dr. Riviera, $485* (ps). 

’56 Special 4-dr. Riviera, $310* 
$195* (ps); Super conv., $305*; 
$205*. 

55 Century 4-dr. 
$100* (ps). 

54 Super 4-dr., $110* (ps), $100*. 

CADILLAC—’60 (62) conv., $3,900* 

’59 (75) 4-dr., $2,870* (ps); (62) 
hardtop, $2, 815* (ps). 

’58 (62) Coupe de Ville, $2,090* (ps), 
$1,635* (ps); 4-dr. hardtop, $1,890* 


(ps). 

157 (62) 2-dr, hardtop, $1,430* (ps), $1,- 
110* (ps). 

°56 (75) 4-dr., $715* (ps). 

"53 (62) 4- dr., $300* (ps); conv., 


(ps), 
Super 


(ps), 
4-dr., 


Riviera, $325* (ps), 


(ps). 
2-dr. 


$200* 


(ps). 

*52 (62) 4-dr., $155*. 

CHEVROLET—’61 Impala (8) 2-dr, hard- 
top, $2,375* (ps). 

60 Impala (8) sport sedan, $1,940* 
(ps), $1,835* (ps); sport coupe, $1,- 
850* (ps); Bel Air (8) 4-dr., $1,630* 
(ps), $1, 570°, $1,555*, $1,500*, $1,500, 
$1,465", $1, 440; Brookwood (8) 4-dr., 
$1,480*, $1,360. 

"59 Bel Air (8) 4-dr., $1,230*, $1,160* 
(ps), $1,150* (ps), $1,150*, $1,145*, 
$1,140* (ps), $1, 130* (ps), $1,125*, 
$1,100*, $1, 050, $1,025, $1,010, $940; 
2-dr., $1,100, ‘$1, 005, $690; Bel Air 
(6) 4-dr.. $1,195*; 2-dr., $1,100, $1,- 
090* (ps); Parkwood (8) 4-dr., $1,- 
195*; Biscayne (6) 4-dr., $930*. 

58 Impala (8) sport coupe, $1,245* 
(ps), $1,145* (ps); Brookwood (8) 4- 
dr., $890*; Yeoman (6) 2-dr., $785*; 
Yeoman (8) 4-dr., $575*; Delray (6) 
2-dr., $745*; Biscayne (6) 4-dr., $735*; 


2-dr., $590*. 

57 Bel Air (8) 4-dr. hardtop, $870* 
(ps), $560* (ps); Two-ten (6) 4-dr., 
$190. 

’56 Two-ten (8) 2-dr., $355; Bel Air (6) 
4-dr., $170*, 

’55 Bel Air (6) 4-dr., $545*, $320, $250*; 
2-dr., $290; Two-ten (6) Delray, 
$250*; 4-dr., $200*; station wagon 4- 
dr., $155. 

54 Bel Air (8) 2-dr., 
fifty (6) station wagon 4-dr., 

’53 Bel Air 4-dr., $115*; conv., 

CHRYSLER—’57 NY 4-dr. hardtop, 
(ps), $755* (ps). 
56 Windsor 4-dr., $545* (ps). 
’55 Windsor 2-dr. hardtop, $125* (ps). 
DeSOTO—’56 Firedome 4-dr., $270* (ps). 


$170* (ps); One- 
$100. 

$105*. 

$880* 





DODGE — ’59 Sierra (8) 4-dr., $1,040* 
(ps). 

’55 Coronet (8) 4-dr., $140. 

’53 Coronet 4-dr., $100*. 

EDSEL — ’59 Ranger (8) 4-dr., $1,000* 
(ps). 

FORD — ’61 Galaxie (8) conv., $2,350* 
(ps); 2-dr., $2,285* (ps). 

60 Fairlane (8) 4-dr., $1,250*%; 2-dr., 
$1,155; Fairlane 500 (8) 4-dr., $1,205*, 
$1,195*; Galaxie (8) 4-dr, Victoria, 
$1,110* (ps); Custom 300 (8) 4-dr., 
$1,075. 

’59 Thunderbird (8) 2-dr, hardtop, $1,- 
805* (ps); Galaxie (8) 2-dr, Victoria, 
$1,500* (ps); Fairlane (8) 4-dr., $1,- 
125* (ps), $1,055*; Custom (8) 4-dr., 
$975. 

58 Fairlane 500 (8) Skyliner, $900*; 
2-dr. Victoria, $550* (ps). 

’57 Country Sedan (8) 4-dr., $515*; 
Ranch Wagon (8) 2-dr., $420*, $410*, 
$280; Fairlane (8) 2-dr., $210* (ps). 


’56 Thunderbird (8) 2-dr. hardtop, $995* 


(ps); Main (6) 2-dr., $230; Custom 
(8) 4-dr., $150. 

’55 Custom (8) 4-dr., $295, $260*, $225*, 
$185*, $155*, $140*, $120*; 2-dr., $175; 
Fairlane (8) 2-dr., $220, $215, 

*54 Custom (8) 2-dr, Victoria, $225*; 
Country Sedan (8) 4-dr., $115*. 

’53 Crest (8) conv., $200. 

’51 Custom (8) 4-dr., $200. 

731 (4) 4+dr., $295. 

LINCOLN—’57 Capri 4-dr., $920* (ps). 

56 Premiere 2-dr. hardtop, $560* (ps), 
$520* (ps); 4-dr., $435* (ps), $360* 
(ps). 

MERCURY—’60 Monterey conv., $1,640* 
(ps). 
’59 Monterey 4-dr., $1,250* (ps). 
’58 Montclair conyv., $860* (ps), $740* 


(ps). 





Figures alongside bars represent dollars, 


’57 Montclair 4-dr. hardtop, $700* (ps); 
conv., $605* (ps). 

’55 Monterey 2-dr., $300*; 4-dr., $275*; 
Montclair 2-dr. hardtop, $130*, 

OLDSMOBILE — ’61 F-85 4-dr., 

(ps). 

"60 (88) 
4-dr., 


$1,910* 


4-dr. 
$2,035* 


Holiday, $2,130* 
(ps); (98) conv., 


(ps); 
$1,- 


Hediste 


bap, 


ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Mtieies, Colorado 
Phone: SU 1-782! 

SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 








CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
big, quality auction. Thursdays. 


W. Palm Beach Fairgrounds. 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 


tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


Crossroads 


. . » Where they meet... 


buyers and sellers .. . new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


@© 1961, by Automotive News 





900* (ps). (ps). 

59 (98) 4-dr. Holiday, $1,615* (ps); | PLYMOUTH—’60 Belvedere (8) 2-dr., $1,- 
(88) 4-dr., $1,450* (ps). 140*; Savoy (8) 4-dr., $1,125, $750*. 
’57 (98) 4-dr. Holiday, $650* (ps). ’59 Suburban (8) 4-dr., $1,210* (ps), 
’56 (88) 4-dr. Holiday, $545* (ps), $455* $985* (ps); Belvedere (8) 2-dr., $825* 

(ps); 4-dr., $310* (ps); (98) 4-dr. (ps), $810* (ps), 
Holiday, $535* (ps); 2-dr. Holiday, ’58 Savoy (8) 4-dr., $640* (ps), $560* 
$320* (ps); (88) Super 4-dr., $310* (ps). 


MISCELLANEOUS—’59 Chevrolet (8) 1. 
ton panel, $750. 
’49 Ford (8) 1%-ton wrecker, $145. 


DANVILLE 


Danville Auto Auction, Sale every Wed- 
nesday, Prices are for sale of July 19. Only 
four weeks to the annual Dealer Feast 
Aug. 23. Sales are picking up as it nears, 


BUICK — ’54 RM 2-dr. Riviera, $275*; 
Super 2-dr. Riviera, $165*, 
CHEVROLET—’61 Corvair 700 (6) 2-dr., 
$1,600. 
"60 Impala (8) 4-dr., $1,675. 
’59 Biscayne (8) 4-dr., $840*, 
’57 Two-ten (8) 2-dr., $810*; Two-ten 
(6) 2-dr., $600. 
56 Two-ten (6) 4-dr. $360, $325. 
"55 Bel Air (8) 2-dr., $400*; conv,, 
$400*. 
"54 Two-ten 2-dr., $295; Bel Air (6) 
2-dr., $280* 


’53 Bel Air 2-dr., $250; sport coupe, $175; 
Two-ten 2-dr., "$1 40. 
52 Deluxe 2-dr., $350. 
’51 Deluxe 4-dr., $155. 
FORD—’60 Galaxie (8) 2-dr., 
*58 Fairlane 500 (8) 2-dr., $975* (ps), 
’57 Country Sedan (8) 4- dr., $585*; Cus- 
tom 300 (8) 2-dr., $535, $500. 
’56 Fairlane (6) 4-dr., , $475; Fairlane (8) 
4-dr., $335. 
54 Crest 2-dr. , $225*. 
"52 Custom 4-dr., $170. 
LINCOLN—’59 Premiere 2-dr. hardtop, $2,- 


(Continued on Page 34, Col. 2) 


$1,695. 


USED-CAR AUCTION DIRECTORY 


(maximum: three lines of type)—$5.00, 1-time; 


Listing $4.00, 13-times; $3.50, 52-times. Dis- 
(minimum space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For display Rates contact Want Ad 


Automotive News, Detroit 7, Michigan. 








MICHIGAN 


Sta t & Fa t r Minutes from New York City 


Auto Auction, Inc. | ~5 
OF GREATER DETROIT 
@ Open Daily 9-5, 


NEW JERSEY 





AUTO AUCTION 





SALE Mon. 9 am-11 pm 
EVERY for Auction 
TUESDAY Reservations. 
AT 11 A.M. | @ Checks & Titles 
Guaranteed. EXCLUSIVELY FOR AUTO DEALERS 





@ Auto Auction Report Weekly. 
@ Big Jackpot Cash Prize. 
@ Michigan's Fastest Dual Lane Sale. 


19745 Ralston, Detroit 3, Michigan 
(Near Woodward & State Fair Aves.) 


TO 9-4660 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 





NOW! ee AUCTION INSURANCE AGENCY, 
Every Tuesday, 11 a.m. Sirutnghem, Aieh ’ 
EVERY TUESDAY AT NOON! 
ON ROUTE 46 


CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 


N-A-D-E 
apa) 37 
OVER 


Aptco 
DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just / mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ "DUAL RING" 2 lines running simultane- 
ously, 
© Conveniently located in the heart of the 
automobile world 


Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers, 

Fair management, 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M, D. McCollum, pan Tenont and Manage 
3711 Western Road Phone CEdar 23181 


600 CARS|..>,. 


EVERY 


Junction ot Penna 
Route 206 Soutn 
20) en) ee em OL 


WEEK LANES 


Palen avail) xs 
Bordentown,.N 
+ AXminster 8-3400 








NEW YORK 






NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 
Albany 5, N. Y. 

Every Monday — || O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 












@eee 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


LU CA D, the Dealers’ Directory | TRON —A-1 Auto Auction, U.S. 224, 
to Leading Auto Auctions. PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 






















PENNSYLVANIA 





DON'T MISS THE BOAT 
PLAN TO ATTEND THIS 


16,000 


GIVE-AWAY 


MANHEIM 
AUTO AUCTION 


SEPTEMBER 14 and 15 


There's be surprises galore at our big 
16th Anniversary Sale . . . more oppor- 
tunities to buy or sell than you've ever 
had at one time before. Remember the 
dates—September 14 and 15— it'll be 


worth your while! 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
@- COME TO BUY 

@ COME TO SELL 

@ BUT COME TO 
Manheim Auto Auction's 
| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

J 


16th Anniversary Sale 
SEPTEMBER 14 and 15 


Plan now to hoist anchor and set your 


sails for action—watch for more details. 


FREE TICKETS 


for prize drawings 
start August 4 


You get a ticket for attending and 
an extra ticket every time 
you buy or sell a car. 





MANHEIM AUTO 
AUCTION, INC. 


Route 72 @ Manheim, Pa. 
MOhawk 5-2401 
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BALANGED 
Wneuhorvy 


NAAA 


For the price of one trip to the NAAA member nearest your dealership, 


you can get rid of surplus or slow moving automobiles at fair prices... 


under the ethical and high standards of auction practices established 
with National Auto Auction Association Members. At the same time 
you can purchase cars requested and needed at reasonable prices. So 


you profit as a buyer and seller in one trip. 


Only authorized car dealers can participate in an NAAA auction. And, 
at NAAA Auctions all checks and titles are guaranteed. Visit the next 


NAAA Auction nearest you. See the listing below for the location. 


2 FOR THE PRICE OF ONE— 





means balanced 
car inventories 
at all times! 





ALABAMA 

Dixie Auto Auction 

217 Gadsden Highway 
Birmingham (Mon. a Thurs.) 


ARIZONA 

Phoenix Auto Auction 
2201 Westward Blvd. 
Phoenix (Wednesday) 


CALIFORNIA 

Los Angeles Auto Auction 
8001 E. Garvey 

So. San Gabriel (Tuesday) 


Sacramento Auto Auction 
4304 W. Capitol Ave. 
West Sacramento (Thursday) 


COLORADO 

Colorado Auto Auction 
4285 S. Santa Fe Dr. 
Littleton (Tuesday) 


CONNECTICUT 

Southern Auto Sales 

Rt. 5 

Warehouse Point (Wednesday) 


FLORIDA 
St. Pete Auto Auction 


Pinelas County Airport 
St. Petersburg (Tuesday) 


West Palm Beach Auto Auction 
Palm Beach Fairgrounds 
West Palm Beach (Thursday) 


GEORGIA ° 


* Dixie Auto Auction 


1040 Brady Ave., N.W. 
Atlanta (Tuesday) 


ILLINOIS 

Arena Auto Auction 
8486 S. Chicago Ave. 
Chicago (Tuesday) 


NAAA MEMBERS SERVE DEALERS FROM COAST TO COAST 


Greater Chicago Auto Auction 
7750 S. Cicero Ave. 
Chicago (Thursday) 


INDIANA 

Dyer Auto Auction 
641 Joliet St. (Rt. 30) 
Dyer (Friday) 


Evansville Auto Auction 
2229 S. Kentucky Ave. 
Evansville (Thursday) 


Fort Wayne Speedway Auction 
220 W. California Rd. 
Fort Wayne (Tuesday) 


Indianapolis Auto Auction 
4300 West 10th St. 
Indianapolis (Wednesday) 


Midwest Auto Auction 
2202 W. Raymond St. 
Indianapolis (Tuesday) 


South Bend Auto Auction 
1208 E. McKinley Ave. 
Mishawaka (Wednesday) 


IOWA 

Central States Auto Auction 
211 S. Delaware 

Mason City (Wednesday) 


KENTUCKY 

Fred Brown’s Auto Auction 
2240 Bridge St. 

Paducah (Tuesday) 


LOUISIANA 

Capitol Auto Auction 
4365 Florida Ave. 
Baton Rouge (Friday) 


MARYLAND 

Bel Air Auto Auction 
U. S. Highway 1 

Bel Air (Thursday) 


MASSACHUSETTS 


Concord Auto Auction 
Hosmer Street 
Acton (Tuesday and Friday) 


MICHIGAN 

Aptco Auto Auction 

19241 Dix-Toledo Highway 
Melvindale (Wednesday) 


Flint Auto Auction 
3711 Western Rd. 
Flint (Wednesday) 


Grand Rapids Auctions, Inc. 
168 Chicago Drive 
Jenison, Mich. (Tuesday) 


Motor City Auto Auction 
18310 Telegraph Rd. 
Detroit (Monday and Thursday) 


MISSISSIPPI 

Big 4 Auto Auction 

706 Wilmington 

Jackson, Miss. (Wednesday) 


MISSOURI 

Floyd Hauhe Auto Auction 
1200 St. Charles Rack Rd. 
Bridgeton (Friday) 


Johnny Wood’s Auto Auction 
6200 Independence Ave. 
Kansas City (Tuesday) 


166 Auto Auction 
U. S. Highway 166 
Springfield (Mon. & Thurs.) 


Kansas City Automobile 
Auction Co. 

1100 Elmwood 

Kansas City (Wednesday) 


NEBRASKA 

Midwest Dealers Auto Auction 
919 S. 72nd St. 

Omaha (Thursday) 


NEW JERSEY 

National Auto Dealers 
Exchange, Rt. 206 South 

Bordentown (Wednesday) 


Skyline Auto Auction 
Route 46 
Caldwell Township (Txes.) 


NEW YORK 


Tim Anspach, Inc. 
1906 Central Ave. 
Albany (Monday) 


Syracuse Auto Auction 
La Fayette (Wednesday) 


Thruway Auto Auction 
2224 Union Rd. 
Buffalo (Tuesday) 


NORTH CAROLINA 


High Point Auto Auction, Inc. 


High Point, N. C. (Tuesday) 


Mann’ . Auto Auction Sales 
Route 
Raleigh, N. C. (Monday) 


E. M. Stafford, Inc. 
2615 Wilkinson Blvd. 
Charlotte (Wednesday) 


NORTH DAKOTA 


Tri State Auto Auction Co. 
3041 Front St. 
Fargo (Thursday) 


OHIO 

A-1 Auto Auction 
707 Waterloo Rd. 
Akron (Tuesday) 


Capital Auto Auction 
Ohio State Fairgrounds 
Columbus (Thursday) 


Dayton Dixie Auto Auction 
5345 North Dixie 
Dayton (Monday) 


PENNSYLVANIA 


Butler Auto Auction 
Pillow Street: 
Butler (Wednesday) 


Manheim Auto Auction 
Route 22 
Manheim (Friday) 


Pennsylvania Auto Dealers 
Exchange 

U. S. Route 111 

York (Wednesday) 


SOUTH CAROLINA 
Bruce’s Auto Auction 
New Buncombe Rd. 
Greenville (Thursday) 


Clanton’s Auto Auction 
Sales, Inc. 
Darlington, S. C. (Thursday) 


TENNESSEE 

Nashville Auto Auction 
1406 Lebanon Rd. 
Nashville (Wednesday) 


Powers Auto Auction Sales 
Bristol (Friday) 


Slaton Auto Auction 
Lenoir City (Mon. & Thurs.) 


Tri State Auto Auction 
Whitehaven (Thursday) 


UTAH 

Salt Lake Auto Auction 
3403 S. State St. 

Salt Lake City (Thursday) 


VIRGINIA 

Pens Aus Auction 
— way 1, 

Frederic sburg ( Wednesday) 


Windsor Auto Auction 
U. S. Highway 460 
Windsor (Thursday) 


WASHINGTON 

South Seattle Auto Auction 
10844 E. Marginal Way 
Seattle (Wednesday) 


Tri-City Auto Auction 
Pasco Airport 
Pasco (Thursday) 


WISCONSIN 


Tri State Auto Auction 
Cuba City (Thursday) 


Wausau Auto Auction 
Highway 29 
Wausau (Monday) 








SEE THE NAAA MEMBER NEAREST YOU AT YOUR EARLIEST OPPORTUNITY 


NATIONAL AUTO AUCTION ASSOCIATION 





Executive Office: 


803 SO. COLUMBIA ST., 
FRANKFORT, INDIANA 
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Canadian Firm 
To Supply Parts 
For S-P Engine 


HAMILTON, Ont.— Cooperation 
between Hamilton and Walkerville 
manufacturers has started to re- 
verse the flow of automobile com- 
ponents across the United States 
border. 

As the result of efforts initiated 
by Gordon E. Grundy, president, 
Studebaker-Packard of Canada, 
Ltd., to find Canadian sources for 
the parent company’s production at 
South Bend, Dominion Forge, 
Walkerville, will supply 50 percent 
of the connecting rod forgings for 
S-P’s ’62 six-cylinder models in the 
U. S. 

Negotiations have been started 
in other areas and samples of 
Canadian-made parts are being 
tested at South Bend. 

“We feel there is a very fair pos- 
sibility that the Canadian content 
of S-P models can be increased,” 
Ralph Wilson, S-P purchasing di- 
rector, said. 

“Canadian suppliers are equip- 
ped to handle the volume of pro- 
duction required at South Bend,” 
he said. 
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500* (ps). 

’53 Capri 2-dr. hardtop, $255*. 
MERCURY — '57 Monterey 2-dr. hardtop, 
$705*; Montclair conv., $650* (ps). 

’55 Montclair 2-dr., $225*. 


NASH—’54 Statesman (6) Custom 4-dr., 


$350, 

OLDSMOBILE — ’58 (88) 4-dr., $1,070* 
(ps). 

’5b5 (88) 4-dr. Holiday, $525* (ps); 4- 
dr., $400*, 

PLYMOUTH—’ 60 Savoy (8) 4-dr., $1,200*; 
Belvedere (8) 4-dr., $1,200*, $1,150, 
$1,135". 

’58 Plaza (6) 4-dr., $590*. 
’57 Savoy (8) 4-dr., $500*; Savoy (6) 
4-dr., $450. 
’56 Savoy (8) 4-dr., $335*, 
PONTIAC — ’59 Catalina 2-dr., $1,640* 


(ps). 
’55 Star Chief 2-dr., $295*. 
’54 Star Chief 4-dr., $190*. 

’53 Star Chief 4-dr., $235*, $110*; Chief- 
tain station wagon 4-dr., $105*. 
RAMBLER—’59 Deluxe (6) Cross Country 

4-dr., $900. 
MISCELLANEOUS — '56 Buick pickup 2- 
dr., $375. 
’52 Chevrolet pickup 2-dr., $235. 
’51 Chevrolet pickup 2-dr., $350, 


FLINT 


The Flint Auto Auction, Sale every Wed- 
nesday. Prices are for sale of July 19. The 
market in the area is strong on good clean 
cars. Sold 182 cars from 264 consignments. 
BUICK—’61 Invicta conv., $3,050* (ps); 


What do they 
have in common? 









PLYMOUTH—’61 Valiant (6) 2-dr., $1,- 
605. 
’57 Belvedere (8) 4-dr., $545*, $375*; 


PONTIAC—’60 Bonneville sport coupe, $2,- 


RAMBLER—’60 


MISCELLANEOUS — ’60 Chevrolet 


LeSabre conv., $2,925* (ps); 4-dr. 
hardtop, $2,800* (ps); 2-dr, hardtop, 
$2,625* (ps), $2,250* (ps). 
"60 LeSabre 2-dr, hardtop, $2,250* (ps); 
2-dr., $1,915* (ps). 
’59 Invicta 2-dr. hardtop, $1,675* (ps); 


LeSabre 2-dr, hardtop, $1,615* (ps), 
$1,400* (ps). 

58 Century conv., $1,085* (ps); Special 
4-dr., $745* (ps). 


57 Special 2-dr. Riviera, $650* (ps); 4° 
dr., $640* (ps). 


56 Century 4-dr. Riviera, $605* (ps); 
conv., $535* (ps), $505* (ps); 2-dr., 
$450* (ps). 


CADILLAC—’61 (62) conv., $4,500* (ps). 
’60 (62) conv., $3,825* (ps). 


"59 (62) Sedan de Ville, $2,850* (ps). 


CHEVROLET—’61 Impala (8) conv., $2,- 
600* (ps), $2,530* (ps); Corvair Monza 
(6), $2,115*, $2,050, $2,025, $1,975; Bel 
Air (6) 4-dr., $1,940. 

60 Bel Air (8) 2-dr. hardtop, $1,850, 
$1,710; 4-dr. hardtop, $1,750*; Bel Air 
(6) 4-dr., $1,710*; 2-dr., $1,650; Park- 


wood (8) 4-dr., $1,830* (ps); Impala 
(8) 4-dr., $1,815; Biscayne (6) 4-dr., 
$1,550; 2-dr., $1,500, $1,485, $1,475; 


Corvair (6) 700, $1,445*; 4-dr., $1,- 
350*, $1,300, $1,200, $1,180*. 

’59 Kingswood (8) 4-dr., $1,550*; Impala 
(8) sport sedan, $1,540* (ps), $1,535* 
(ps); 4-dr., $1,415* (ps); Parkwood 
(6) 4-dr., $1,415*; Bel Air (8) sport 
sedan, $1,400*, $1,385*, $1,300*; Bel 
Air (6) 4-dr., $1,340*, $1,225*; 2-dr., 
$1,230*; Brookwood (6) 4-dr., $1,175*; 
Biscayne (6) 2-dr., $1,020. 

758 Impala (8) conv., $1,265* (ps), $1,- 


050* (ps), $760*; Bel Air (8) 4-dr., 
$1,020*; 4-dr. hardtop, $1,000* (ps), 
$880*; 2-dr., $855*; station wagon 4- 
dr., $900*; Bel Air (6) 4-dr., $765; 
Biscayne (6) 4-dr., $900*, $780; Delray 
(6) 2-dr., $665; Two-ten (8) 2-dr., 
$760*, $715, $650; Two-ten (6) 4-dr., 


$725; station wagon 4-dr., $645; 2-dr., 
$645*, 

’56 Bel Air (8) 4-dr. hardtop, $700* (ps); 
Two-ten (8) 2-dr. hardtop, $560*; sta- 


tion wagon 4-dr., $530* (ps), $310*; 
One-fifty (6) station wagon 2-dr., 
$405*. 


DODGE—’61 Lancer (6) 4-dr., $1,670. 


"60 Dart (8) Phoenix 2-dr., $1,335*. 
’56 Coronet (8) conv., $400* (ps). 


EDSEL—’58 Citation 2-dr., $505* (ps). 
FORD — '60 Galaxie (8) conv., $1,885* 
(ps); Fairlane 500 (8) 4-dr., $1,350*; 


Falcon (6) 2-dr., $1,350*, $1,255, $1,- 
250, $1,210; 4-dr., $1,250. 

*59 Galaxie (8) 4-dr, Victoria, $1,515* 
(ps); 2-dr. Victoria, $1,485* (ps), 
$1,400*; Ranch Wagon (8) 4-dr., $1,- 
460*; Country Sedan (8) 4-dr., $1,455* 


(ps). 

’58 Fairlane 500 (8) 2-dr., $730*, $710*; 
conv., $570*; Custom (8) 4-dr., $705; 
Custom 300 (8) 4-dr., $655, $530. 

‘57 Fairlane 500 (8) conv., $705* (ps); 
2-dr., $435*; Country Sedan (8) 4-dr., 
$535*; Custom 300 (8) 4-dr., $400. 

56 Country Sedan (8) 4-dr., $415*; Fair- 
lane (8) 2-dr., $375*. 

*50 Custom (8) 2-dr., $425. 


MERCURY—’61 Comet 4-dr., $1,600. 


’57 Monterey conv., $740*, $550*; 2-dr., 
$445*; 2-dr. hardtop, $405*; Montclair 
4-dr., $400*. 


°56 Montclair 4-dr., $220* (ps). 


OLDSMOBILE — ’60 (88) 4-dr, Holiday, 
$2,400* (ps); 2-dr. Holiday, $2,315* 
(ps); (88) Super 4-dr., $2,205* (ps), 


$2,190* (ps). 

°59 (88) conv., $1,730* (ps); 2-dr., $1,- 
490* (ps). 

’57 (98) 2-dr. Holiday, $850. 


2-dr. hardtop, $280*. 


515* (ps), $2,460* (ps); 4-dr. Vista, 
$2,505* (ps); Catalina conv., $2,300* 
(ps); 4-dr., $2,055* (ps). 

*59 Bonneville 4-dr, Vista, $1,875* (ps); 
Catalina 4-dr., $1,450*; 2-dr., $725*. 

’56 Chieftain 4-dr., $405*. 

55 Star Chief 4-dr. Catalina, $725* 


(ps); Chieftain 4-dr., $600. 

American (6) Deluxe 4- 
dr., $1,020, 

’59 Super (6) 4-dr., $1,090*. 

’58 American (6) Super 4-dr., $770; De- 
luxe 4-dr., $675. 

"57 Deluxe (6) 4-dr., $450. 

¥%-ton 
Pickup, $1,255, 

’59 Ford %-ton pickup, $985. 

’58 Ford %-ton pickup, $645. 

’55 Chevrolet %-ton pickup, $255. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 


day. Prices are for sale of July 18, Al- 
though rain prevailed throughout the en- 
tire sale today, the number of consign- 
ments remained high, We had a lot of 
buyers present, so the sellers were getting 
top dollar on all units. 










BUICK—’59 Invicta conv., $1,540* (ps); 
Electra 4-dr. Riviera, $1,370*, 
’58 Super 4-dr. Riviera, $1,050* (ps), 
$860* (ps), 

. ° ® - * : = - 
Motorists who care for their cars . . . and serv- laa ee et ee 
. ’56 Special 4-dr., $425*, 
icemen who care for their customers . . . agree CADILLAC—’57 (62) 4-dr, hardtop, $1,- 
that WoLF’s Heap Oil is truly the finest of the +55 (62) 4-dr., $515* 
fine. There’s a reason—-WoLF’s HEapD is 100% 54 (62) 2-dr., $425* (ps). 


"53 (60) Special 4-dr., $350* (ps). 


Pure Pennsyivania, Tri-Ex refined three im- CHEVROLET—’61 Nomad (8) 4-dr., $2,- 
° . ° 240. 

portant extra steps and scientifically fortified for ‘60 Impala (6) sport coupe, $1,835*; Bel 

the finest engine protection. The result is un- ae 


’59 Bel Air (8) sport sedan, $1,365*. 
’58 Bel Air (8) sport sedan, $955* (ps); 
Bel Air (6) 4-dr., $855*; Biscayne (8) 


common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 


. 4-dr., $840* (ps); Delray (8) 2-dr., 
quality. That’s why many motorists who care $705*. ; 
57 Bel Air (8) 4-dr., $965* (ps); Bel 


for their cars insist on WOLF’s HEaD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


Air (6) 2-dr., $600; Two-ten (8) sta- 
tion wagon 4-dr., $525*, 

’55 Bel Air (8) station wagon 2-dr., 
$4107. 

'54 Bel Air (6) 2-dr., $245. 

’53 Bel Air (6) 4-dr., $195, 





CHRYSLER—’55 NY 3-dr. ardtop, $550* 
3 °NY 4dr. $125* (pe) 
"5 -dr., 
WOLF’S HEAD OIL REFINING CO. DeSOTO—'59 Firedome 2-dr, hardtop, $1,- 
435* ( 
56 Fireflite 2-dr, hardtop, $565* (ps), 


OIL CITY, PA. 





Metropolitan—’60 2-dr., 


$555* (ps), 
’55 Firedome 4-dr., $265* (ps), 
DODGE — '57 Suburban (8) 2-dr., 
(ps); Coronet (8) 4-dr., $400, 
55 Royal Lancer (8) 2-dr., $415*, 


FORD—’61 Thunderbird (8) 2-dr. hard- 
top, $3,725* (ps); Galaxie (8) 2-dr., 
$2,365* (ps), $2,265*; Falcon (6) sta- 
tion wagon 2-dr., $1,750*. 

’60 Galaxie (8) starliner, $1,760* (ps); 
2-dr., $1,615* (ps); Fairlane 500 (8) 
2-dr., $1,275; Falcon (6) 4-dr., $1,265. 

59 Thunderbird (8) 2-dr. hardtop, $2,- 
400* (ps); Galaxie (8) 2-dr, Victoria, 
$1,465*; Fairlane (8) 4-dr., $1,275* 
(ps); Fairlane (6) 4-dr., $720; Coun- 
try Sedan (8) 4-dr., $1,000*, 

’58 Thunderbird (8) conv., $1,965* (ps). 

’57 Fairlane 500 (8) -dr, Victoria, 
$800* (ps), $615; conv., $590*, $575*; 
Ranch Wagon (8) 2-dr., $475*; Custom 
(8) 4-dr., $485. 

IMPERIAL—’ 57 Crown 4-dr, hardtop, $1,- 


$630* 


440* (ps). 
LINCOLN—’54 Capri 2-dr., $250* (ps). 
’49 2-dr., $200*. 
MERCURY—’57 Montclair 4-dr, hardtop, 
$450* (ps). 


56 Medalist 2-dr., $475. 
OLDSMOBILE—’60 (88) Super 2-dr. Holi- 
day, $2,465* (ps), $2,365* (ps); 4-dr., 


$2,350* (ps). 

59 (88) Super 4-dr, Holiday, $1,750* 
(ps). 

’57 (98) 4-dr., $750* (ps); (88) 4-dr., 


$690*; conv., $600* (ps); 2-dr., $575*. 
’55 (88) 4-dr., $440*. 
’54 (88) Super 4-dr., $340*, 
PLYMOUTH—’59 Suburban (8) Custom 4- 
dr., $950*; Belvedere (6) 2-dr., $650. 
’57 Plaza (8) 4-dr., $335*, 
"56 Savoy (8) 2-dr., $375*. 
MISCELLANEOUS—’57 GMC ¥%-ton pick- 
up, $555*. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday, Prices are for sale of July 20. 
The weather was hot and so was the sale. 
Sold 402 cars from 594 consignments, 
BUICK—’61 LeSabre 4-dr., $2,580* (ps). 


’60 LeSabre conv., $2,500* (ps); 2-dr. 
hardtop, $2,345* (ps), $2,250* (ps). 
’*59 Electra conv., $1,830* (ps); 4-dr. 
Riviera, $1,565* (ps); LeSabre 4-dr. 
hardtop, $1,570* (ps); conv., $1,485* 

(ps). 

’58 RM conv., $1,355* (ps); 2-dr. Rivi- 
era, $795* (ps); Super 4-dr., $1,000* 
(ps); 4-dr. Riviera, $875* (ps). 

57 Super 2-dr. Riviera, $835* (ps), 


$750* (ps), $625* (ps); 4-dr, Riviera, 
$705* (ps), $605* (ps); Century 4-dr. 
Riviera, $545* (ps). 

’56 RM 2-dr. Riviera, $570* (ps); Super 
2-dr. Riviera, $535* (ps); conv., $345* 
(ps); Special 2-dr, Riviera, $365* (ps). 

CADILLAC—’61 de Ville 2-dr. hardtop, 
$4,925* (ps); (62) conv., $4,720* (ps), 
$4,150* (ps). 

’60 Eldorado conv., $4,600* (ps); (62) 
4-dr., $3,775* (ps); de Ville 2-dr. 
hardtop, $3,050* (ps), 


Model Breakdown 
Of Auction Averages 








July, June, May, 
Model 1961 1961 1961 
__. RS $2,359 $2,360 $2,438 
1960............ 1,827 1,887 1,900 
ee 1,448 1,444 1,465 
OUR scckstb53<0 968 983 9389 
a 655 662 649 
PB vsdksvcsocs 412 422 427 
| IA 315 330 314 
I sccsvcsonss 207 200 220 
Overall ———-  _———. 
Average $1,024 $1,036 $1,050 





’59 de Ville 4-dr. hardtop, $2,950* (ps); 
(62) conv., $2,765* (ps), $2,510* (ps); 
4-dr., $2,965* (ps); (60) Special 4-dr, 


$2,245* (ps), 
"58S (62) conv., $2,100* (ps), $2,050 
(ps), $1,795* (ps); Coupe de Ville, 
$2,000* (ps), $1,800* 


$2,070* (ps), 
(ps). 

’57 Eldorado conv., $1,575* (ps); 
conv., $1,575* (ps), $1,550* (ps); 
Special 4-dr., $1,465* (ps). 

’56 (62) Coupe de Ville, $1,100* (ps). 

CHEVROLET—’61 Corvette (8) conv., $3,. 
325; Impala (8) sport coupe, $2,400* 
(ps), $2,250, $2,225; Bel Air (8) sport 
sedan, $2,075*. 

’60 Impala (8) sport coupe, $2,005* (ps), 
$1,900* (ps), $1,880*, $1,850*; sport 
sedan, $1,790*; Parkwood (6) 4-dr,, 
$1,800*; Bel Air (8) sport sedan, §1,. 
495*; Biscayne (8) 4-dr., $1,240*; Cor. 
vair 700 (6) 4-dr., $1,110, 

"59 Impala (8) sport coupe, $1,505, $1,. 
420*; Impala (6) sport sedan, $1,320, 
$1,185, $1,085, $960; Bel Air (6) 4-dr,, 
$1,230, $1,185, $1,085; sport sedan, 
$1,135*; Brookwood (6) 4-dr., $970*. 

’58 Bel Air (6) sport sedan, $1,145*; Bel 
Air (8) sport sedan, $810*, $690*; 4. 
dr., $700*; Impala (8) sport coupe, 
$1,090*; Yeoman (8) 4-dr., $980*; Bis. 
cayne (8) 4-dr., $910*; 2-dr., $865*, 
$830*. 

’57 Bel Air (8) sport sedan, $900*; cony,, 
$900* (ps); sport coupe, $790*, $685*; 
station wagon 4-dr., $655*, 

’56 Bel Air (8) station wagon 4-dr,, 
$625*; sport coupe, $305*, $300*; Bel 
Air (6) 4-dr., $446*; ‘Two-ten (6) sta- 
tion wagon 4-dr., $480, 

CHRYSLER — ’60 Windsor 4-dr., $1,955* 
(ps). 

’59 Windsor 4-dr., $1,495* (ps). 

’58S Saratoga 4-dr. hardtop, $300* (ps), 


(62) 
60) 


’57 Saratoga 2-dr. hardtop, $1,005* 
(ps); 4-dr., $775* (ps); Windsor 4-dr., 
$610* (ps); NY 4-dr. hardtop, $420* 


(ps). 
’56 Windsor conv., $600* (ps), 
DeSOTO—’59 Adventurer 2-dr. 
$1,740* (ps). 
’57 Fireflite 2-dr. hardtop, $465*, 
DODGE—’60 Dart (8) Polara 2-dr, hard- 
top, $1,735* (ps); Pioneer (8) station 
wagon 4-dr., $1,670* (ps), $1,600* 
(ps); 2-dr, hardtop, $1,450. 
EDSEL—’58 Ranger 4-dr. hardtop, 


hardtop, 


$620* 


(ps). 
FORD—'61 Thunderbird (8) 2-dr. hardtop, 
$3,575* (ps), $3,510* (ps), 

’60 Ranch Wagon (8) 4-dr., $1,575* 
(ps); Ranch Wagon (6) 4-dr., $1,365*; 
Galaxie (8) starliner, $1,575*; 2-dr, 
Victoria, $1,490; Fairlane 500 (8) 4. 
dr., $1,485*, $1,365*, $1,355*; Fairlane 


(8) 4-dr., $1,250*; Falcon (6) 4-dr., 
$1,200. 
’59 Galaxie (8) conv., $1,500*, $1,475* 


(ps); 2-dr, Victoria, $1,445; 4-dr. Vic- 
toria, $1,430*; Ranch Wagon (6) 2-dr., 
$930. 

’58 Fairlane 500 (8) conv., $855*; 2-dr, 
Victoria, $775*, $755*; Fairlane 500 
(6) 2-dr., $730*; Ranch Wagon (8) 2- 
dr., $605*; Custom 300 (6) 
$400*. 

’57 Country Squire (8) 4-dr., $815* (ps); 
Fairlane 500 (8) skyliner, $800*; 2-dr, 
Victoria, $450*; Custom 300 (8) 4-dr., 
$595, $550; Ranch Wagon (8) 2-dr., 
$515* (ps). 

’56 Custom (6) 4-dr., $350*. 

LINCOLN—’61 Continental conv. 4-dr,, 
$5,290* (ps); 4-dr, hardtop, $5,050* 
(ps). 


60 Premiere 4-dr, hardtop, $2,660* (ps). | 
$2,800* | 


’59 Continental Mark IV conv., 
(ps); 4-dr, hardtop, $2,510* (ps). 


’58 Premiere 4-dr, hardtop, $1,600* (ps). fF 


(ps). 
hardtop, 


’57 Premiere 2-dr, hardtop, $815* 
MERCURY—’60 Montclair 2-dr. 
$1,740* (ps), $1,580* (ps), 
’59 Monterey 4-dr, hardtop, $1,010* (ps). 

58 Monterey conv., $1,000. 


57 Montclair 2-dr. hardtop, $840* (ps); |) 
(ps); | 


Monterey 4-dr. hardtop, $625* 
(Continued on Page 36, Col. 2) 


Used Import Car Prices 


Albany 
Jaguar—’56 XK140 2-dr., $650. 
Vauxhall—’60 Super 4-dr., $820. 


Volkswagen—’60 Microbus, $900. 


Bordentown, N, J. 
MG—’60 conv., $1,575. 
Peugeot—’ 60 4-dr., $1,025. 
Skoda—’58 2-dr., $225. 
Taunus—’59 station wagon 
Vauxhall—’59 4-dr., $700. 
Volkswagen—’60 2-dr., $1,260. 

’59 Microbus, $460, 


Caldwell, N. J. 

MG—’59 2-dr. roadster, $1,110. 
Opel—’59 station wagon 2-dr., $840. 
Renault—’60 Dauphine 4-dr., $690. 
Simea—’58 Aronde 4-dr., $310. 
Volkswagen—’61 Kombi, $1,330, 

’59 Microbus, $350, 

’57 Microbus, $385, 

Chicago 
Hillman—’59 Deluxe station wagon 4-dr., 
$580. 

MG—’58 roadster, $1,000. 
Renault—’59 Dauphine sunroof, $520, $325. 
Simeca—’59 Aronde station wagon, $545. 
Volkswagen—’60 Microbus, $1,360*, 

’58 2-dr., $840; sunroof, $800, 


Danville, W. Va. 
Fiat—'59 4-dr., $390. 


Daytona Beach, Fla. 


$900. 

Opel—’58 2-dr., $470. 
Renault—’60 4-dr., $665. 
Triumph—’59 TR-3 conv., 

’58 TR-3 conv., $750, 
Volkswagen—’61 Karmann-Ghia convy., $1,- 

870; 2-dr., $1,490, 
’60 conv., $1,045, 
’56 2-dr., $655, 


Detroit 


2-dr., $500. 


$900, 


English Ford—’60 2-dr., $815. 
Jaguar—’56 roadster, $680. 


Fargo, N. D. 


MG—’58, $1,020. 
Simca—’59 4-dr., $615. 
Vokkswagen—’60 4-dr., $1,095. 


Lafayette, N. Y. 


Volkswagen—’'60 Karmann-Ghia 2-dr., $1,- 


410. 
Los Angeles 


Austin-Healey—’56 roadster, $850. 
Borgward—’ 57 
Porsche—’59 1600 2-dr., $2,450, 


2-dr., $450. 





Simca—’59 Aronde 4-dr., $455. 
Thames—’60 Super 4-dr., $530. 
Vauxhall—’59 Super 4-dr., $530, 


Volkswagen—’60 Karmann-Ghia conv., 
$1,350. 
Volvo—’60 2-dr., $1,100. 
’58 2-dr., $650, 
Manheim 
Alfa-Romeo—’60 roadster, $2,325. 
Austin-Healey—’60, $2,130; conv., $1,975. 


Citroen—’61 4-dr., $880. 
’59 4-dr., $250, 
Fiat—’61 station wagon 4-dr., $475, 
60, $750, 
English Ford—’59 4-dr., $560. 
Jaguar—’59 150X conv., $1,480. 
MG—’61 MGA 4-dr., $1,600. 
’58 conv., $1,000, 
Mercedes—’59 SL 300, $4,850; 219, $1,790. 
’58 210 4-dr., $1,435. 
Opel—’59 station wagon, $1,000, $990. 
’58 4-dr., $740, 
Peugeot—’61 4-dr., $1,525. 
Porsche—’59 roadster, $2,050. 
Simca—’59 4-dr., $470. 
Sunbeam—’59 2-dr. hardtop, $900, 
Vauxhall—’59 4-dr., $695, $560. 


Volkswagen—’61 2-dr., $1,630, $1,590, $1,- 
575, $1,480, $1,440, $1,430; sunroof, 
$1,500. 


’60 Karmann-Ghia, $1,690, $1,620. 


’5b9 sunroof, $1,210, $1,050; 2-dr., $1,- 
200, $1,030. 
’58 sunroof, $1,200, $875; 2-dr., $870. 


’57 sunroof, $700, 
Volvo—’59 2-dr., $1,060. 


Warehouse Point, Conn. 
Renault—’59 Dauphine 4-dr., $435, $300. 
Volkswagen—’58 2-dr., $750. 

West Palm Beach, Fla. 


English Ford—’61 2-dr., $790. 
60 2-dr., $675, 


Fiat—’58 Spyder roadster, $900; 1100 4- 
dr., $365, 
Goliath—’59 station wagon 2-dr., $325, 
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‘Yes,’ Says Would-Be Buyer ... 
a 


Have Auto Salesmen Vanished? 


whom I finally talked didn’t both- 
er to ask my name so they could 
follow up the prospect who was 
sufficiently interested to come to 
the showrooms. Eight of these 

11 didn’t even bother to give me 

their cards. How upstage can you 

get? 

The dealer who sold me my pres- 
ent car remembered my face but 
not my name. That was _ under- 
standable; he hadn’t seen me in 
four years. He didn’t have the stock 
two-door model I thought I might 
want now, but he said he would 
phone me when it came in. He 
never called me, and I’m not sur- 
prised. When I gave him my name 
and phone number, he made no ef- 
fort to write them down. 

In 11 of the 17 dealerships, the 
dealers had to look up the answers 
to simple questions I asked about 
such rudimentary specifications as 
length, width and height, In three 
cases, they couldn’t find them, 

Eight of the 17 dealers said they 
couldn’t give me a ride in their new 
models. In three places they had 
no demonstrator available. How 
can you sell a new car without a 
sample? 

In the other five instances, I was 
told that new insurance regulations 
forbade the dealership’s letting a 
customer try out the car in which 
he was ready to invest thousands of 
dollars. If the sewing machine and 
vacuum cleaner industries refused 
to let prospects try the machines 
they were selling, they’d go out of 
business overnight. 

But Detroit has got so far 
away from its customers, and so 
busy lobbying with the insurance 
companies for this kind of leg- 
islation, for mandatory seat belts, 
for enforced car obsolescence, for 
more highways, etc., that it has 
lost sight of the rudimentary re- 


(Evitor’s Note: The experiences 
recounted below are those of 
Walter F. Kohn, marketing coun- 
sel, Croton-on-Hudson, N. Y. He 
formerly was director of market- 
ing and sales promotion for 
Erwin, Wasey & Co. His experi- 
ences are printed here so that 
dealers may see themselves as 
others do.) 
























































* * 
All our highways are sprouting 
g4-shect billboards urging me to 
Go GET THAT NEW CAR NOW. 
Well, I’m not getting it. Not that 
I didn’t try, earlier this year. 
And probably 
harder than I 
should have, 
harder than most 
people would. 
But somebody 
goofed: Deal- 
ers and salesmen, 
certainly, Most of 
all, in my opinion, 
the boys in De- 
troit. 
i In fact, if my 
Walter F. Kohn experience is typ- 
jeal, those whose business should 
be selling new cars seem to be 
working overtime discouraging cus- 
tomers and turning them away. 
America’s largest industry may be 
rotting at the roots for want of 
nourishment, for want of its daily 
pread—retail sales. 

If I blame the industry for this, 
its because Detroit is so used to 
thinking in terms of mass produc- 
tion that it seems to think too 
much in terms of mass selling. It’s 
as if the untold millions it spends 
jn advertising assumed that adver- 
tising alone is enough, with no per- 
sonal effort required to move new 
cars off the showroom floors. 

Let’s face it: Selling six million 
new cars a year means six million 
INDIVIDUAL jobs of selling one 
car, to a SINGLE customer, at 
ONE time, in ONE place. 

Let’s not forget that I, and every 
other prospect, has the power to 
say yes or no to a new-car sale; 
and that if we aren’t properly sold 
by a dealer or his salesman, our 
answer will be no, with the conse- 
quences Detroit complains about. 

Yll forestall criticism at the 
outset by saying I wasn’t shop- 
ping around for the best deal I 
could get. In only four of the 27 
calls I made did the conversation 
get that far. And in those four 
cases I didn’t try to haggle, be- 
cause I didn’t like the cars in- 
volved. 

In every case I said right off that 
if I bought, I would pay cash. 
While I’m told that many dealers 
are pinched for ready cash, this 
offer didn’t seem to interest a 
single one of them. 

Let me say, too, that I called on 
only 17 retailers, but had to call on 





Air Conditioner in VW— 


Fine points of installing an Artic-Kar 
“Le Mans" air conditioner in a Volks- 
wagen is explained by Bill Anglin, right, 
president of Capitol Refrigeration, Inc., 
Dallas, to his executive director of sales, 
Don Gilmore jr. VW installation takes ap- 
proximately seven hours to complete. 


ArtioMar Chief 
Needs No Help on 
Product Details 


DALLAS.—Bill Anglin’s being a 
“shirt sleeves” president (of Capitol 
Refrigeration, Inc.) is one of the 
main reasons for Artic-Kar auto 
air conditioning being a favorite 
among distributors, dealers and 
owners of imported cars. 

Anglin’s fascination for air- con- 
ditioning and manufacturing has 
resulted in first-hand experience in 
every type of installation. 

As a result, Anglin knows that 
a Volkswagen installation should 
take approximately seven hours to 
complete; that a Vauxhall under- 
dash takes four hours; a Mercedes 
300-SL convertible built-in requires 
30 hours, and a Jaguar 2.4 under- 
dash needs 9% hours. This informa- 
tion is invaluable to dealers in ar- 
riving at the proper pricing of in- 
stalled Artic-Kar air conditioners. 

Anglin’s firm builds four basic 
models of air conditioners, (with 
dozens of variations and adapta- 
tions), for virtually every make 
and model of American car and for 
66 models of imports. 


In six cases I had to make a sec- 
ond trip because on my first call 


what I wanted to know about the 
new models—only shop mechanics, 
who in every place couldn’t tell me 
when the salesperson would be in, 
knew little or nothing about the 
new models and weren’t interested 
whether I came back or not. 

Icalled at another showroom 
four times before I found the own- 
er-salesman on the job. If I hadn’t 
left my phone number with a me- 
chanic with the request that the 
dealer call me, he would never have 
known that I—or any other pros- 
pect—had dropped in. 

Besides, all my calls were made 
in the daytime — 20 of them on 
Saturdays, which I’m told is the 
best day of the week for selling 
hew cars and certainly a day when 
anyone interested in selling them 
Should be in the showroom, ready 








Eleven of the 17 dealers to 
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quirements of making its own 

sales. 

The industry must spend untold 
millions on these and other vagar- 
ies classifying as “public relations.” 
But isn’t the most important of all 
“public relations” the wooing and 
winning of customers in the show- 
room? 

While six of the 17 dealers ac- 
tually took my name, only four of 
them followed up my call. Signifi- 
cantly, three of the four were ag- 
gressive go-getters selling foreign 
cars. In the fourth case, the teen- 
age salesman called me two hours 
after I left the showroom, This was 
the conversation: 

“This is Frank.” 

“Frank who?” 

“Frank P. . How about it.” 

“How about what?” 

“The car I showed you this after- 
noon?” 

“I told you I still had a few other 
makes I wanted to see.” 

i) a 

He hung up, and I never heard 
from him again. Obviously a green 
kid, I said to myself, unschooled in 
the technique of handling a pros- 
pect. Did his boss know how the 
kid was handling customers? Prob- 
ably not. 

Going over all my calls, I won- 
dered how much sales training 
ANY automobile salesman — or 
dealer — gets. Precious little, I 
should guess, and certainly not 
enough. And I wonder: Is retail 
selling an art we have repudiated 
in our zeal to worship a false mer- 
chanistic god we call self-service? 

The net of my experience is 

that I’ve decided to keep the car 
I have. I’ve had her repaired for 
less than $100 and will run her 
until she stops. When that hap- 
pens, instead of buying a new 
car, Pll hire taxis or rent cars 
when I need them. I may save 
myself a lot of money and head- 
aches. 

My decision is not unique. Others 
I know have reached the same de- 
cision, thanks to experiences like 
mine. 

Who is responsible for this con- 
temptuous indifference to custom- 
ers? 

I’m afraid it’s the industry itself. 
Its thinking seems so conditioned 
to mass production and mass sell- 
ing that it has forgotten how to sell 
an INDIVIDUAL car — all that 
most customers buy—to ONE cus- 
tomer. 

Detroit may say that retail sell- 
ing is the dealer’s job, but other 
industries — soap, cigarets, cos- 
metics, liquor, business machines 
and dozens of others — discarded 
that antiquated attitude decades 
ago, either by employing mission- 
ary men or by indoctrinating their 
salesmen in the techniques of edu- 
cating retailers and their salesmen 
in the best means of increasing 
the retailer’s sales. Or even by 
doing both. 

In the many products I have 
helped to success, educating retail- 
ers in the art of. selling the last 
item of his inventory to the last 
possible consumer has been a con- 
tinuing part of every marketing 
program I ever created. 

Because new retailers are con- 
stantly replacing older ones who 
drop out and because the turn- 
over of retail salesmen is even 
greater than that of retailers, 
manufacturers must constantly 
teach the dealer’s sales crews, if 
only to insure their own success. 

A sales manager to whom I re- 
cently propounded this elementary 
principle objected, “That’s all right 
for salesmen working on a salary, 
or on salary and commission,” he 
said, “but what would you do with 
a lot of straight-commission men? 

“They’re drifters, part-timers, 








S-P Appoints Manager 


Of Western Retail Stores 


SOUTH BEND.—Hale J. Anders, 
Tulsa, has been appointed West- 
ern manager of Studebaker-Pack- 
ard Corp.’s retail stores, according 
to Frank J. Suslavich, general sales 
manager of S-P’s Automotive Divi- 
sion, 

Anders has been store manager 
for Fred Jones, Inc. (Ford), Okla- 
homa City, since 1946. Earlier, he 
was retail sales manager for Fred- 
rickson Tire Co., Oklahoma City. 





kitchen equipment, pianos, real 
estate and other things on straight 
commission often get intensive 
training courses, Securities sales- 
men have to take courses lasting 
for weeks. In some states and busi- 
nesses, salesmen must be licensed 
before they are permitted to sell. 

And I’ve recently met some en- 
cyclopedia salesman who were ad- 
mitted failures until a new and en- 
terprising district manager took a 
personal interest in them and 
showed them how to get results by 
organizing and improving their 
own efforts. Now they’re proud of 
their new achievements, inspired 
by their success, looking to a fu- 
ture they never dreamed could be 
theirs. 

If the automobile industry has 
S Wsacs recently trained any of its deal- 

“Look, write up the man’s | ers or their salesmen in the pri- 
order, then yawn.” mary technique of selling one car 
to one customer—which igs all 
that retailing comes down to—its 
training didn’t percolate down to 
any of the dealers or salesmen I 
met. 

On the contrary, I see a growing 
resentment among consumers who 
feel that if their businesg isn’t 
worth more selling effort than the 
contro] them.” automobile industry gives it, the 

I disagree. industry deserves to get stuck with 

Men who sell roofing, insurance,! its own new cars. 


Ee 

Who among you has 
the ambition, experience 
and drive to spearhead 
our reorganized new car 
sales and dealer rela- 
tions programs? 





gamblers, alcoholics, misfits and 
mavericks who won’t do what you 
tell them. Irresponsible louts in- 
terested only in a fast buck, who 
often can’t find other jobs. They’re 
hopeless. When you pay them noth- 
ing but a commission, you can’t 








If you are anxious to put your ideas and talent 
to work in a challenging senior executive posi- 
tion with an outstanding opportunity for per- 
sonal and monetary reward then you could 
the man we’re seeking. 


As one of the largest, most successful manu- 
facturers of imported cars, we’re right in the 
midst of the revolution that’s taking place in 
our market. We’re regearing our sales and mar- 
keting organization to meet the challenges and 
the changes. Our current sales picture is satis- 
factory; we’ve weathered the storm. But we are 
not content to sit still. We have aggressive 
plans for capturing an ever-increasing share of 
market. 


We have the hot cars to do it. We have the 
years and years of experience in this country 
to do it. We have the money and the determi- 
nation. 


What we need is a smart, aggressive automo- 
tive “pro” to spark our sales force and nearly 
400 active dealers in the Eastern half of the 
country. His title will be Eastern Sales Man- 
ager. He’ll be the Number Two man, reporting 
only to the chief executive of our company. 


Right now, he’s probably a zone or senior 
regional manager for one of the large U. S. auto 
manufacturers. He’s working in the field with 
dealers and selling cars. He is experienced in 
setting sales goals and has a record of achiev- 
ing them. He knows how to get good new deal- 
ers and improve existing ones. He’s restless, 
ambitious, tough and aggressive. He’s proud 
and wants the opportunity to put his personal 
stamp on a successful operation that he’s plan- 
ned and supervised. 


The salary is in keeping with the great re- 
sponsibility. The location is metro New York. 
The time is NOW. All replies will, of course, 
be kept in strictest confidence. If you are our 
man, write to Box AN-15, Automotive News, 
Detroit 7. 
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$1024.00 
Plus Gross 
Profit Monthly 


In each two stall area of your service 
department, large or small, with no add- 
ed fixed expense. Give your customers 
what they now are demanding. 


SERVICE WHILE 
YOU WAIT 


Recover 85%, of re service business now 
in the hands of independents and gas 
stations. 


We have been in the business of improv- 
ing service operations since 1938. Our bro- 
chure covers in detail the practical appli- 
cation of service while you wait, and pro- 
cedure time study, how to work mechanics 
as a team, advantage of salary with profit 
sharing as against flat rate, unit repair 
department, a complete concise explana- 
tion your service manager can apply. 


BROCHURE $15.00 
Send Check and Order to 


I. C. S. A. DIVISION 


2170 S. Canalport Ave., Chicago 8, Ill. 

























LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 










Model SP shown fits ALL Sports Cars 
List $19.95. Dealer Cost—$]].97 


Clamp-ons fr $14.85 
eos for Details = Your tke 


CAMELL °° 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 
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MORE 
THAN 


BEFORE 
kk * 


1961 Edition 


You'll find ‘more than before’”’ in the 
new edition of Martin H. Bury’s popular 
book, “‘The Automobile Dealer.” 

More facts; more figures; more “in 
depth” information on more phases of 
vital interest to every dealer. 

You'll also find more sections, includ- 
ing those dealing with Formulas for 
Profit (applicable to each department), 
recommended labor union procedures, 
tested collection methods, and many 
new operating ideas. 


AUTOMOBILE 















320 pages, $6.30 postpaid. 





if after 10 days you are nof con- 
vinced that this book is a valuable 
permanent reference, return it and your 
money will be refunded. 










——-—-----------F4 


| PHILPENN PUBLISHING COMPANY | 
| 1750 N. Broad St., Philadelphia 21, Pa. | 


Send copy (copies) of the new Book, | 
| “The Automobile Dealer" 


| ( Check enclosed at $6.30 each 
(CO Send books C.O.D., plus postage 





| Name— ‘de 


| Street. 
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Used-Car Auction Prices 


(Continued from Page 34) 


’567 Belvedere (8) 4-dr., 
Plaza (6) 4-dr., $355, 
’56 Plaza (6) 4-dr., $165, 
’55 Belvedere (8) Suburban, $435. 


4-dr., $605*, $550*, $420*; 2-dr, hard- $600* 
top, $340*, 

OLDSMOBILE—’61 (88) station wagon 4- 
dr., $3,400* (ps); 2-dr, Holiday, $2,- 
900* (ps); 4-dr., $2,720* (ps); (98) 4- 
dr, Holiday, $2,915* (ps); F-85 4-dr., 
$2,200*. 

"60 (98) conv., $2,625* (ps); 4-dr. Holi- 
day, $2,300* (ps); (88) 2-dr. Holiday, 
$2,575* (ps), $2,350* (ps), $1,750* 
(ps); conv., $2,200* (ps), 

’59 (88) 2-dr, Holiday, $1,875* (ps), $1,- 
775* (ps), $1,740* (ps), $1,675* (ps), 
$1,640* (ps), 

’58 (98) conv., $1,450* (ps); 4-dr. Holi- 
day, $1,365*, $1,135* (ps); 2-dr, Holi- 
day, $1,190* (ps); (88) 2-dr. Holiday, 
$1,365* (ps), $1,135* (ps). 

’57 (98) 4-dr., $725* (ps); conv., $680* 
(ps); (88) 2-dr, Holiday, $650* (ps), 
$540* (ps); 4-dr. Holiday, $445*. 

’56 (88) 2-dr, Holiday, $525* (ps), 

PLYMOUTH—’60 Fury (8) conv., $1,550* 

(ps); Belvedere (8) 4-dr., $1,405*; 

Suburban (8) Custom 4-dr., $1,190. 

’59 Belvedere (8) 4-dr., $875*, $715*; 2- 

dr., $720; Savoy (8) 4-dr., $865*, 












175* (ps); Catalina 4-dr., $1,950* (ps), 
$1,925* (ps). 

’59 Catalina 4-dr., $1,475* 
$970*; 2-dr. Catalina, $645* 


dt., $135*. 
’53 Chieftain 4-dr., $105* 


Cross Country, $1,025, 

’57 Super (8) 4-dr., $560. 
MISCELLANEOUS—’59 Studebaker pick- 
up, $990; Dodge %-ton pickup, $900. 

’55 Ford %-ton pickup, $610, 

’54 Chevrolet 2-ton truck, $475, 

’53 Chevrolet 
%-ton pickup, $370, $355, $350; GMC 
¥%-ton pickup, $245; International %- 
ton pickup, $205, 


WEST PALM BEACH, FLA. 


$820*. Z West Palm Beach Auto Auction, Sale 
’58 Belvedere (8) 2-dr, hardtop, $930*,| every Thursday, Prices are for sale of 
$545*; Suburban (8) 4-dr., $690*,| July 20, Buyers were paying good prices 
$680°*. for ready to sell merchandise, Today’s sale 


’56 Belvedere (8) 4-dr., $285*, 
PONTIAC—’60 Catalina Safari 4-dr., $2,- 
435; 4-dr., $1,790*; Ventura 4-dr. Vis- 
ta, $2,375* (ps). 


showed an increase of cars registered from 

a large area of Florida, 

BUICK—’59 Invicta 2-dr, hardtop, $1,400* 
(ps). 





"59 Catalina Safari 4-dr., $1,790*; sport ’58 Super 2-dr. Riviera, $1,050* (ps); 
coupe, $1,825* (ps), $1,780* (ps); 4- Century Estate Wagon 4-dr., $975* 
dr., $1,450* (ps); Star Chief 4-dr., (ps). 
$1,860*. ’57 Super 4-dr, Riviera, $675* (ps); Spe- 





’58 Star Chief 4-dr, Catalina, $1,175* 
(ps); Bonneville 4-dr. Catalina, $1,- 
065* (ps); Chieftain 4-dr, Catalina, 
$895* (ps), $880* (ps), 

’56 Chieftain 2-dr, Catalina, $400*, $115* 
(ps). 

RAMBLER—’60 Super (6) 4-dr., $1,350*; 
American (6) Custom 4-dr., $1,025. 
’59 Custom (6) station wagon 4-dr,, $1,- 
180, $1,020; Super (6) 4-dr., $1,080, 

$835*. 


cial 4-dr., $590* (ps), 

’56 Century Estate Wagon 4-dr., $590* 
(ps); RM 4-dr, Riviera, $445* (ps); 
Super 4-dr., $405. 

"55 Super 4-dr., $245*; 
$375* (ps), 

CADILLAC—’61 (62) conv., $4,750* (ps); 
2-dr. hardtop, $4,900* (ps). 

’60 (62) 2-dr, hardtop, $3,600* (ps); 4- 
dr, hardtop, $3,575* (ps), 

’59 (62) 4-dr, hardtop, $2,850* (ps), $2,- 


2-dr. Riviera, 


’58 American (6) Super 4-dr., $790, $500; 675* (ps). 
Custom 2-dr., $595. 58 (62) 4-dr, hardtop, $1,500* (ps). 
*57 Custom 4-dr., $255* 57 (62) conv., $1,290" (ps), $1,280* 


sTUSSRAREE—6o Lark (6) Deluxe 2-dr., 
900*. 
59 Lark (6) Deluxe 2-dr., $885*; 4-dr., 
0 


(ps); 4-dr. hardtop, $1,160* (ps); 2-dr. 
hardtop, $1,035* (ps); Eldorado Se- 
ville, $1,275* (ps). 

’56 (62) Sedan de Ville, $860* (ps), $775* 
(ps), $775* (ps), $725* (ps), 

’55 (62) conv., $650* (ps); 4-dr., $535. 

’54 (62) Coupe de Ville, $465* (ps); 
conv., $425* (ps); 2-dr, hardtop, $195* 
(ps). 

*52 (62) 4-dr., $110* (ps). 

CHEVROLET—’61 Impala (8) 4-dr. hard- 
top, $2,750* (ps), 

’60 Impala (8) conv., $1,850* (ps); Bel 
Air (8) 4-dr., $1,560* (ps), 

’59 Brookwood (8) 4-dr., $1,370* (ps); 
Impala (8) sport sedan, $1,340* (ps); 
4-dr., $1,150*; Bel Air (8) 4-dr., $1,- 
200* (ps); Biscayne (8) 2-dr., $925. 

’58 Bel Air (8) 4-dr, hardtop, $955* (ps); 
4-dr., $880* (ps); Biscayne (8) 4-dr., 
$815*; Delray (6) 2-dr., $655*. 

’57 Bel Air (8) conv., $900* (ps); sport 
sedan, $840* (ps); o-ten (8) station 
wagon 4-dr., $675* (ps); One-fifty (6) 


$500. 
’57 Golden Hawk 2-dr, hardtop, $500*. 


FARGO, N. D. 


Tri-State Auto Auction, Sale every 
Thursday, Prices are for sale of July 20. 
Very good on sharp cars, Sold 158 cars 
from 226 consignments, 
BUICK—’59 LeSabre 2-dr. hardtop, $1,- 

670* (ps), $1,575*; Estate Wagon 4- 
dr., $1,625* (ps); 4-dr., $1,465* (ps); 
Invicta conv., $1,665* (ps), 

’58 Super 4-dr, Riviera, $1,200* (ps), 

$1,120* (ps), 

’57 Century 4-dr, Riviera, $750* (ps). 

’55 Special 2-dr. Riviera, 3$295*, 

’53 Super 2-dr, Riviera, $130*, 
CADILLAC—’59 (62) 2-dr, hardtop, 

050* (ps). 
’55 (62) 4-dr. hardtop, $520* (ps), 


$3,- 


54 (62) 4-dr, hardtop, $590* (ps). 2-dr., $560 
"53 (62) Coupe de Ville, $195* (ps), "56 Two-ten (8) station wagon 4-dr., 
"51 (60) 4-dr., $100°. $515*; station wagon 2-dr., $435. 
CHEVROLET—'61 Bel Air (8) 4-dr., $2,-| 55° Bel’ Air (6) 2-dr., $445*; Two-ten 
230* (ps); Parkwood (8) 4-dr., $2,- (6) 4-dr., $370; One-fifty (8) station 


225; Corvair 4-dr., $1,600* wa * 
> : gon 2-dr., $260*. 

’60 Impala (6) sport coupe, $2,020* (ps), we e * 
$1,970* (ps), $1,925; Impala (8) sport | CHRYSUER—'57 NY 2-dr. hardtop, $590 
sedan, $1,915* (ps); Biscayne (8) 4- ’ ; * * ‘ 
dr., $1,490", $1,395; Corvair (6) 4-dr., 7 ee pani hardtop, $360 (ps); 
wa 278". '54 NY 4-dr., $125* (ps) 

’59 Parkwood (8) station wagon 4-dr., : — a ioe * 
$1,505* (ps), $1,170; Impala (8) sport re 57 Firedome 4-dr, hardtop, $685 
oa eines. Bel Air (8) 4-dr., $1,-| +55 Firedome 2-dr, hardtop, $240* (ps), 

, , . , l a 

*B8 Nomad (8) 4-dr., $1,115° (ps); Bis- | POMGRE 37 Meet RO Aca.” $620°: 
cayne (6) 4-dr., $885, $820, $790; Del- Coronet (8) 4-dr., $535*, , 

er ey, (8) 2-dr., $650*, esas ’55 Sierra (8) 4-dr., $285*. 

= oe is =" ae . FORD—'61 Thunderbird (8) 2-dr, hardtop, 

7 es ” . * . 

'55 Bel Air (8) 4-dr., 2 at’ $400*, $380; et Getaxte (8) esnv., 
Two-ten (6) 4-dr., $250*. 60 Thunderbird (8) conv., $3,000* (ps 

"54 Bel Air (6) 4-dr., $270*; 2-dr., $235*, 5 cane nok eshese, G es xi fe. 
$185*; Two-ten 2-dr., $165; 4-dr., $120. conv., $1,725* (ps), $1,480; 4-dr, Vic- 

a 60 Phoenix (8) 4-dr., $1,650 toria, $1,455, $1,450* (ps); Galaxie (6) 

. 2-dr, Victoria, $1,400*; Fairlane 500 
'59 Custom Royal (8) 4-dr., $1,345°, (8) 2-dr., 31,358" Custom 300 (8) 4- 
’57 Royal (8) 4-dr, hardtop, $760*, dr., $1,150*, $750. 

’54 Coronet 2-dr., $130*. 59 Galaxie (8) 2-dr, Victoria, $1,375"; 
FORD—’'61 Thunderbird (8) 2-dr, hardtop, oo Wagon (8) 4-dr., iy (ps): 
$3,580* (ps). Custom 300 (8) 4-dr., $719*. 

’60 Thunderbird (8) 2-dr, hardtop, $2,- 58 Custom (6) 2-dr., $535. 

815* (ps), $2,755* (ps); Galaxie (8)/ +57 Country Sedan (8) 4-dr., $575* (ps), 
4-dr, Victoria, $1,980*; Country Sedan $454* (ps); Custom (8) 4-dr., $515; 
(8) 4-dr., $1,575"; Fairlane (6) 2-dr., Custom 300 (8) 4-dr., $495*;’ Ranch 
















$1,350. * 

"59 "Galaxie (8) 2-dr., $1,550* (ps): | +59 Fairlane (8) 2dr, Victoria, $460°; 
Country Sedan (8) 4-dr., $1,200*, $1,- ° [os re : 
140*: Fairl 8 ae $1 095. $1.- 2-dr., $405* (ps); 4-dr., $480* (ps), 
anee: arsine A ) 8) a-dr’. $1,085" $405* (ps); Country Sedan (8) 4-dr., 

0*; Rance agon (8) 4-dr., ’ $415*. 


(ps); Custom (6) 4-dr., $1,055, 

’58 Custom (6) 4-dr., $690*, $615*, 

’57 Country Sedan (8) 4-dr., $790, $755* 
(ps); Fairlane (8) 4-dr., $720* (ps), 
$590*, $655*; 2-dr., $685* (ps); Fair- 
lane 500 (8) 4-dr., $670*, $655*; Cus- 
tom (6) 4-dr., $570*, 


’55 Fairlane (8) 2-dr., $385*, $245* (ps); 
4-dr., $380* (ps), $225* ‘ps); Country 
Sedan (8) 4-dr., $305*, $125*, 

’54 Crest (8) 2-dr., $230; Ranch Wagon 
(8) 2-dr., $220*. 

’53 Crest (8) 2-dr., $160; 2-dr. Victoria, 
$145*; Country Sedan (8) 4-dr., 2 at 


"56 Fairlane (8) conv., $555* (ps); Cus- $125*. 
tom (8) 4-dr., $340*; Custom (6) 4-| +57 Custom (8) 2-dr, Victoria, $220*; 4- 
dr., $305; Main (8) 2-dr., $315; Main dr., $110, 


(6) 4-dr., $295. 
55 Fairlane (8) 


*40 Custom (8) 2-dr., $280. 


4-dr., $380, $375"; | wPERIAL—’59 Crown 4-dr. hardtop, $2,- 


Ranch Wagon (8) 2-dr,., $370*; Cus- 275* (ps). 
tom (8) 4-dr., $190, “ ._._ | LINCOLN—’58 Premiere 4-dr, hardtop, $1,- 
’54 Custom (8) 4-dr., $185, $130; Main 350*. 


(6) 2-dr., $140, 

753 Custom (8) 4-dr., $160, $130; Main 
(6) 2-dr,, $100. 

LINCOLN — ’59 Premiere 4-dr, 
$2,150* (ps). 

’5S Premiere 4-dr, hardtop, $1,425* (ps). 


’54 Premiere 4-dr., $205*. 





— Auctions in Brief — 
BORDENTOWN, N. J. 


hardtop, 


’57 Premiere 4-dr., $1,040* (ps). National Auto Dealers Exchange, Sale 
’56 Premiere 2-dr, hardtop, $585* (ps). | every Wednesday (July 19), Surprising 
MERCURY—’60 Monterey conv., $1,850*| summer selling season continues as_in- 


creasing consignments of ready merchan- 
dise are attracting many new buyers anxi- 
ous to stock their lots for this surprising 
summer selling season, Sold 82 percent of 
643 consignments, 

* 


(ps). 
59 Monterey 2-dr. hardtop, $1,200* (ps). 
’55 Montclair 4-dr., $385, $230*; Mon- 
terey 2-dr., $335*, 
’54 Monterey 2-dr., $165, $145. 
OLDSMOBILE—’57 (98) 4-dr., $700*; Su- 
per (88) 4-dr., $690* (ps), $685* (ps). 
56 (88) Super 2-dr., $695* (ps); conv., 


* * 


CHICAGO 


Arena Auto Auction, Sale every Tuesday 


$350* (ps); (98) 4-dr., $580* (ps); ie 
(88) 2-dr., $425*; 4-dr, Holiday, $375*; sere 3S) eee sale. Sold 528 cars from 
4-dr., $275*. .. 2 lS 


’55 (88) Super 4-dr., $320*, 
’54 (88) 4-dr., $200*, 
’53 (88) 4-dr., $140, 
PLYMOUTH — ’58 Belvedere (8) 4-dr., 
$835* (ps); Belvedere (6) 4-dr., $575. 


MANHEIM, PA. 
Manheim Auto Auction, Inc, Sale every 
Friday (July 21), Market continues strong. 
Sold 82 percent of 832 consignments, 













(ps) ; 


PONTIAC—’60 Star Chief 4-dr, Vista, $2, 


58 Chieftain Safari 4-dr., $1,035* (ps), 
55 Star Chief 4-dr., $425*; Chieftain 4- 


RAMBLER—’58 Ambassador (8) Custom 


%-ton pickup, $450; Ford 
































































































hardtop, 
4-dr. 


MERCURY—’60 Monterey 2-dr. 

$1,600. 

’57 Montclair conv., $710* 
hardtop, $660* (ps). 

’56 Montclair conv., $280*, 

’55 Monterey 4-dr., $250*, 

’54 Monterey 4-dr., $195* (ps), 

’53 Custom 2-dr., $105*. 


OLDSMOBILE — ’58 (98) 4-dr. Holiday, 
$1,480* (ps); (88) 4-dr, Holiday, $1,- 


(ps); 









050* (ps). 
’57 (88) 4-dr, Holiday, $825* (ps), $675* 
(ps); conv,, $675* (ps). 







’56 (98) 4-dr, Holiday, $775* (ps), $625* 
(ps); 2-dr, Holiday, $690* (ps), $675* 
(ps), $525* (ps); (88) Super 2-dr, Hol- 
iday, $500* (ps); 4-dr., $450, 

’55 (88) 4-dr., $245*, 

54 (88) 2-dr., $220, 


PLYMOUTH—’ 60 Savoy (8) 4-dr., $1,250* 











4] 












(ps). 
’59 Suburban (8) 2-dr., $920*; Savoy (6) 
2-dr., $825. 











’58 Savoy (8) 4-dr., $685* (ps), 
’57 Plaza (6) 4-dr., $395, 
"55 Savoy (8) 4-dr., $250*; Plaza (6) 2- 







dr., $230; Belvedere (8) 2-dr., $130*. 

PONTIAC—’60 Bonneville conv., $2,350* 
(ps). 

’57 Super Chief 4-dr. Catalina, $565* 
(ps); Chieftain 2-dr, Catalina, $550. 

’55 Chieftain Safari 4-dr., $230*. 

’53 Chieftain 2-dr., $235; 4-dr., $100*, 
$100* (ps). 

STUDEBAKER—’60 Lark (6) Deluxe sta- 
tion wagon 4-dr., $1,430*; Regal conv., 
$1,270*; 4-dr., $1,090*, 

MISCELLANEOUS—’61 Ford 
Ranchero, $1,475, 

’57 Chevrolet (6) %-ton pickup, $585; 
International (6) panel, $300, 
’56 Ford (6) %-ton stake, $330, 


ALBANY 


Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of July 17. 
Today’s market showed a continued strong 
atmosphere on all extra clean automobiles. 
While it seemed to us that second and third 
grades were on the wane, remember prices 
are sure to be lower than they are today 
on all grades as they are now becoming one 
year older. Sold 136 cars from 167 con- 
signments, 

BUICK—’57 Century 2-dr. 
(ps). 

’56 Super 4-dr. Riviera, $430* (ps). 

’55 Super 2-dr. Riviera, $180*. 
CADILLAC—’55 (62) Coupe de Ville, $570* 


































(6) Falcon 












































Riviera, $485* 








(ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 
060*; Bel Air (8) 4-dr., $1,570*; Bel 
Air (6) 4-dr., $1,525*. 

"59 Impala (8) conv., $1,675*; Brook- 
wood (8) 4-dr., $1,475*, $1,225*; 
Kingswood (8) 4-dr., $1,435*; Bel Air 
(8) 4-dr., $1,340*, $1,240* (ps), $1,- 
230*, $1,175* (ps), $1,170* (ps); Bel 
Air (6) 2-dr., $1,200; 4-dr., $1,025; 
Parkwood (6) 4-dr., $1,290; Biscayne 
(6) 4-dr., $1,190*. 

’58 Bel Air (8) 4-dr., $1,100* (ps); 2-dr., 






























$1,050*; Nomad (8) 4-dr., $1,025* 
(ps); Brookwood (6) 4-dr., $1,000, 
$1,000*, $880*; Biscayne (6) 2-dr., 


$950*, $585; 4-dr., $950*; Impala (8) 
sport coupe, $950*; Delray (6) 2-dr., 
$835. 

’57 Bel Air (8) sport sedan, $850*; 2-dr., 
$825*; 4-dr., $775*, $570* (ps); Bel 
Air (6) sport sedan, $835*; Two-ten 
(8) 4-dr., $850*, $640*: Two-ten (6) 
4-dr., $670*; One-fifty (6) 4-dr., $620. 

’56 Bel Air (6) conv., $675*; 4-dr., 
$250*; Bel Air (8) 4-dr., $630*; sport 
coupe, $600*; Two-ten.(8) sport sedan, 



















$590*; $360*; Two-ten (6) station 
wagon 2-dr., $525*; 2-dr., $500, $445, 
$245. 





’55 Bel Air (6) sport coupe, $500*; 4-dr., 
$350*; Two-ten (6) 4-dr., $420, $345*, 
$300*; One-fifty (6) 2-dr., $270. 

CHRYSLER — ’57 Windsor 2-dr., $635* 


(ps). 
DeSOTO—’57 Fireflite 2-dr., $650* (ps). 

’56 Firedome 2-dr. hardtop, $465*. 

DODGE—’59 Coronet (8) 4-dr. hardtop, 
$1,250* (ps). 

’58 Sierra (8) 2-dr., $800*. 

’56 Coronet (8) 2-dr. hardtop, $325*. 

’55 Coronet (8) Suburban 4-dr., $310. 

FORD—’60 Thunderbird (8) conv., §$2,- 
750* (ps), $2,600* (ps); Galaxie (8) 
conv., $1,925* (ps), $1,875*; 4-dr., $1,- 
400* (ps); Ranch Wagon (6) 2-dr., 
$1,325; Fairlane 500 (6) 2-dr., $1,185*. 

’59 Country Squire (8) 4-dr., $1,325* 
(ps); Custom 300 (8) 4-dr., $1,000; 
Custom (6) 2-dr., $880* (ps), $860* 
(ps), $800; 4-dr., $840, 

’58 Fairlane 500 (8) 4-dr. Victoria, $820* 
(ps). 

’57 Fairlane 500 (8) 2-dr. Victoria, $700* 
(ps); Country Squire (8) 4-dr., $630* 
(ps); Fairlane (8) 2-dr., $610*, $440*; 
2-dr. Victoria, $550*; Ranch Wagon 
(6) 2-dr., $600*; Custom 300 (8) 4-dr., 
$530, $490; 2-dr., $410*; Custom 300 
(6) 2-dr., $460; Country Sedan (8) 4- 
dr., $430*; Custom (6) 2-dr., $390, 
$225. 

’56 Fairlane (8) conv., $660; 2-dr., 
$475*; Country Sedan (8) 4-dr., $390* 
(ps); Ranch Wagon (6) 2-dr., $245; 
Custom (8) 2-dr, Victoria, $210*. 

’55 Fairlane (6) conv., $270*; Country 

_Sedan (6) 4-dr., $150*. 

IMPERIAL—’57 Imperial 
$700* (ps). 

MERCURY—’57 Commuter 4-dr., $685*. 

"56 Monterey 2-dr. hardtop, $350* (ps). 

’55 Monterey 4-dr., $290* (ps), 

OLDSMOBILE—’59 (88) Fiesta 4-dr., $1,- 

































4-dr.. hardtop, 


600* (ps). 

"57 (88) 2-dr, Holiday, $760* (ps); 4- 
dr., $685*; (88) Super 4-dr. Holiday, 
$640*. 


’56 (88) 4-dr, Holiday, $335*. 
’54 (88) 2-dr, Holiday, $235*. 
PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $570* (ps). 

’57 Savoy (8) 2-dr, hardtop, $580*; 4- 
dr., $360; Savoy (6) 4-dr., $475; Sub- 
urban (8) Custom 2-dr., $550*, $535; 
Belvedere (8) 4-dr., $540*. 

’56 Belvedere (8) 4-dr., $380* (ps); Bel- 
vedere (6).2-dr, hardtop, $325*, 

’55 Savoy (6) 4-dr., $120, 


RAMBLER—’60 American (6) 4-dr., $1,- 


150*. 
"59 American (6) station wagon 2-dr., 
$1,010*; 2-dr., $600. 


’58 Super (6) 4-dr., $740. 
’55 Custom 2-dr, hardtop, $290*. 
STUDEBAKER—’59 Lark (8) Regal sta- 
tion wagon 2-dr., $950. 
MISCELLANEOUS — ’59 Chevrolet %-ton 
pickup, $925. 
’56 Chevrolet %-ton pickup, $480. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday. Prices are 
for sale of July 18. 
BUICK—’59 LeSabre 2-dr. $1,- 











hardtop, 








































DODGE—’59 Sierra (8) 4-dr. 


835* (ps); 4-dr. hardtop, $1,760* (pg) 
$1,745; 4-dr., $1,295; Invicta 2-day 
hardtop, $1,755*, , 

’57 RM 4-dr, Riviera, $960* (ps); Spe. 
cial conv., $820* (ps); 4-dr, Riviera, 
$520". 

’56 Century 4-dr. Riviera, $485*, 

"55 Special 2-dr, Riviera, $360* (pg) 
$335*; 4-dr, Riviera, $340*; Super 9. 


dr. Riviera, $335* (ps), $220* (ps). 
Century 2-dr, Riviera, $250* (ps). : 
’54 Special 2-dr., $210, $150*; 4-dr,, 


$145*; Super 2-dr. Riviera, $200 (ps), 
’53 Special conv., $160*; Super 4-dr, 
$110*. : 


CADILLAC—’60 (62) conv., $4,350* (pg) 


$4,350*, $4,285* (ps); de Ville 4-dr. 
hardtop, $4,200* (ps), $4,050* (pg). 
2-dr. hardtop, $4,140* (ps), $3,835¢ 
(ps), $3,750* (ps), $3,745* (ps), §3,. 
685* (ps), 

’*59 de Ville 2-dr, hardtop, $3,590* (ps) 
$3,500* (ps), $3,500*, $3,485* (ps)’ 
$3,350* (ps), $3,120* (ps); 4-dr, hard. 
top, $3,585* (ps), $3,385* (ps); (690) 
Special 4-dr., $3,450* (ps), $3,125 
(ps); (75) 4-dr., $3,240* (ps), 

"58 (62) Coupe de Ville, $2,450* (ps) 
$2,070* (ps); Sedan de Ville, $2,429¢ 
(ps), $2,300* (ps); conv., $2,145* (ps), 
$2,070* (ps); (60) Special 4-dr,, $2 
210* (ps), $1,995* (ps), 

"57 (62) Coupe de Ville, $2,080* (ps), 
$1,840* (ps); Eldorado Seville, $1,775* 
(ps); conv., $1,770* (ps). 

756 (62) Coupe de Ville, $1,210* (ps), 
$1,185* (ps); (60) Special 4-dr., $1,. 
160* (ps), $810* (ps), $665; Eldorado 
conv., $1,005* (ps), $940* (ps), 


CHEVROLET—’61 Impala (8) 2-dr., $2,. 


490* (ps). 

’60 Impala (8) conv., $2,100*, $2,100¢ 
(ps); Kingswood (8) 4-dr, (9 pass.), 
$2,085* (ps); Parkwood (8) 4-dr., §2,. 
010*; Corvair 700 (6) 2-dr., $1,595*; 
Biscayne (8) 4-dr., $1,555*; Biscayne 
(6) 2-dr., $1,350; Corvair 500 (6) 4. 
dr., $1,250. 

’59 Impala (8) conv., $1,750* (ps), $1,- 
700* (ps), $1,585* (ps); sport sedan, 
$1,750* (ps), $1,685* (ps), $1,500*; 
Brookwood (6) 4-dr., $1,425; Parkwood 
(8) 4-dr., $1,330*; Bel Air (8) 2-dr,, 
$1,290*; Biscayne (8) 4-dr., $1,190*, 

’58 Impala (8) conv., $1,310* (ps), $1,- 
280*, $1,250* (ps), $1,150* (ps); sport 
coupe, $1,310* (ps), $1,155* (ps); Bel 
Air (8) sport coupe, $1,200, $1,035* 
(ps); 4-dr., $935* (ps); sport sedan, 
$790* (ps); Yeoman (6) 4-dr., $1,010; 
Biscayne (8) 2-dr., $950; 4-dr., $750*; 
Delray (8) 2-dr., $910; Delray (6) 2. 
dr., $885; 4-dr., $820, 

’55 Bel Air (8) sport coupe, $675* (ps), 
$575* (ps); 2-dr., $590*, $425*; 4-dr,, 
$585* (ps); conv., $570*; station wag- 
on 4-dr., $495*; Bel Air (6) sport 
coupe, $560*, $470*; Two-ten (8) Del- 
ray, $535; 4-dr., $500*, $435*; Two-ten 
(6) 4-dr., $425*, $410, $350. 

’54 Bel Air 4-dr., $320*; sport coupe, 
$285*; Two-ten 4-dr., $200. 

’53 Bel Air sport coupe, $265*; 2-dr., 
$185; 4-dr., $150* (ps); Two-ten 4-dr,, 
$160*; One-fifty 4-dr., $120, 

’52 Special Deluxe 2-dr., $140*; Bel Air 
2-dr., $100*. 


CHRYSLER—’59 (330E) 2-dr. hardtop, 


$2,650* (ps); Windsor Town & Coun- 
try (9 pass.), $2,560* (ps), 
’57 NY Town & Country, $1,280* (ps). 
’55 Windsor 2-dr., $315* (ps); NY De- 
luxe 2-dr. hardtop, $570* (ps). 


(9 pass.), 
$1,880* (ps); Coronet (8) 4-dr., $1,- 
385* (ps); 2-dr. hardtop, $1,335* (ps). 

’58 Sierra (8) 4-dr., $1,325* (ps), $935*; 
Suburban 2-dr., $910*; Coronet (6) 2- 
dr, hardtop, $835; 4-dr., $680*, 

’56 Coronet (8) 4-dr., $375*, 


EDSEL—’59 Villager (8) 4-dr., $1,250*. 


’58 Corsair 2-dr. hardtop, $645* (ps); 
Ranger 2-dr., $610*, 
FORD—’61 Thunderbird (8) conv., §$3,- 


850* (ps), $3,850* (ps), $3,790* (ps); 
Falcon (6) 2-dr., $1,685*, $1,675*. 
’60 Thunderbird (8) conv., $3,040* (ps), 
$2,965* (ps); Country Sedan (8) 4-dr., 
$1,950*, $1,935* (ps), $1,935*; Galaxie 
(8) starliner, $1,930* (ps), $1,785* 
(ps); 4-dr, Victoria, $1,835* (ps); 
Fairlane 500 (8) 4-dr., $1,635* (ps); 
Falcon (6) 4-dr., $1,575*, $1,465, $1,- 
465*; station wagon 2-dr., $1,525; 2- 

dr., $1,450*. 

’59 Thunderbird (8) conv., $2,270* (ps); 
Country Squire (8) 4-dr., $1,740*; Gal- 
axie (8) 2-dr, Victoria, $1,580* (ps); 
conv,, $1,570* (ps), $1,540* (ps); 4-dr. 
Victoria, $1,425*; Fairlane 500 (8) 2- 


dr, Victoria, $1,415* (ps), $1,275*; 
Fairlane (8) 4-dr., $1,205* (ps), $1,- 
175*, $1,100*; Custom 300 (8) 4-dr., 
$1,200* (ps); 2-dr., $1,115, $1,060*; 
Custom 300 (6) 4-dr., $1,100*; 2-dr., 
$1,075*. 


’58 Thunderbird (8) conv., $2,340* (ps), 
$2,130* (ps); Country Sedan (8) 4-dr., 
$1,310* (ps), $1,010*; Country Squire 
(8) 4-dr., $1,285* (ps); Fairlane 500 
(8) 2-dr, Victoria, $1,100* (ps); Fair- 


lane (8) 2-dr, Victoria, $925; 4-dr., 
$850; Custom 300 (8) 4-dr., $635*, 

’57 Fairlane 500 (8) skyliner, $960*, 
$675*; 2-dr, Victoria, $920*, $900*, 
$535* (ps); conv., $900* (ps), $865* 
(ps), $500*; 4-dr. Victoria, $725* (ps); 
Country Sedan (8) 4-dr., $810* (ps), 
$785* (ps); Custom (6) 4-dr., $485, 
$410. 

’56 Fairlane (8) conv., $415*; 4-dr., 
$385* (ps); Custom (8) 2-dr., $320* 
(ps); 2-dr, Victoria, $275*, 

’55 Thunderbird (8) conv., $1,085*; 
Country Squire (8) 4-dr, (9 pass.), 
$425*; Custom (8) 2-dr., $420*; Fair- 
lane (8) 4-dr., $410*; conv., $385* 
(ps); Ranch Wagon (8) 2-dr., $405* 
(ps). 

’54 Country Squire (8) 4-dr., $160* (ps). 

’53 Country Sedan (8) 4-dr, (9 pass.), 
$125*. 

’50 Crest (8) 2-dr., $250, 

IMPERIAL—’58 Imperial 4-dr, hardtop, 
$2,270* (ps). 

’57 Imperial 4-dr., $1,195* (ps), $1,175* 
(ps). 


’56 Imperial 2-dr. hardtop, $900* (ps). 


LINCOLN—’59 Continental Mark IV conv., 


$2,900* (ps); 4-dr, hardtop, $2,550* 
(ps). 
’58 Continental Mark III 4-dr, hardtop, 


$2,235* (ps), $2,050* (ps); 2-dr, hard- 
top, $1,840* (ps); Premiere 2-dr., $1,- 
900* (ps); 4-dr, hardtop, $1,755*. 


’56 Premiere 2-dr, hardtop, $790* (ps). 
54 Custom 4-dr., $365* (ps). 
MERCURY—’60 Comet (6) 2-dr., $1,680; 
4-dr., $1,655. 
’59 Park Lane 4-dr. hardtop, $1,710* 


(ps); Monterey conv., $1,415* (ps). 
’58 Colony Park 4-dr., $1,360* (ps); 

Commuter 4-dr. (9 pass.), $1,200* 

(ps); Montclair 4-dr, hardtop, $1,030* 

(ps). 

(Continued on Page 37, Col. 1) 
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RAMBLER—’58 Deluxe (6) 2-dr., $515. 
’57 Custom (6) 4-dr., $510, 
*56 Custom Cross Country 4-dr., $375. 


Used-Car Auction Prices = ||saisgr-s 8 <= 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of July 19. 
‘55 Thunderbird (8) conv., $1,160*; Cus- aes’ tas) Shee oe 
tom (8) 4-dr., $450*;' Fairlane (8)| ,,o°7) (DS), $2.2: si 376° ( 
conv,, $300*; Country Sedan (8) 4-dr., . a . Ps). 





(Continued from Page 36) 



























156 Montclair conv., $310* (ps), 
155 Custom sport coupe, $385*; Monterey 
2-dr, hardtop, $290*, $265* 


ig Monterey 2-dr, hardtop, $200* (ps). $210. : "DT Century 2-dr. Riviera, $685*. 
- Si 6G (06) 96c, Metin ’53 Custom (8) 2-dr. Victoria, $110, 56 Special 4-dr. Riviera, $350°. 
OLDSMOBILE ) ‘ y, CHEVROLET—’61 Corvair 500 (6) 4-dr., 
$2,325* (ps). LINCOLN—’58 Continental Mark III conv., $1,625*. 

159 (88) Super station wagon 4-dr., $2,- $1,600* (ps), "60 Impala (8) 4-dr. hardtop, $2,080* 
330* (ps); 4-dr, Holiday, $1,900* (ps); | MEROURY—’61 Comet 2-dr., $2,270*. (ps), $2,000*; sport coupe, $3,030*; 2- 
(88) 4-dr, Holiday, $1,785* (ps); 4- ’57 Monterey 2-dr., $730. dr., $2,000*; Parkwood (8) 4-dr., $1,- 
dr., $1,505*. ’56 Monterey 2-dr., $425* (ps), 800*; Bel Air (8) 4-dr., $1,600* (ps); 

158 (88) Super 4-dr., $1,160* (ps), ’55 Custom 2-dr, hardtop, $390; Monterey 2-dr., $1,515*; Biscayne (8) 2-dr., $1,- 

57 (88) Super Fiesta 4-dr., $1,285* (ps). 4-dr., $200*. 450*, $1,450. . 

56 (S88) Super 2-dr. Holiday, $650* (ps), ’54 Custom 4-dr., $110*. "59 Parkwood (6) 4-dr., $1,560* (ps); 
$610* (ps), $600* (ps); (98) 4-dr. | OLDSMOBILE —’58 (88) 2-dr. Holiday, Impala (8) sport sedan, $1,535* (ps); 
Holiday, $460* (ps), $1,150* (ps), sport coupe, $1,370*; conv., $1,350*; 

55 (98) 4-dr, Holiday, $450* (ps); (88) ’57 (88) conv., $735* (ps). Bel Air (8) 2-dr., $1,250, $1,215. 
4-dr, Holiday, $365* (ps); 2-dr, Holi- ’56 (88) Super conv., $510* (ps); (88) ’58 Yeoman (6) 4-dr., $950; Bel Air (8) 
day, $325*. 4-dr. Holiday, $345* (ps); (98) 4-dr. 2-dr., $885*; 4-dr, hardtop, $850; Bis- 

154 (88) Super 4-dr, Holiday, $290* (ps); Holiday, $200* (ps), cayne (6) 2-dr., $745; Delray (6) 2- 
(98) 4-dr., $250* (ps); (88) conv., "55 (88) Super 4-dr., $400*; (98) conv., dr., $690, 
$185* (ps). $370* (ps); (88) 2-dr., $205* (ps), ’57 Bel Air (8) 2-dr., $935*%; 4-dr., 

153 (98) 2-dr, Holiday, $230* (ps). PLYMOUTH—’60 Suburban (8) Custom 4- $715*; Bel Air (6) 4-dr., $525; Two- 

pLYMOUTH—'61 Valiant (6) V-200 2-dr. dr., $1,400* (ps); Belvedere (8) 4-dr., ten (8) station wagon 4-dr., $790*; 
hardtop, $2,000*. $815*; Savoy (6) 2-dr., $675. Two-ten (6) 2-dr., $760*; One-fifty (6) 
159 Suburban (8) Custom 4-dr., $1,235*. ’57 Belvedere (8) 4-dr., $425*, $365*; 2-dr., $600, 
| 158 Belvedere (8) conv., $890* (ps); Sa- Plaza (8) 2-dr., $260, ’56 Bel Air (8) 4-dr., $520, $315*. 
voy (8) 2-dr. hardtop, $745* (ps). ’56 Suburban (8) 4-dr., $170* (ps). ’55. Two-ten (8) station wagon 4-dr., 
| 57 Belvedere (8) 2-dr., $560*; 2-dr. ’55 Belvedere (8) 2-dr, hardtop, $310*; $530. 
hardtop, $400* (ps); 4-dr., $475*; Sa- Plaza (8) 2-dr., $165. DODGE—’61 Lancer (6) 4-dr., $1,800*. 
voy (8) 2-dr., $525*; Plaza (6) 2-dr., PONTIAC—’61 Tempest (4) 4-dr., $1,- ’60 Dart (8) Pioneer 2-dr, hardtop, $1,- 
$355. 910*. 650*; 4-dr., $1,450*; Pioneer (6) 2-dr. 

56 Belvedere (8) sport coupe, $415*; 4- ’60 Catalina 4-dr, Vista, $2,150* (ps). hardtop, $1,500*. 
dr., $390*; Savoy (8) 4-dr., $275*; ’59 Catalina 4-dr, Vista, $1,575* (ps). ’57 Royal (8) 4-dr. hardtop, $660* (ps). 
2-dr., $270, ’57 Chieftain 2-dr. Catalina, $650*, $350*, | FORD—’61 Thunderbird (8) conv., $3,550* 

155 Belvedere (8) 4-dr., $330* (ps); Sa- $325*; Star Chief 2-dr, Catalina, $300* (ps); Galaxie (8) 2-dr., $2,050* (ps). 
voy (8) 2-dr., $295; 4-dr., $285; Savoy (ps). ’60 Thunderbird (8) conv., $2,750* (ps); 
(6) 2-dr., $195, ’56 Chieftain 4-dr, Catalina, $175*, , Galaxie (8) conv., $1,935* (ps), $1,- 


PONTIAC—’61 Tempest (4) 4-dr., $2,135*, 
$2,105*, $1,550. 

160 Bonneville sport coupe, $2,650* (ps), 
$2,650*; Catalina 4-dr., $2,170* (ps). 

’59 Bonneville sport coupe, $2,260* (ps); 
conv., $2,155* (ps); sport coupe, $1,- 
920*; Catalina conv., $1,860* (ps), $1,- 
765*, $1,775*, $1,660* (ps); 4-dr, Vis- 
ta, $1,825* (ps), $1,500*; sport coupe, 
$1,785". 

58 Chieftain conv., $1,340* (ps); Super 
Chief 4-dr., $1,100* (ps); Star Chief 
Safari 4-dr., $1,050* (ps); 4-dr, Cata- 
lina, $835* (ps). 

’57 Chieftain 2-dr, Catalina, $825*, 
$625*; Super Chief 4-dr., $550*, 

’56 Star Chief 2-dr. Catalina, $445*; 4- 
dr, Catalina, $325*; 4-dr., $290*; 
Chieftain 2-dr, Catalina, $445*; 4-dr., 
$395". 

55 Star Chief 2-dr, Catalina, $435*; 
Chieftain 4-dr., $300*, $195* (ps); 2- 
dr., $295*, 

54 Chieftain 4-dr., $175*, 

i RAMBLER—’60° Super (6) station wagon 

| 4-dr., $1,285*; American (6) Deluxe 

; 2-dr., $1,100; station wagon 2-dr., $1,- 
130*. 

*59 American (6) Deluxe 2-dr., $1,080*. 

56 Custom (6) Cross Country 4-dr., 
$475. 

*53 Custom station wagon 2-dr., $200. 

STUDEBAKER—’60 Lark (6) station wag- 
R on 4-dr., $1,415*, 
| WILLYS—’50 (6) station wagon 2-dr., 





$140. 

| MISCELLANEOUS—’60 Ford (6) F-250, 
f $1,395; Ranchero, $1,265, 

: ’59 International (6) %-ton pickup, $625. 
4 ’57 Studebaker (8) %-ton pickup, $475. 
A ’55 Chevrolet (6) %-ton pickup, $510. 
i ’54 Ford (8) %-ton pickup, $225; Stude- 
f baker (8) 2-dr., $180, 

’50 International cab & chassis, $635. 
’48 International (6) 2-ton stake, $285. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of July 19. 
BUICK—’60 LeSabre conv., $2,225* (ps). 
’58 Special 4-dr., $925*, 
’57 Special conv., $720* (ps); 4-dr, Rivi- 
era, $655* (ps); 2-dr, Riviera, $450*; 
RM 4-dr, Riviera, $490* (ps). 

’55 Special 4-dr., $250* (ps); RM 2-dr. 
Riviera, $195* (ps), 

{" CADILLAC—’60 (62) 4-dr. hardtop, $3,- 

; 400* (ps), 

59 (62) 2-dr, hardtop, $2,750* (ps), 

f 6S (60) Special 4-dr., $1,750* (ps), 

'56 (62) Sedan de Ville, $800* (ps), 

’55 (62) 4-dr., $635* (ps). 

’49 Hearse, $100, 

CHEVROLET—’60 Impala (8) 4-dr. hard- 
top, $1,800* (ps); Parkwood (6) 4-dr., 
$1,855*; Bel Air (8) 4-dr., $1,665*, 
$1,630*, $1,570*; Bel Air (6) 4-dr., 
$1,550, $1,500*, $1,450*; Brookwood 
(6) 4-dr., $1,450. 

‘59 Impala (8) 2-dr, hardtop, $1,505; 
Parkwood (8) 4-dr., $1,270*, $1,250*; 
Parkwood (6) 4-dr., $1,140, $1,100, $1,- 
085*; Bel Air (6) 2-dr., $1,200, $1,- 
190*; Bel Air (8) 4-dr., $1,150*. 

58 Bel Air (8) 4-dr, hardtop, $1,025*, 
$970*, $830* (ps), 

"57 Two-ten (6) 4-dr., $775, $700; One- 
fifty (6) 2-dr., $690, $625, $600, $550; 
Bel Air (8) 4-dr., $610* (ps), $455. 

"56 Bel Air (8) 4-dr., $650*, $590*, $575; 
4-dr, hardtop, $575*; Two-ten (8) sta- 
tion wagon 4-dr., $530*; Two-ten (6) 
4-dr., $475, 

*55 Bel Air (8) 2-dr. hardtop, $465; Two- 
ten (8) 4-dr., §$300*; Delray, $185*; 
One-fifty (6) station wagon 2-dr., 
$165. 

‘53 Bel Air conv., $125*. 

CHRYSLER — '57 (300C) 2-dr, hardtop, 


$980* (ps). 

‘66 Windsor 2-dr, hardtop, $460* (ps). 

DeSOTO — '59 Firesweep 4-dr., $1,050* 
(ps). 

'56 Fireflite 4-dr., $390* (ps) 
DODGE—'54 Coronet 4-dr., $12%5* (ps). 
-EDSEL—’58 Villager (8) 4-dr., $520*. 
FORD—’60 Galaxie (8) 4-dr. Victoria, $1,- 

630* (ps), $1,600* (ps); Fairlane 500 
(8) 2-dr., $1,250*; Fairlane (8) 2-dr., 
$1,025 

‘39 Thunderbird (8) 2-dr. hardtop, $2,- 

200* (ps), $2,130* (ps); Galaxie (8) 


2-dr. Victoria, $1,425*, $1,400*; conv., 
$1,400* (ps); Country Sedan (8) 4-dr., 
$1,305*; Custom 300 (8) 2-dr., $970; 
Custom 300 (6) 2-dr., $800, $750; Fair- 
lane (8) 2-dr., $690, 

‘58 Custom 300 (8) 4-dr., $925*; Fair- 
lane 500 (8) conv., $775*; Country Se- 
dan (8) 4-dr., $675. 

57 Fairlane 500 (8) 4-dr. Victoria, $770* 
(ps), $685*; conv., $600*; Custom (8) 
4-dr., $600*. 

56 Country Sedan (8) 4-dr., $465* (ps), 
$165*; Fairlane (8) conv., $460*; Cus- 
tom (8) 4-dr., $450*, $395; Country 
Squire (8) 4-dr., $320* (ps); Ranch 
Wagor (8) 2-dr., $160, 














$955, $900; Ranch Wagon (6) 2-dr., 
$1,130* (ps); Fairlane (8) 4-dr., $975. 

’58 Fairlane 500 (8) conv., $925*; sky- 
liner, $900* (ps); 2-dr., $785* (ps); 4- 
dr., $700* (ps). 

’57 Fairlane 500 (8) skyliner, $1,050* 
(ps); 2-dr, Victoria, $735* (ps), $600* 
(ps); 2-dr., $650*%; Country Sedan (8) 
4-dr., $800*, $785* (ps), $765* (ps); 
Fairlane (8) 4-dr., $600* (ps), $570*; 
Custom 300 (8) 4-dr., $540*%, $515* 


(ps). 

’56 Fairlane (8) conv., $415*. 

’55 Thunderbird (8) conv., $1,350* (ps); 
Fairlane 2-dr, Victoria, $1,225*, $425*. 


LINCOLN—’56 Premiere 4-dr., $445* (ps). 


MERCURY—’60 Monterey 4-dr. hardtop, 
$1,765* (ps), 

’*59 Monterey 4-dr., $1,395* (ps). 

’57 Montclair 4-dr., $750* (ps); 2-dr. 
hardtop, $575* (ps); Monterey 2-dr. 
hardtop, $585*. 

’56 Custom 4-dr., $400*; Monterey 4-dr, 
hardtop, $300*. 


OLDSMOBILE — '60 (88) 4-dr., $2,250* 
(ps). 
"59 (88) Super 2-dr, Holiday, $1,850* 
hype’ (ps); 4-dr, Holiday, $1,830* (ps); 
conv., $1,770* (ps); (88) 2-dr., $1,- 
“ » : os) 670* (ps); 4-dr., $1,650* (ps). 
Yow’re closing a deal?!! 56 (88) 2-dr. Holiday, $425*. 
PLYMOUTH — '59 Belvedere (6) 4-dr., 
$900*; Savoy (6) 2-dr., $635*, 
900* (ps), $1,900*; 4-dr, Victoria, $1,- ’'57 Belvedere (8) 4-dr., $500* 


800* (ps); 4-dr., $1,700* (ps); Country 56 Suburban (8) Custom 4-dr., $275°*. 
Sedan (8) 4-dr., $1,625*; Fairlane (8) | PONTIAC—’61 Bonneville sport coupe, $2,- 


4-dr., $1,475*; Fairlane 500 (8) 4-dr., 890* (ps), 

$1,430*, $1,395*, $1,315*, $1,310*; 2- "60 Catalina 4-dr. Vista, $2,200* (ps). 

dr., $1,435*. *59 Bonneville Safari 4-dr., $2,120* (ps), 
’59 Galaxie (8) 4-dr, Victoria, $1,515*; $1,950* (ps); Star “Chief 4-dr, Vista, 

2-dr, Victoria, $1,450* (ps), $1,430*, $1,875* (ps); Catalina Safari 4-dr., 

$1,430, $1,395*; 2-dr., $1,190*; conv., $1,790* (ps); 4-dr, Vista, $1,675* (ps); 

$1,395*; Galaxie (6) 2-dr, Victoria, 4-dr., $1,425* (ps). 


$1,315; 2-dr., $1,190*; Country Sedan ’56 Chieftain 2-dr, Catalina, $280* (ps). 
(8) 4-dr., $1,340*; Fairlane 500 (8) | RAMBLER—’59 Super (6) station wagon 


2-dr. Victoria, $1,285* (ps); 4-dr., $1,- 4-dr., $1,300*; Deluxe (6) 2-dr., $490. 
250* (ps); Custom 300 ‘8) 4-dr., $1,- | STUDEBAKER—’59 Lark (6) Deluxe 2- 
170*; Custom 300 (6) 4-dr., $1,120*, dr., $870. 


substantial interests in adver- 
tising contracting, billboards, 


AUTO MAKERS TO PUT 
SEAT BELT ANCHORS 
ON 1962 MODELS 


Detroit, Feb.24—American 
automobile makers will add 
seat belt attachments as 
standard equipment on 1962 
models,it was announced to- 
day. 

This will enable buyers to 
attach the safety belts easily 
and economically. Previously, 
drilling and other labor costs 
ran the price of seat belts up 
to $20 each. Now, the only 
cost will be the price of the 
belts themselves. 

Action by theindustrycame 
after a group of New York 
State officials, most of whom 
are members of the State Leg- 
islature, conferred with auto |pora 
executives in Detroit. 

New York State Sen. Ed- 
ward J. Speno, leader of the 
New York delegation, lauded 
the manufacturers’ move. He 
said it would provide car own- 
ers with a cheaper and easier 
way for installing the belts. 


891 on Dec. 31. This is an 
rted|increase of 71,397,247, or 
per cent, from the total 

ding at the beginnj 





The seat belt market is booming ! And, as the news story above attests, the time to 
stock is now. Take full advantage of this new profit opportunity by selling the seat belt 
that gives you more to sell—easy-to-install seat belts of durable, lightweight Caprolan® 
nylon. The largest selection of styles by famous-name manufacturers. An eye-catching 
array of deep-dyed colors to complement all car interiors. And for added salability —the 
Caprolan label—nationally advertised from coast to coast as the symbol of top quality 
nylon. Be ready! Write for sources... today! 


caprolan 


Ries 
sen Fiber Marketing Department, 261 Madison Ave., New York 16, N. Y. YLON FOR THE 60's 


HOW LIFE HELPS 
SELL AUTOMOBILES 
IN ATLANTA 


In metropolitan Atlanta, an average issue of LIFE reaches 52% of all 
homes— more homes than The Post and Look combined. 

For 25 years now, LIFE has been reaching the most vital homes 
in America— homes that, in the course of 13 weeks, account for 80% 


of all new-car expenditures. 





“LIFE helps us sell automobiles in Atlanta.” 
John O. Mitchell, leading Atlanta automo- 
bile dealer and President of the Atlanta 
Automobile Association, says: 

“The franchised automobile dealers of 
metropolitan Atlanta consider LIFE one of 
their strongest allies when it comes to mer- 
chandising new car lines. LIFE’s large circu- 
lation and stimulating automobile advertis- 
ing attract numerous prospects to dealers’ 
showrooms and a great many of these pros- 
pects become owners. Hats off to LIFE and 
to the wonderful job ‘Advertised in LIFE’ 
does for our Atlanta automobile dealers.” 





How passenger car advertisers rank national magazines 


PASSENGER CAR ADVERTISING—Jan.-June, 1961 


PUBLICATION ADVERTISING INVESTMENT | AD PAGES 
niches 


$7,814,993 | 179 
2 5,525,394 | 134 AMERICA’S 
3 Look 3,197,050 | 
oe AUTOMOBILE 
5 





Time | 2,505,974 | 
| SHOWROOM 





Reader’s Digest | 1,968,000 





Source: P.1I.B 


Eyes on the Heartbeat. As an engineer watches the success of his electronic pacemaker, LIFE ——> 
watches the engineer. This is the kind of vivid coverage LIFE gives to people, places and 
events week after week ...the coverage that gives LIFE the biggest quality audience each week. 
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The Man Behind th 


e Wheel... 





Sales Testing the ‘61 Thunderbird 


By L. H. Houck 
Travelling Correspondent 


Eprror’s Note: This is another 
in a series of articles exploring 
the selling features of current 
domestic models. 
ORD’S third-trend Thunderbird, 
a subject fit for an ad writer’s 
dream, is a most unusual car and 
one which has created more impact 
on a wider segment of the popula- 
tion than you could possibly im- 
agine until you drive one. 
Six to 10-year-olds, both girls 
and boys, playing on a street cor- 
ner, point and identify with pride 
—“That’s a Thunderbird.” The 
teenagers are more sophisticated 
but equally Thunderbird-con- 
scious. To them, it’s the T-Bird. 
The ad writers say that Thunder- 
bird people live in a special coun- 
try where the roads are straighter, 
horizons come close and the whole 
wide world is more beautiful. 

Test driving the Thunderbird 
makes it plain that there’s a lot 
of people living in Thunderbird 
country and that the youngster 
with his first driver’s license, tne 
middle-aged success, and the man 
with time, money and a thatch of 
gray at the temples either live in 
Thunderbird country or are look- 
ing for an opportunity to set up 


residence. 


* * * 


Success Story 

HE evolution of the Thunderbird 

is an automobile success story. 
It started as a sports-type car in 
1955, the second stage was the con- 
cept of 1958 when it grew into a 
four-passenger luxury car and the 
third stage represents the new look 
of distinction which at the same 
time retains personal-car styling 
and characteristics. 

The wheelbase stays at 113 
inches but the package is hot 
with a new 390-cubic-inch engine, 
a steering wheel that moves, easy 
entrance room, more room inside 





DETROIT.—The American peo- 
ple still regard the automobile as a 
status symbol, but the status they 
want symbolized is changing, ac- 
cording to Dodge General Manager 
Byron J. Nichols. 

The average car buyer no longer 
wants to be “the 
first in his block 
to have the big- 
gest and the 
brightest,” he told 
the 24-member 
National C o m- 
mittee of the 
Dodge Dealer Ad- 
visory Confer- 
ence. 

“There is little 
doubt that relia- 

Byron J. Nichols bility, economy 

and maneuverability have become 
the most coveted values in automo- 
biles—not glitter, gaudiness and 
weight,” Nichols said. 

He said the new generation of 
consumers is displaying “a great 
deal more plain, good sense when 
it comes to buying automobiles. 
They are maturing. They are think- 





Wyoming Dealers 
Meet Aug. 20-21 


CHEYENNE, Wyo.James C. 
Moore, National Automobile Deal- 
ers Assn. executive vice-president, 
will be one of the principal speak- 
ers at the convention of the Wyom- 
ing Automobile Dealers Assn. in 
Jackson Aug. 20-21. 

Other speakers will be Gov. Jack 
R. Gage; Dr. Carl S. Winters, spe- 
cial General Motors lecturer, and 
Vince Baker, Pueblo (Colo.) expert 
on selling. 

In addition to the business ses- 
sions and open discussions, there 
will be several cocktail parties, a 
buffet dinner and a special break- 
fast for both men and women 
guests. 








Nichols Cites Buyers’ Good Sense... 





and power steering and brakes as 
standard equipment. 

Interiors are distinctly and 
uniquely elegant and supremely 
comfortable. There is a certain 
timelessness about the whole job, 
a characteristic which hag prob- 
ably contributed much to its high 
resale value, 


Driving this job with its new 
“hot” engine which can kick up 
a lot of dust with its 300-horse- 
power engine, and Cruise-O-Matic 
dual-range transmission is all that 
could be expected. Roadability is 
excellent, cornering is good and, 
+ * 


* 




















Car Tested: 
THUNDERBIRD 


Model: 1961 two-door, four- 
passenger hardtop. 

Engine: Displacement 390 
cubic inches; V-8, hydraulic 
valve lifters, closed no-smog 
ventilation; bore and stroke, 4.05 
by 3.78; torque, 427 at 2,800 rev- 
olutions per minute; 300 horse- 
power at 4,600 revolutions per 
minute; compression ratio, 9.6 to 
1, uses premium fuel, has dual 
exhausts; four-barrel carburetor. 

Chassis: Self-adjusting brakes 
with 235 square inches of brake 
lining area; brakes are Duo- 
Servo, fixed backing plate, an- 
chor type, high pedal and quick 
action. Front suspension, inde- 
pendent S.L.A, ball joint; rear 
suspension, Hotchkiss drive. 

Capacities and dimensions: 
Fuel tank, 20 gallons; radiator, 
19.5 quarts; battery, 12-volt, 78- 
plate; shipping weight, 3,958 


in traffic, it is as agile as a pointer 
pup. ok * as 


E PUT a little more than 2,000 

miles on this T-Bird and the 
interest from the sidelines never 
diminished. For just plain riding 
and driving without the feathers, 
the T-Bird is a sturdy reliable ve- 
hicle with an appetite for concrete 
that seems never Satisfied. 

As if the Thunderbird lives in 
only Thunderbird country, we got 
special weather on this trip with 
no opportunity to test it in rain 
or on bad roads. 


But there are a lot of things 
that get lots of use and prove 
either convenient or not on a long 
trip. Most convenient and com- 
fortable were the two bucket 
seats in front with separate 
electric-powered adjustments. 

The driver can adjust his seat or 
change it as often as he likes with- 
out changing the seat of the co- 
pilot. This is one of the neat solu- 
tions to the problem of satisfying 
two persons with seat adjustments. 

ok *~ * 


Console Is Handy 


HE console between seats for 

maps and such is one of the 
handiest things in a long time, and 
the air conditioning control board 
was located forward on top of the 
tunnel. The driver and his front- 
Seat passenger are encased in sep- 
arate compartments with the floor 
tunnel between. 

This is fine for riding and driv- 
ing and the only complaint we 
heard, and that from sideline com- 
ment, was that a girl friend would 
have to keep her distance. 

The Thunderbird is made for 





pounds; overall length, 205 
inches; overall height loaded, 
52.5 inches; wheelbase, 113 
inches; tread, front and rear, 61 
and 60 inches. 

Tire size: 8.00 by 14. 





Change Seen in Auto Status 


ing more seriously and more an- 
alytically about cars than ever be- 
fore.” 

Nichols said status-seeking 
now seems to be taking the form 
of ownership of more than one 
car. American families are aspir- 
ing to own a stable of automo- 
biles that will provide individual, 
dependable and functional trans- 
portation for every member of 
the household, he said. 

Pointing to the change in the 
status of automobiles, Nichols said: 

“This does not mean, as some 
people have suggested, that we are 
coming to the end of the period of 
expansion in the use of the auto- 
mobile. We are not, as some pessi- 
mists have predicted, approaching 
the time when only enough auto- 
mobiles will be built each year to 
replace those that are scrapped, 
with perhaps another million being 
turned out to meet the needs of 
young people buying their first car. 
We are not entering an era when, 
people will have less need for cars 
than they did before they became 


interested in such things as swim- | —& 


ming pools, hi-fi systems, summer 
homes and boats. 

“Far from it. In the years im- 
mediately ahead, the automobile 
can become more attractive, 
more fascinating and more useful 
in the lives of the American peo- 
ple than ever before, And there 
is little doubt that we will have 
the opportunity to increase stead- 
ily our sales of automobiles. 

“However, it is up to us—the 
manufacturer and the dealer — to 
provide the kind of cars and the 
kind of public service that the 
American motorist needs and 
wants.” 


Ford for Sinkler 


ASHTABULA, O.—Jerry Sinkler 
Ford, Inc., has opened at 4733 Park 
Ave. Jerry Sinkler, president, has 
16 years’ experience in the automo- 
tive field. 








Sports Theme— 


bucket seat and window switches on door 
with swing-away wheel in place are fea- 
tures of the 1961 Thunderbird. 


the long haul and the long good 
life with undermembers galvan- 
ized against rust. The entire un- 
derbody is dipped in a primer 
before the regular primer goes 
and finish paint go on. In addi- 
tion, the whole underside is un- 
dercoated. 

Controls such as windshield wip- 
ers (which are electric), lights, and 
defroster are ideally located for 
easy operation. 

* * * 

as movable steering wheel is 

an option but one that should 
be given serious consideration by 
a prospective buyer. After 2,000 
miles of use under all kinds of stop- 
and-go conditions, we would rec- 
ommend it without hesitation. 

The first question is certain to 
be safety and convenience. The 
car cannot be operated until] the 
wheel is pushed over to auto- 
matic locking position to the left 
because the automatic transmis- 

sion cannot be shifted into a 

drive position until the wheel is 

in place and you can’t slide the 
wheel over unless the transmis- 
sion is in park. 

That’s a sensible deal because you 
only want to use it when you park 
and you only want to put it back 
when you “unpark.” The engine 


can be started only in N or P posi- 
tion. At no time is there any dis- 
connection between steering wheel 
and gear. The movement is ac- 
complished by a rugged flexible 
coupling in the engine compart- 
ment. 


The racy driver's seat with electric 


. 





Thunderbird Test Car— 


Teenagers know Thunderbirds well and can recognize one a mile away. The test 
car brought out young and old for a question-and-answer session and a test ride, 




















Sales Case History... 


Get "Em in 


way home. 

By strange coincidence the 
route I took carried me past 
Sid’s place of business. The 
thought occurred to me that I 
had not contacted him for a few 
weeks. Turning into his place I 
caught him just as he was leav- 
ing. 


year old. “See me later,” he said, 
“and I'll talk trade with you.” 


But this had been a good day. 


AMPA, Fla.—It had been a good 
day. The first day of the month 
and three sales had gone out the 
door for me. One new 1961 Cadillac 
and two used ones. I had just made 
a trip to the library and was on my 










After brief conversation, I sug- 
gested to Sid that he take my dem- 
onstrator, drive it, and I would 
have his 1960 model appraised in 
the meantime. He was reluctant to 
do so since he had less than 8,000 
miles on his car, and it wasn’t a 





a New One 


going to cost me to make the 


change?” 


* * * 


os. TO this point there had never Ff 
been the slightest hint that he — 
was going to buy the new automo- | 
bile. Now he wanted to know “how f 
much,” 3 
The appraisal had been made 
on his car, the figures to the 
penny were ready and waiting. 
When I told him what it was 
going to cost him he didn’t 
change words. 

“Put the plate on, get the papers 
ready, Ill pick it up at 10 o’clock 
tomorrow morning,” he said. 

It wasn’t the quickest or the 
easiest sale I had ever made. It did 
round out a very successful day, 
And it all happened because I was 
riding the pink cloud of confidence 
— the confidence a salesman has 
when he is out front and selling. 

—Jack R. Howarp 









Persistence and confidence, the 
twin characteristics that bring 


80 Pct. of Trades 











sales success, supported and buoyed 
me up to meet and overcome ob- 
jections. Sid drove my demonstra- 
tor and I took his automobile to 
the dealership to have it appraised. 

Having learned what his wishes 
were regarding series, equipment, 
color, etc., I selected one that had 
been serviced, put a plate on it and 


was on my way to Sid’s place of 


business. I parked the car where 
it was seen by several of the em- 
ployes. “So the boss is getting a 
new car,” they said. 
* * 


ASKED Sid to come out and see 

his automobile. He was a little 
startled, I think, to see a bright, 
glistening, new 1961 Cadillac sit- 
ting there. “Really, Jack,” he said, 
“Tm not interested in buying a 
new car. My car is practically new 
and I can’t afford to change at this 
time.” 

We were in the midst of this 
discussion when Sid’s wife learn- 
ed what was going on. She came 
out to see, and I think, to stop 
what was taking place, She 
wasn’t interested at all in buying 
a new car. So in deference to her 
wishes, I suggested to Sid that 
he drive the new car, follow me 
to the dealership, and get his car. 

The trip to the dealership did the 
trick. The ride in the new car, its 
performance, the feel, the smell. 
“No one could have told me there 
was so much difference in this car 
and my 1960 model,” he said. “It is 
a fine car, Jack, but what is it 


* 





Cleveland Chevy Dealers 


Elect New President 

CLEVELAND, — Wilbur Ragg, 
Berea, has been elected president 
of the Greater Cleveland Chevrolet 
Dealers Assn., succeeding John 
Rodenfels. 

Other officers include Ed Stinn, 
Fairview Park, vice-president; Wal- 
ter Jackshaw, secretary, and Ray 
Herzberger jr., treasurer. Trustees 
are Robert Holtz, William Ragg and 
Herzberger, 


On Lancer Called 


Conquest Sales 


DETROIT.—More than 80 per- 
cent of the tradeins on the compact 
Dodge Lancer during the 1961 
model year have been competitive 
makes of cars, Dodge General 
Manager Byron J, Nichols said. 

Only 19.8 percent of the tradeins 
have been Dodges, he added, and | 
more than 10 percent have been 
small imported cars and competing 
makes of American compacts. 

Nichols also reported that 69.4 
percent of the trades on the stand- 
ard Dart; 53.9 percent of those on 
trucks, and 42.8 percent of the 
trades on the Polara are conquest 
sales. 

The largest percentage of trades 
on the Lancer have been cars in 
the standard low-price class, he 
said. The percentages of tradeins 
by price classes are as follows: 

Standard low-price class, 45; 
medium-price class, 38.8; United | 
States compacts and imports, 10.6, 
and others, 5.5. 


Auction of Junks 


Costly to Chicago 


CHICAGO.—A bill in the legisla- 
ture would give the city the option 
of selling junk cars either by con- 
tract or auction and would result 
in substantial savings if the former 
course is taken, according to Lieut. 
Jack Feindt, head of the _ police 
automotive pounds. 

In the last 17 months, he said, 
the city has spent $64,000 because 
it is forced by state law to sell 
abandoned junk cars at auction, 
under which it must pay the auc- 
tioneer a 20 percent fee on all units 
sold, 

On a contract basis, with bids 
taken, the city would save the 
amount of the commissions, Feindt 
said. The auctions are held once 4 
week at the pounds, 
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By Martin L. Whitmyer 
Staff Writer 

Red, white and blue banners are 
jntroducing the Lancer XL and the 
Grand Prix automobiles in Bay 
Area Dodge Dealer Assn. (Boston) 
showrooms during July. Special ac- 
cessories, trim paint, and identifica- 
tion markers convert the Dodge 
Lancer 170 into the Lancer XL, and 
the Dodge Lancer 770 into the 
Grand Prix, 

Seventeen Bay Area newspapers 
are being used to describe this 
“sporty” look in Lancers with 310- 
line ads. Radio spots and program 
commercials in the regularly 
Dodge-s ponsored Gordy Soltau 
sports Show on KFRC are also 

romoting the new Lancers. 

Complete promotion kits together 
with large window banners and 
posters are being used by the 16 
members of the Retail Selling 
Assn. of the Bay Area Dodge deal- 
ers, The Lancer XL and Grand 
prix are exclusive to these RSA 


ers. 
memb ei 


A Plug for Detroit 

“Dynamic Detroit,” a 60-minute 
documentary starring many of the 
leading citizens of the automotive 
capitol, has been produced as a 
joint promotional and public serv- 
ice project by WXYZ-TV, Detroit. 

The venture was conceived by 
John F. Pival, president of WXYZ, 
Inc., as an effective way of combat- 
ting false reports and impressions 
of the economic climate in Detroit. 

Starred as themselves in the doc- 
umentary are John O. Dykstra, 
president of the Ford Motor Co.; 
Chester B. Larsen, president of 
Cunningham Drugs (100 stores); 
Joseph L. Hudson, president of the 
J. L. Hudson Co., department store 
and shopping centers; Rick Ferrell, 
general manager of the Detroit 
Tigers; L. L. Colbert, president and 
chairman of the Chrysler Corp., 
and August Scholle, president of the 
Michigan State AFL-CIO Council. 
Additionally, political leaders Philip 
A. Hart, United States Senator 
from Michigan; Gov. John L. 
Swainson, and Detroit Mayor Louis 
C. Miriani, appear with brief mes- 
sages. 

Speaking for the station are 
Newsman Lee McNew, as narrator, 
and Don Ameche, who appears on 
WXYZ as host for the late movie 
five nights a week. 

* * * 


Auto Show on Television 


“Straightaway,” a new action-ad- 
venture series starring Brian Kelly 
and John Ashley as automotive spe- 
cialists working to perfect a new 
kind of high performance engine, 
will be presented over the televis- 
ion network of the American 
Broadcasting Co. Fridays from 7:30 
to 8 p.m. (EDT) starting Oct. 6. 

The program will be sponsored 
by Autolite, whose advertising 
agency is Batten, Barton, Durstine 
& Osborn, Inc. It will be produced 
by Irving Cummings jr., with Ric 
Roman as associate producer for 
ABC films. 

Kelly and Ashley will play pro- 
prietors of a specialty shop and ga- 
rage who, as technicians, are dedi- 
cating their careers to the perfec- 
tion of a high performance engine. 
The action in “Straightaway” will 
take place on the sportscar circuit 
of Southern California, 

ok * a 


May, Green Join Weissman 


Philip May and John Green have 
joined Len Weissman to form a 
New advertising and public rela- 
tions firm called May, Green & 
Weissman. 

May most recently was a _ pro- 
.ducer for Paramount Pictures and 
Green, formerly a Renault distribu- 
tor, has been associated with 
Weissman in the promotion of 
autos in the West. 

The new firm occupies quarters 
at 9110 Sunset Blvd., Los Angeles, 
which formerly housed Len Weiss- 


man Co. 
cs * * 


Mack Again on ‘Monitor’ 


Mack Trucks, Inc., will use a 
nationwide radio program again 
this summer to tell of the contri- 
butions of the trucking industry to 
America’s economy, with special 
emphasis on the industry’s sub- 





Dodge Promotion in Boston... 
Auto Advertising 








stantial tax support of the nation’s 
highway building program. 

Mack’s radio messages will be 
tied to the truck-tax poster pro- 
gram sponsored by the American 
Trucking Assns. in which individual 
trucks carry signs telling how 
much the vehicles pay in state and 
Federal highway use taxes. 

The coast-to-coast radio program 
will be heard on Monitor, NBC’s 
weekend radio service. It will be 
carried by an average of 200 sta- 
tions, running each Saturday and 
Sunday through Aug. 27. 

* * * 


TV Factbook Published 


Television Digest has published 
a Television Factbook which in- 
cludes the first comprehensive 
guide to United States television 
station coverage ever compiled. 

The coverage guide is in the form 
of maps on which are indicated 
both the official predicted Grade A 
and Grade B contours as filed by 
each station with the Federal Com- 
munications Commission, and the 


American Research Bureau’s view- 
ing data gathered in its county-by- 
county nationwide survey. Market- 
ing data from Sales Management’s 
1960 Survey of Buying Power is 
integrated with the station infor- 
mation. 

Twenty-eight major categories 
are covered in the book. These in- 
clude: 

Advertising and billing, Canadian 
TV stations, Color TV outlets, Com- 
munity Antenna Systems, FCC Di- 
rectory, Foreign Directory, Indus- 
try Statistics, Markets and Metro 
Data, Network Directories, Owner- 
ship of Stations, Program Sources, 
National Sales Representatives, 
Tape Installations, Telecasting 
Equipment and Time Buyers. 

* oe oe 


Alcoa, Monroe on the Air 


Aluminum Co. of America and 
Monroe Automobile Equipment 
Co. have signed to co-sponsor the 
Bob Reynolds Sports Show over 
Radio Station WJR, Detroit. The 
show is heard from 6:15 to 6:30 
p.m., Monday through Saturday. 

* * ok 


Canadian TvB is Set Up 


Formation of Canadian Televis- 
ion Bureau of Advertising, Inc., 
effective Aug. 1, has been announc- 
ed by Ralph Snelgrove, chairman 
of the bureau’s temporary Execu- 


tive Committee, and Norman E. 
Cash, president of the American 
TvB unit. 

William R, Seth jr., until recently 
with Lennen & Newell, Inc., adver- 
tising agency, has been appointed 


director of the new bureau. 
oe * * 


Wolfe Elects Netzer 


Wolfe, Inc., Detroit printing firm, 
has elected Harold F. Netzer as 
president, succeeding William H. 
Wolfe who is retiring from the 
company. 

Other new officers elected were 
Harold E. Stokes, sales vice-presi- 
dent, and Ralph R. Reilly, secre- 
tary-treasurer. Reilly will also con- 
tinue as plant manager. 

Netzer, who had been vice-presi- 
dent, joined the printing company 
shortly after it was formed in 1931. 
Stokes previously was vice-presi- 
dent of the Detroit Die Set Corp. 

* 


Personnel Changes 


Robert G. Bosart from advertis- 
ing and sales promotion manager 
at Arvin Industries, Inc., Columbus, 
Ind., to retail advertising manager 
at B. F. Goodrich Tire Co., Akron 
. .. Michael R. Switzer from indus- 
trial publications account executive 
at Cushing & Nevell advertising 
agency, New York, to visual com- 
munications director for Raymond 


Loewy William Snaith, Inc., indus- 
trial designers, New York. 

John I. Henry, with the paper 
since February, to director of com- 
munications for the New York 
Times, succeeding Fred E. Mein- 
holtz, who will retire at the end of 
this year after 41 years service in 
the newspaper’s communications 
network ... Harry A. Van Horn 
from Midwestern representative of 
the National Foremans Institute to 
field editor of Personnel Journal, 
with headquarters in Detroit. 

Two appointments at Mercury: 
Bruce E. Miller from sales promo- 
tion manager to advertising man- 
ager, replacing Harry L. Swain, 
who has been named advertising 
manager of Ford Motor’s new Mo- 
torcraft Division, and M. J. Row- 
lands from L-M district sales man- 
ager to division sales promotion 
manager. 

Norman Swift from public rela- 
tions manager for Industrial Rayon 
Corp. to manager of public rela- 
tions for Midland-Ross Corp. ... 
Edgar Hayes, former Detroit Times 
sports writer, to public relations 
consultant for General Tire & Rub- 
ber Co. in Detroit... Glenn F. 
Campbell from manager of public 
relations for Electric Autolite Co. 
to director of communications and 
publications for the First Com- 
munity Church, Columbus, O. 





Here’s what you can buy 
for cancer research — 


for *5 or $50 or $500,000! 


You can give a cancer research laboratory five dozen 


glass culture tubes for $5, one instrument sterilizer 


for $50, one hundred medical fellowships for $500,000! 


power ARE no bargains in cancer research. 
Hunting the cause of cancer—and ways of pre- 


1 egg incubator ....ccccccccccccccecce shaw 


1 constant temperature bath .............--$200 





venting cancer—is an exacting job. A demanding 
job. An expensive job. It costs money. 

To give you an example, below are actual prices 
of equipment purchased with American Cancer 
Society funds. Little things, like glass slides. Mas- 
sive things, like room-size total body radiation 
instruments. All vital to the fight against cancer. 

So is your donation. 

See what you can afford to buy. Then write that 
figure down on the coupon at the bottom of this 
page, and mail it with your contribution to 
CANCER, c/o your local Post Office. All gifts are 
tax deductible. 


5 dozen tissue culture tubes .......eeee000+-$0 
6 months’ supply of rubber gloves ..........$15 
Food and care of 1500 mice for 1 day........$15 
1 dozen glass flasks for chemical studies ......$15 
UL mbCrOmNel 5c sess cnc ccc veut een 5-200 0 
1 mouth rebreathing apparatus and nebulizer. .$20 
1 day’s supply of radium needles ........... $35 
1 instrument sterilizer ............. ooo e S00 


1 blood cell calculator, used in leukemia 


Se GisA-h Gora kis.) 2 a00 8 cn Serer $70 
3 units of human serum ........ swathes axed $70 
4 days’ maintenance of a cancer research bed. . $100 
1 water phantom for radiation dosage studies. . $100 
1 kymograph manometer ....... errr er es 


100 AK mice for preparation of Coombs 
CGM o0étbetes ioe s4h ect ae 


1 isotope scanner ......ccccccccccscccs aaU 
A RON REND. 5 ibs neces kn cdesiesccheece eee 
2,000 millicuries of radioactive iodine ......$750 
1 heart-lung machine for drug perfusion . . . .§2600 
YQ gram of cobalt 60 for radiation research. . $6000 


1 grant for the study of the role of hormones 
in growth, including the cause, 
prevention and treatment of cancer... .$70,000 


1 high-voltage, total body radiation 
NE os case 8S oe ..----- $100,000 


100 training fellowships for 1 year .... .$500,000 


Grants to 5 scientists, each heading a 


cooperative 5-year research program $1,000,000 


Guard your family. Fight cancer with a 
checkup and a check. 


Mail this coupon to: 
Cancer 
c/o your local post office, 


Attached is my gift of 
$ 


to fight cancer. 





My name 





eh 
City and State 








AMERICAN CANCER SOCIETY 


Preteen m nme newneenennwececesoseey 


ee ee ee eee eee ee eee eee eee2eeee2e2227 


Se te 
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DIESEL POWER UNIT—Arctic Traveler, 
Montgomery 2, Ala., maker of truck and 
trailer refrigeration systems, has announc- 
ed an air-cooled, diesel-powered gener- 
ator designed for under-the-floor mount- 
ing. Chief feature of this unit is that its 
diesel engine decompresses for easy start- 
ing and does not go into full compression 
until it reaches operating revolutions per 
minute. This, combined with a 24-volt 
starter, enables quick starting in temper- 
atures as low as minus 10 degrees with- 
out the use of special devices such as 
ether or hot plugs, it is said. It also en- 
ables operating the system on automatic 
which turns the engine on and off as 
cooling (or winter heat) is required. This 
three-cylinder diesel generator augments 
Arctic Traveler's present line of gasoline 
or propane engine-generators on the Trail- 
master Models TE-500 and TE-750. 


Spatter Spray Unit 
Introduced by Binks 


A new spatter spray unit design- 
ed for two-color spray applications 
has been introduced by Binks Mfg. 
Co., Chicago, Ill. 

The new unit was designed in- 
itially to apply two-color applica- 
tions to the interior of automobile 
trunks, but may be used without 
change in any similar painting ap- 


plication, the firm said. 
* * * 





TACHOMETER—VDO Instruments, 4475 
Cass Ave., Detroit 1, Mich., has announced 
a complete line of illuminated, transistor- 
ized tachometers. It is said to be the only 
type with a full dial face which does not 
require any sending unit. It is available 
in 6,000 and 8,000 revolutions-per-minute 
models for sports cars, sedans, trucks and 
marine use. . 


Frees Rusted Fittings 
Rust Buster, a rust-freeing liquid 
in a plastic squeeze bottle, is of- 
fered by Armite Laboratories, 67th 
and Broad Sts., Los Angeles 1, 
Calif. 


Ba 


+* 


Wireless Intercom 


An intercom system to provide 
two-way communication without 
wiring has been announced by Pre- 
cision Equipment Co., 4409 Ravens- 
wood Ave., Chicago 40, IIl. 

* * * 


* * 





FILLER CAPS—An expanded line of filler 


caps and accessories is available for 
industrial and automotive applications. 
These Tedeco filler caps are made of die- 
cast aluminum alloy and feature a spring- 
loaded cap that is a conspicuous protru- 
sion when open. Three sizes are available 
from stock, with 2-inch, 1'%4-inch, and 
Y%e-inch free opening. Tight sealing is pos- 
sible with an “O"-ring, or a breather vent 
can be included, it is said. Technical De- 
velopment Co., 303 S. Chester Pike, Glen- 


olden, Pa. 


% 


* * 


Covers for Air Conditioners 
Offered as Accessory 


Covers for air conditioners in a 
dozen colors have been marketed 
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122 Brookline Ave., Boston 15, 
Mass. 

The covers, made from _ uphol- 
stery-type fabric, have a self-ad- 
hering back by which they are 
attached to the air conditioning 
unit, it is said. Attachment of the 
covers takes only a few minutes 
whether or not the air conditioner 
is installed in the car. 

* * * 
Tail Pipe Hanger 

Wohlert Corp., Lansing 5, Mich., 
has announced a universal type tail 
pipe hanger, number 2653DU, de- 
signed to replace all types of hang- 
ers, 


* * * 
Cut-Off Grinding Wheels 
High-performance cut-off grind- 
ing wheels have been marketed by 
Peninsular Grinding Wheel Co., 729 
Meldrum Ave., Detroit 7, Mich. 


* * 





CLEARANCE LIGHT—A clearance light 
that combines the guard and unit-housing 
into an integrated one-piece, steel ele- 
ment, has been announced as an addition 
to its Pathfinder line of safety equipment 
by Auto Lamp Mfg. Co., 2909 S. Indiana 
Ave., Chicago 16, Ill. The unit, No. 477F, 
also features the Pathfinder ‘‘No-Shock” 
rubber cushion lamp mountings. Two lamps 
are mounted so that when one fails, light 
from the second is visible from a 90 de- 
gree angle in all directions, it is said. 


oe 
VL 


REPLACEMENT PIPES — Grand Automo- 
tive Products, 5310 W. 66th St., Chicago, 
lll., has introduced a line of ‘Resonator 
Eliminator’ replacement pipes that are 
said to boost engine efficiency, provide 
reduction in back-pressure and assure 
better gas mileage for any car. Grand’'s 
eliminators are installed by unclamping 
or cutting out the old resonators and re- 
placing them with the Grand pipes, it is 
said. The pipes are formed of heavy- 
gauge metal and are sized, slotted and 
expanded on both ends to assure perfect 
fit, it is claimed. 

SE erey 
Lubrication Drain 


The E-Z lubrication drain, de- 
signed to fit two different size con- 
tainers has been announced by 
K-P Mfg. Co., 1226 Linden Ave., 


Minneapolis 3, Minn. 
ck ok 


* 





HEADREST—An adjustable headrest has 
been announced by Sterling Products Co., 
Inc., 153 E. Thompson Ave., St. Paul 18, 
Minn. It is adjustable forward, back, up 
and down and is easily removed from the 
seat when not in use. The cover is thick- 
set corduroy for all-weather use and can 
be unzipped and removed for washing. 
The headrest bracket is rubberized to 





by Automatic Radio Mfg. Co., Inc., 


protect the seat fabric. 


manufactured by Anodyne, 
1270 N.W. 165th St., North Miami 
Beach 69, Fla. 


NEW PRODUCTS 





CAMSHAFT — Individually designed, 
dyno-tested camshafts specifically engi- 
neered to improve the engine perform- 
ance of any American compact car have 
been introduced by Weber Speed Equip- 
ment, 310 S. Center St., Santa Ana 2, 
Calif. 





HELPER SPRING —Tuthill Spring Co., 
Momence, Iil., has announced a single- 
leaf helper spring which can be installed 
in minutes on popular make or model car 
or station wagon. The helper spring ab- 
sorbs both acceleration and braking 
torque, helps prevent bottoming, controls 
rebound and makes for better cornering, 
greater stability and all-around safer driv- 
ing, according to the manufacturer who 
states it will also effectively carry over- 
loads up to 800 pounds. 





BATTERY CHARGER — A three-in-one 
home battery charger for slow-medium- 
fast charging regardless of battery con- 
dition, weather or periods of inactivity, 
has been developed by Electro-tone Lab- 
oratories, 1713 N. Ashland Ave., Chicago 
22, Ill. The eight-ampere Model C-100 is 
a continuous-duty battery charger with a 
10-ampere surge, incorporating into a 
compactly designed portable unit an ex- 
clusive three-speed charge-selector to con- 
trol the rate of charge to suit the demand 
of the battery. Recharges a dead battery 
in three hours, accumulates enough charge 
to start an engine in less than 10 minutes, 
it is claimed. 





RIM CLAMPS—To provide greater cov- 
erage with its line of brake shoes, wheel 
and rim replacement parts for trucks, trac- 
tors and trailers, Transit Parts Co., 35700 
Vine St., Willoughby, O., has announced 
the addition of two rim clamps for Inter- 
national Harvester and Ford trucks and 
Gunite wheels. With this addition, Transit 
Parts now offers five heavy-duty clamps 
for Dayton, Erie and Gunite cast-spoke 
wheels, in addition to the Ford and Inter- 
national Harvester units. Each is said to 
meet ASTM standards and the tensile and 
yield strengths in the original manufac- 


turer's specifications. 


* * * 


North Miami Firm Offers 
Anodized Aluminum Trim 


A line of anodized, multicolored 
aluminum decorative trim is being 
Inc., 


The pressure-sensitive trim is 








available in any combination of 
colors which are permanently an- 
odized into the aluminum, the firm 
said, and can be embossed, pre- 
formed or cut to shape. 

* * * 


Tandem Suspension 


Dayton Steel Foundry Co., Box 
1022, Dayton 1, O., is offering a 
tandem suspension. Called the 
Loadmaster Tandem, it is being 
made for single, twin and tri-axle 
suspension and for weld or bolt 
installation. It is available with 
seven or 11 leaf springs and has a 
top axle loading of 54,000 pounds 
with optional springs. 

* * eo 


Plastic Floor Mats 


Plastic auto floor mats in a wide 
range of colors have been an- 
nounced by Product Research Co., 
Inc., North Providence, R. I. The 
mats are resistant to oil, grease, 
abrasion and puncturing, the firm 
said, and will not discolor or be- 
come brittle. 

* 

Instrument-Panel Shield 


A glare-absorbing felt shield for 
the top of automobile instrument 
panels is offered by L & M Activ- 
ities, Inc., Dept. B, P. O. Box 57, 
Atlantic Beach, Long Island, N, Y. 
ok * 





* * 


* 





HYDRAULIC PUNCH —The Rumstick 4 
hydraulic punch set No. 100 is said to 
clear overhead-valve oil pressure passages 
on all models of Ford, Falcon, Mercury, 
Comet, Oldsmobile, Chevrolet and Pon- 
tiac. The punch becomes a hydraulic ram 
when inserted in the upper oil discharge 
hole to the rocker arm. It drives a hy- 
draulic jet of oil through the offset pas- 
sage breaking up and clearing away re- 
stricting deposits of sludge, it is said. 
Rumstick 4, Inc., 411 Willett Ave., River- 
side, R. I. 





FRICTION SHOCK—A friction shock and 
kit, said to be ideal for custom-built cars, 
sports cars, track cars and dragsters, has 
been announced by Ansen Automotive, 
6317 S. Normandie Ave., Los Angeles 44, 
Calif. Tension can be changed by moving 
one adjusting screw. Made of special 
steel, the unit comes with iinkage. 





AIR CONDITIONER—An air conditioner 
designed for use in the Volkswagen has 
been announced by Polar Bear, Inc., 2111 
W. Beaver St., Jacksonville 9, Fla. Called 
the Polar Bear, the unit features one-knob 
control. The firm also produces refrigera- 
tion Units for the Volkswagen Model 211 
panel truck. 
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BUMPER LIFT—Watervliet Tool Co., Inc., R 
413 N. Pearl St., Albany 1, N. Y., has dev 
announced the redesigning of its lron Co. 
Horse, 500A—one-end bumper lift. New " 
lifting saddles allow easy entrance into F K 
narrow areas between body and bumper [7 
on new model cars, it is said. Hole in top | G 
of each saddle allows operator to insert pla 
adjusting pin where it is out of the way, Fi of | 
safe from loss or damage. The air-oper. | 
ated Iron Horse has a 3,000-pound capac. y Re 
- * * * i In 
Electro-Start Announces [io 
Battery Booster Charger 2 . 
The Electro-Start, a portable six- |) Me' 
or 12-volt battery booster charger,}) § 
has been announced by Electro-{) ide 
Start, Inc., 19991 Stratford Rd, al 
Detroit 21, Mich. = Ch 
The unit mounts on the service cha 
truck and is attached to the bat- me! 
tery. It is said to boost-charge bat- in I 


teries in 90 seconds. It eliminates 
booster batteries, battery blow-ups 


and hot cables, it is claimed. 
* * * 


AIR FILTER—Stelling & Hellings Co., | 
2800 W. Burbank Bivd., Burbank, Calif., 
has developed a Hellings paper air filter, | 
using standard replaceable filters, that is 
said to filter out 99 plus percent of the 
damaging air impurities. An air filter is 
offered for most every foreign and Ameri- 


can engine. 
e 2.2% 


Compact Typewriter 
Smith-Corona Marchant, Inc., 410 
Park Ave., New York 22, N. Y., has § 
introduced the SCM 200, a compact | 
electric office typewriter. : 
* co * 





Exhaust Burner 


The Morris Electrostatic Fume- 
Burner, which is said to “burn out” [7 
odors, fumes and smoke from ex- |! 
haust systems, has been announced ff 
by Morris Deodorizers, Inc., 2819 
Broadway, N. E., Knoxville 17, 
Tenn. 





IGNITION TESTER—C, E. Niehoff & Co., 
4925 W. Lawrence Ave., Chicago 30, Ill., 
has introduced the T-45 Ignition Efficiency 
Tester. The T-45 is said to check: Coil out- 
put, high resistance and opens in primary 
and secondary circuits, spark plug insula- 
tion, diodes in alternators, generator field 
windings, fuses, light bulbs, low voltage 
shorted condensers, and high or low car- 
bon resistors in distributor caps, 

ck 


Check Valve 


A low-cost check valve, called the 
Deccto Series, has been announced 
by Bruning Co., Lincoln, Neb, Op- 
erating pressure is said to be 3,000 
pounds per square inch and up, 
with 10 p.s.i. drop in pressure at 
rated flow. 
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Technical PERSONNEL CHANGES 





p. Paul Fisher, Chevrolet truck 


prake engineer, has been elected 


chairman of the Joint AMA-TTMA 


Technical Committee on Combina- 


tion Vehicle Brakes, composed of 
representatives of the Automobile 
Manufacturers Assn. and the 


qruck-Trailer Manufacturers Assn. 

Fisher previously served as chair- 
man of a special task force of the 
committee that developed a new, 
more precise method of rating the 
porsepower absorption of commer- 
cial vehicle brakes. ‘ 


Lee Appoints Benson 
R. D. Benson has been appointed 
development engineer by Lee Mfg. 
Co. Santa Monica, Calif. 
* * * 


Kirk Named Plant Manager 


Glenn M. Kirk has been named 
Jant manager by Highway Trailer 
of California, Los Angeles. 
* co * 


Reynolds Appoints Shockley 


In Product Development 
Gilbert R. Shockley has been 
named general director, Product 
Development Division, by Reynolds 
Metals Co. s 
Shockley formerly was vice-pres- 
jdent for metals in the Internation- 
al Division of Olin Mathieson 
Chemical Corp. He will be in 
charge of the company’s develop- 
ment laboratories in Richmond and 
in Louisville. a 


Ford Promotes Nida 


Edward A. Nida has been ap- 
pointed general production man- 
ager of Ford’s assembly plant in 
Atlanta. He moves to Atlanta from 


Ford’s assembly staff in Dearborn. 
* * * 


Grizaly Brake Appoints 


Special Projects Engineer 
Charles C. McLean has been ap-~- 
pointed special projects engineer 
at the research 
and development 
department of 
Grizzly Brake Di- 
vision, MarPro, 
Inc., Paulding, O. 
McLean has 
nearly a decade 
of experience in 
the development 
of production of 
replacement and 
pie original equip- 
Charles C. McLean ment brake lin- 
ings, including production, com- 
pounding road testing and labora- 


tory evaluation of friction materials. 
* * * 





Farley Joins Sparton 


Sparton Electronics, Division of 
Sparton Corp., has appointed Sid W. 


Farley as manufacturing manager. 
* * * 


Aire Co., and prior to that was an 
automotive engineer with the 
American Trucking Assns. 

* eo eg 


Burgmaster Ups Manders 


John A. Manders, formerly in 
charge of tooling, inspection and 
methods, has been appointed manu- 
facturing vice-president of Burg- 
master Corp. He joined Burgmaster 
in 1954 as a master mechanic. 

* * * 


Terry Joins Eaton Axle 


As Chief Brake Engineer 


Thomas H. Terry has joined the 
Axle Division of Eaton Mfg. Co. as 
chief brake engineer. 

For the past 10 years he had been 
Cleveland district sales manager for 
Raybestos-Manhattan, Inc. 

* * * 


McLouth Steel Lists 


Supervisory Changes 


McLouth Steel Corp., has an- 
nounced major supervisory changes 
at its Trenton and Detroit plants. 

George Low has been appointed 
plant manager of the Detroit plant. 
Succeeding him as general super- 
intendent is James Ambrose. Paul 
E. Lindberg jr. has been appointed 
assistant plant manager at Trenton 
and Jack Horsley succeeds him as 
superintendent of the Hot Metal 
Division. 

* * * 
Semiconductor Firm Names 


Engineering Vice-President 


Paul J. Colleran, a physicist re- 
sponsible for significant develop- 
ments in controlled rectifiers and 
other semi-conductor components, 
has joined International Rectifier 
Corp. as engineering vice-president. 

The new physicist-executive has 
been affiliated with General Elec- 
tric Co. for the last 10 years and 
has served since 1952 as manager 
of all the GE semiconductor ad- 





Engineering Briefs 





WARREN, Mich.—A new plant 
for producing extrusion dies for the 
West Coast extrusion industry is 
announced by John Wall, president 
of PMD Extrusion Die Co. here. 

Located at 1309 Bayshore, San 
Jose, Calif., the new plant supple- 
ments existing extrusion die manu- 
facturing facilities here and at 
Florence, Ala. 

* * * 


Egbert to Address Meeting 


Of Production Control Group 
CHICAGO. — Sherwood H. Eg- 





Denison Promotes Krebs 


Lawrence M. Krebs has been 
named manager of the Michigan 
district of the Denison Engineer- 
ing Division, American Brake Shoe 
Co, He had served Denison Multi- 
press customers in the Michigan 


area for five years. 
*K * cd 


Hoffmann Joins TTMA 


Charles P. Hoffman jr, has joined 
the Truck Trailer Manufacturers 
Assn. as a staff engineer. He had 
been a sales engineer for Hydro- 
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bert, president of Studebaker- 
Packard Corp. will be the featur- 
ed speaker at the fourth annual 
national conference and technical 
exhibit of the American Produc- 
tion and Inventory Control So- 
ciety Sept. 28-29 at the Pick- 
Congress Hotel here. 

Egbert will head a host of pro- 
duction management authorities 
who will conduct a series of ori- 
entation seminars, workshops, 
and conference-type sessions de- 
signed to provide the latest tech- 
niques and developments in the 
production and inventory control 
field. 

* * * 


Report on Plastics 


WASHINGTON, W. Va.—Marbon 
Chemical Division of Borg-Warner 
Corp. has issued a report on eight 
potential car interior components 
made of Cycolac brand polymers. 
With the average 1961 car using 22 
pounds of plastic and a predicted 
1962 increase of two or three 
pounds, the report is geared to pro- 
vide designers with ideas on new 
automotive uses for the Marbon 
material. 

* * * 


Tandem Cold Rolling Mill 


To Be Installed by Kaiser 


RAVENSWOOD, W. Va.—A new 
five-stand tandem cold rolling mill 
designed to assure maximum thick- 


ness and flatness control for light 
gauge aluminum sheet products is 


vanced engineering at Collingdale, 


Pa. 
* cs * 


Casaleggi and Sauer 


Promoted by Purolator 


Charles J. Casaleggi and Theo- 
dore C, Sauer have been appointed 
staff engineers for Purolator Prod- 
ucts, Inc. 

Casaleggi joined Purolator in 
1953, and Sauer has been with the 
company since 1948, 

ae * oe 


Olsen Named to Manage 


Autolite’s Cable, Wire Unit 


R. A, Olsen, former account ex- 
ecutive in the Detroit office of 
Electric Autolite Co. has been 
named manager of the firm’s wire 
and cable division. 

In other appointments, Kenneth 
C, Bell, former section engineer, 
has been promoted to chief spark 
plug engineer, and Frank M. Kitt- 
redge has been named section en- 
gineer in charge of spark plug test- 
ing. 

* * a 


GM Research Names 


2 Department Heads 


Appointment of two department 
heads at General Motors Corp. Re- 
search Laboratories, Warren, Mich., 
has been announced by Dr. Law- 
rence R. Hafstad, research vice- 
president. 

They are William F. King, who 
heads the newly formed electro- 
mechanics department, and Donald 
E. Hart, head of data processing 
department. The two departments 
were formerly sections of special 
problems department headed by 
Thomas C, Van Degrift, who re- 


cently retired. 
om * * 


Ford Stamping Names 2 


Milton E. Smith has been named 
manager of Ford Motor Co.’s Buf- 
falo stamping plant, succeeding 
Mark Kaiander, who has been ap- 
pointed manager of the company’s 
Monroe (Mich.) plant. Smith for- 
merly was assistant manager in 
Buffalo. He joined Ford in 1937. 





Kaiander has been with the com- 
pany since 1928. 


to be installed at Kaiser Aluminum 
& Chemical Corp.’s works here. 

The multimillion-dollar cold mill, 
which will incorporate special auto- 
matic tension devices between its 
stands to permit maximum flatness 
control, will be the first of its type 
in the United States’ aluminum in- 
dustry, Kaiser said. It will be cap- 
able of producing aluminum strip 
in thicknesses from .020 to .003 of 
an inch, in width to 48 inches. 

* * * 


Buffalo Stamping Plant 


Modernized by Ford 


BUFFALO.—Ford Motor Co. has 
undertaken a “substantial” expan- 
sion and modernization program at 
its Buffalo stamping plant, Plant 
Manager Mark Kaiander an- 
nounced. 


The company declined to disclose 
the cost of the program, but it re- 
portedly will involve an outlay of 
approximately $2 million. The pro- 
gram encompasses the installation 
of 29 additional stamping and 
welding presses. 

* * * 


Four Industrial Experts 


Organize New Firm 


CHICAGO, — Four Detroit and 
Chicago industrial experts have or- 
ganized Wallace Herdlein & As- 
sociates, Inc., with headquarters at 
208 S. LaSalle. 

The new organization is special- 
izing in designing, engineering and 
manufacturing of metal cleaning, 
paint finishing and air handling 
systems, plant layouts for such 
systems and ovens of all types in- 
cluding low-temperature units for 
metal heat treating. Wallace Herd- 
lein is president. 

* * * 


Dow Offers New Resins 


MIDLAND, Mich. — Introduction 
of a series of eight linear poly- 
olefin resins for injection molding, 
blow molding and extrusion has 
— announced by Dow Chemical 

0. 
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flection gas cell which will measure 
the concentrations of pollutants in 
a sample of air. The pollutants will 
then be identified by the spectro- 
photometer. 


Capsule Reports... 
Auto News in Brief 


and the other 200 by the Fruehauf 

Division Avon Lake plant in Ohio. 

He said all units would be 40 feet 

long, have aluminum construction 

and would utilize the firm’s most 

advanced refrigeration insulations. 
* * * 


231 More Army Trucks 


Purchased from White 


DETROIT.—A $1,409,455 contract 
for 231 trucks of 2%-ton rating has 
been awarded to the Lansing Divi- 
sion of White Motor Co. by the 
Detroit Army Ordnance District. 

The contract supplements one 
awarded a month earlier for 3,976 
such vehicles. 

* * * 


Wheland Co. Merged 


With Gordon Street 


CHATTANOOGA, T enn.—Whel- 
and Co. has been merged with Gor- 
don Street, Inc., which has long 
been the principal owner of Whel- 
and common stock. 

Gordon Street, Inc., is now the 
corporate name with two operating 
divisions: Wheland Foundry and 
Wheland Products. 

* * 


ok * * 


Fire Destroys Wright 
LE CENTER, Minn.—Fire did an 
estimated $60,000 damage and de- 
stroyed the Wright Chevrolet Co. 
here. The dealership is operated 
by Clarence Wright. 
* * * 


New Name: FMC Corp. 


SAN JOSE, Calif—Food Machin- 
ery & Chemical Corp. has changed 
its name to FMC Corp. 


* * * 


Hamlin Reelected Head 


Of Michigan Wholesalers 


LANSING. — William E, Hamlin, 
president, C. E, Hamlin Co., has 
been reelected president of the 
Michigan Automotive Wholesalers 
Assn. 

A record 510 representatives of 
auto-supply firms attended the 
three-day eighth annual convention 
of the association. 

* * * 


Ford Assigned Patent 


On Soft-Loud Horn 

DEARBORN.—Ford Motor Co. 
is assignee of a patent for an auto 
horn providing soft honks for city 
travel and loud blasts for high- 
way travel. The horn is not used 
on current models. 

The patent was obtained for 
the company by Clarence E, Hot- 
hem, Dearborn. In three seconds, 
it was said, the horn’s volume can 
reach a maximum 16 times as 
great as the soft honk. 

eo * of 


CLEVELAND. — National Malle- 
able & Steel Castings Co. has 
changed its name to National Cast- 
ings Co. 

National has five divisions and 
three wholly owned subsidiaries in 
this country and Canada, Together, 
they operate 33 plants. 

cd 


Two Guilty of Mail Fraud 


In Promoting Gas Device 


DETROIT. — David L. Ratke, 
Hartsdale, N. Y., and Monroe Caine, 
Scarsdale, N. Y., have been found 
guilty of mai] fraud by a Federal 
Court jury here as the result of a 
promotion of a device they said cut 
gasoline consumption in half. 

The government presented wit- 
nesses who testified that the device 
didn’t work, The trial brought out 
that the gadget cost 18 cents to 
make and was bought by the de- 
fendants for 50 cents. They sold 
85,000 of them throughout the coun- 
try for $3.98 apiece—a total of 
$338,000. 






















* 
Goodyear Honors McKenzie 


For 45 Years of Service 


AKRON.—William H, McKenzie, 
who for 28 years has been providing 
Detroit auto manufacturers with 
rubber parts, was honored at a spe- 
cial ceremony for completing 45 
years of service with Goodyear Tire 
& Rubber Co. 

In charge of Goodyear’s engi- 
neered automotive products sales 
since 1933, McKenzie joined the firm 
in 1916 as a tire salesman. He be- 
came manager of the department 
when it was formed as a separate 
unit in 1952. 

7 * * 


400 Fruehauf Reefers 


Ordered by Pacific Fruit 


DETROIT.—An order of over $5 
million to provide 400 refrigerated 
trailers for the initial piggyback 
rail operations of Pacific Fruit Ex- 
press of San Francisco has been 
secured by Fruehauf Trailer Co. 
and Strick Trailers, a division of 
Fruehauf, according to W. E. Grace, 
president and chief executive of- 
ficer. 

In explaining the details of the 
procurement, which is the largest 
piggyback reefer order in the com- 
pany’s history, Grace said that 200 
trailers would be built by Strick in 
its new plant near Philadelphia 


* ok 


* 
Autolite Seeks to Purchase 


$8 Million of Its Shares 


TOLEDO.—Electric Autolite Co. 
has offered to buy $8 million of its 
common stock for retirement, ac- 
cording to Robert H. Davies, pres- 
ident. 

The price of the stock to be spe- 
cified by individual stockholders in 
their tenders may not exceed $67.50 
a share. If shares are tendered in 
excess of $8 million, Davies said the 
company may in its discretion ac- 
cept all or part thereof if it con- 
siders it desirable to do so, 

* * * 


Stanford Institute to Study 


Smog with Backman Unit 


FULLERTON, Calif. — Studies 
aimed at identifying chemical re- 
actants which produce various com- 
ponents of smog will be conducted 
by the Stanford Research Institute 
with a special Beckman IR-7 In- 
frared Spectrophotometer capable 
of identifying the compounds at 
concentration levels in parts per 
billion. 

The instrument, built by the Sci- 
entific and Process Instruments Di- 
vision of Beckman Instruments, 
Inc., was equipped by the division’s 


California Dealer Group 


Names Mayer President 

SAN MATEO, Calif. — Harry 
Mayer, Metcalf-Mayer (Lincoln- 
Mercury), has been elected presi- 
dent of the Burlingame-San Mateo 
Dealers Assn. 

Bud Livingston, Rector Motor Co. 
(Cadillac - Oldsmobile), has been 
named vice-president, and Arch 
Carey, secretary-treasurer. 

BS * * 


Two Firms Break Ground 


CHICAGO.—Auto Radiator Mfg. 
Co. and Auto Lamp Mfg. Co. have 
broken ground for their new fac- 
tory at 5445 N. Elston. 

* * 


Perfect Circle Buys Share 


In French Piston-Ring Firm 


HAGERSTOWN, Ind. — Perfect 
Circle Corp. has acquired a sub- 
stantial financial interest in Flo- 
quet-Monopole, S, A., largest 
French manufacturer of piston 
rings, pistons, valves and sleeves. 

Floquet-Monopole supplies or- 
iginal equipment to most vehicle 
and engine manufacturers in 
France and also is a major sup- 
plier of automotive replacement 
parts distributed through French 
jobbers. Perfect Circle piston 
rings will be manufactured under 
license by Floquet-Monopole on 
machines of Perfect Circle de- 
sign, which will be built in Eu- 
rope. 


* 








Quantity; 


* * * 


Wilson Designs Cabinet 


To Cut Tool Inventories 

MEMPHIS.—Wilson Mfg. Co, has 
introduced a cabinet designed to al- 
leviate the demand for a heavy 
inventory of tools and parts for 
jobbers and wholesalers. It is call- 
ed the WIMCO 750 U-PAC-IT 
Warehouser, 

The cabinet contains all compo- 
nents needed to make up a wide 
variety of Wimco swedging and 
flaring tools, reamers, tube cutters, 
bending springs, pinch-off tools and 
kits, the firm said, and cuts inven- 
tory investment by 70 percent, 

* * * 


Western Space-Age Show 


Set for San Francisco in ’62 


SACRAMENTO, Calif. — Top 
Western industrialists, in coopera- 
tion with the governors of the 13 
Western states, the Defense De- 
partment and other government 
procurement agencies, are launch- 
ing a huge project to stimulate in- 
dustrial production, according to 
California Gov. Edmund G. Brown, 
who will act as host governor. 
Brown said the event is to be 
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Smog Control Device— 


R. I. Hahn, left, president, Walker Mfg. 
Co., Racine, Wis., and T. P. Turchan, gen- 
eral manager, Industrial Chemicals Divi- 
sion, American Cyanamid Co., New York, 
display the housing of an exhaust system 
the companies plan to submit to the Cali- 
fornia Motor Vehicle Pollution Control 
Board. 


known as Western Space Age In- 
dustries and Engineering Exposi- 
tion and will be held in the Cow 
Palace at San Francisco April 25- 
29, 1962. 


* * * 


Chek-Chart Moves 


To New Headquarters 


CHICAGO.—Chek-Chart Corp., 
has moved to new and larger 
quarters at 222 W. Adams St., 
Chicago 6, Iil. 

Since 1929, when the company 
was formed, Chek-Chart has been 
headquarters for specialized in- 
formation, serving both the oil 
and automotive industries as an 
international clearing house for 
authentic lubrication and service 


data. 


* * * 


Nopco Opens Foam Plant 


CHATTANOOGA, Tenn.—A new 
urethane foam producing and fab- 
ricating plant has been opened here 
by the Plastics Division of Nopco 
Chemical Co. It has an initial ca- 
pacity to produce more than four 
million pounds of foam annually. 

* * * 


Matthews Ford Honored 


ASHEVILLE, N. C.—Raymond E. 
Matthews and C. L. Robinson, of 
Matthews Motor Sales, Inc. (Ford), 
have received Ford Motor Co.’s Dis- 
tinguished Achievement Award in 
recognition of the dealership’s 1960 


performance. 
* 


Dayton Tire to Revive 


Camelback Manufacture 


DAYTON.—Dayton Tire & Rub- 
ber Co., newest subsidiary of Fire- 
stone Tire & Rubber Co., is plan- 
ning to reintroduce the manufac- 
ture of camelback, the rubber used 
for retreading tires. 

C. M. Barnes, president, an- 
nounced the plans at a luncheon 
for some 25 district managers and 
other officials of the company dur- 
ing a two-day sales conference. 

* * ok 


AMC to Construct New 


Truck Transport Center 


KENOSHA, Wis.—A new 10-acre 
truck transport center will be es- 
tablished by American Motors at 
the intersection of Highways 158 
and 192, it was announced by Don- 
ald H. Monson, works manager at 
AMC’s Kenosha plant. ~ 

A garage, with supervisory and 
driver training quarters, will be 
erected on the property. When the 
building is completed, all American 
Motors motor transport activity 
will function from the center, Mon- 
son said. Parking, maintenance 
and repair facilities will be provid- 
ed for the fleet of trucks and vans 
which convey Rambler bodies and 
subassemblies between AMC’s Mil- 
waukee and Kenosha facilities. 

* * * 


Belcourt Heads Council 


SEATTLE.—L. E. Belcourt, presi- 
dent of L. E. Belcourt Co., has been 
elected chairman of the Renault 
Dealer Advisory Board in the 
Northwest region. The region in- 
cludes Oregon, Washington, Idaho, 
Montana and Alaska. Belcourt also 
will serve on Renault’s national 
dealer council. 


* * 





Cyanamid, Walker 
Plan to Submit 


Antismog Device 


RACINE, Wis.—Walker Mfg. Co, 
and American Cynamid Co., New 
York, have announced plans to sub. 
mit a motor vehicle smog contro} 
device to the California Motor Ve 
hicle Pollution Control Board. 

The two companies began joint 
development work early in 1960, a}. 
though both companies had bee, 
working independently on the proj. 
.ect for several years. Walker algo 
has been working with automobik 
manufacturers, whom it supplies 
with exhaust systems. 

T. P. Turchan, general manager, 
Cyanamid Organic Chemicals Diyj. 
sion, and R. I. Hahn, Walker pregj. 
dent, said the two companies are 
approaching the point of producing 
an economically priced catalyst.F 
muffler combination that will re.f 
duce smog-forming hydrocarbons} 
as well as carbon monoxide, in ex.| 
haust gases. 

As a division of Kern County 
Land Co., San Francisco, Walker 
has been interested in a practical] 
solution to the smog problem, 
which is especially acute in the} 
Los Angeles area, Hahn said. Both : 
Cyanamid and Walker are main-| 
taining close contact with Cali-[- 
fornia authorities. % 

The joint program, the announce-) 
ment said, has been aimed at de-| 
veloping a device that can bel 
installed easily on motor vehicles” 
already in use, as well as for fac. 
tory installations on new models, 
Results indicate a performance wel] 
within the California specifications, 
the companies said. 


VW Deal in Enid 
Opened by Stevens, 


ENID, Okla, — Stevens, Ine? 
(Volkswagen), opened at 1100 N,/ 
Van Buren with a two-day celebra- | 
tion featuring souvenirs and re-| 
freshments. 

Owner is Bob Stevens, whose 
father came to Enid in 1930 and’ 
established Stevens Buick Co, 
which is now operated by Bob’s — 
brother, Don Stevens. ra 

The new building features an! 
open show shed in front, in addi-" 
tion to a regular showroom and) 
service department. z 
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Beige Binge bs 
DETROIT.—The upsurge of! 
beige to second place on the 1961 
Chevrolet charts was cited by E.N. 


Cole, Chevrolet general manager,” } 


as the most notable trend in auto- 
mobile color preferences since 
white suddenly shot to the top two 

years ago. . 











Inflates to 20-30 feet. Use vacuum cleaner 
or gas— fun at football rallies, all ath- 
letic events, parties. Visible for miles as 
adv. for car dealers, gas stations, new 
store openings. Cost U.S. Gov. $20. Gen- 
uine neoprene, While they last $2, plus 
50 cents post. and handling. 5 for $10, 
postpaid, Send check or M.O. to: 


PRESTON’S, 102-I Main St., Greenport, N. Y. 








PORT-A-WALL ~~ 
TOPPER 


Buy them black 
and make them white 
with the new 

Port-A-Wall Topper. 
























Bearfoot Airway Corporation 


Automotive Division @ Wadsworth, Ohio 
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(Continued from Page 1) 


nance charge and in figuring simple 
annual interest. 

Daniel Fusfeld, University of 
Michigan economics professor, 
strongly endorsed the bill, but he 
suggested that the Federal Re- 
serve Board be given some lati- 
tude in deciding when to put it 
into effect. 

He thought it probably should be 
delayed until the national economy 
has started to move vigorously to- 
ward full employment. 

Fusfeld did not think consumer 
rates would be affected, but con- 
sumer use of credit might shift 
temporarily from hard goods to soft 
goods. 

The American Bar Assn., in op- 
posing the bill, expressed doubts 
as to its constitutionality. It also 
argued that states are best able to 
manage credit disclosure and that 
| the annual-interest-rate req uire- 
ment would force sellers into a 
“straitjacket” and prevent them 
from tailoring credit to individual 
needs. 

A statement on the legislation is 
expected to be released this week 
py the National Automobile Deal- 
ers Assn. 
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* * 


ENATOR PHILIP A. HART, 
. Michigan Democrat and co- 
sponsor of the truth-in-lending bill, 
told the Senate Banking Subcom- 
mittee that the protection afforded 
consumers by S 1740 “provides a 
long-overdue safeguard for the mil- 
lions of Americans making pur- 
chases on the installment plan.” 
' Hart, who is sponsor of a con- 
- sumer packaging bill, testified that 
there was no excuse for “making 
a rational choice practically impos- 
sible” in the credit field just as in 
other fields. 

Hart declared: “Like truth in 
packaging and labelling, truth-in- 
lending is among the truths this 
country can not afford to be with- 
out.” 

He compared the truth-in-lending 
bill with other labelling bills such 
as the Monroney auto labelling bill. 


' “A few years ago,” Senator Hart 

said, “we heard much about the 
' complexities and difficulties that 
- would ensue if on each automobile 
there was a clear statement of the 
manufacturer’s list price, and list- 
ing of accessory prices. This is now 
being done. It has not caused chaos 
in the industry. It is enormously 
helpful to the purchaser. 


“There is no doubt in my mind 
that the long-range best interests 
of the automobile industry, just as 
\' any other major industry substan- 
tially dependent on consumer time 
purchases, will benefit if the pur- 
chaser knows what price he is 
charged for credit purchase.” 

* * * 


= Michigan Democrat noted: 
“About 40 percent of all con- 
sumer installment credit outstand- 
ing today is extended for the pur- 
chase of automobiles. Needless to 
say, much of this industry depends 
on the available supply of credit, 
and to a significant extent on the 
auto purchaser’s continued con- 
fidence that not only the car but 
4 — credit arrangements are a good 
> buy. 
' The Rev. Father Robert J. Mc- 

Ewen, S.J., an economics professor 
from Boston College and chairman 
of the Advisory Council to the 
Massachusetts attorney-general, 
Supported passage of the Douglas 
bill. Father McEwen attacked the 
argument put forth by another 
economics professor from Michigan 
State University, Robert Johnson, 
that if you stop a salesman of used 
cars from “cheating the *customer 
§-in one way, he will devise another 
one.” 

Father McEwen said: “It comes 
down to asserting that we should 
do nothing to attempt remedial 
legislation in one area because 
clever and unscrupulous sellers 
will change their tactics and 
cheat the customer through other 
means. It is a truism that no 
amount of legislation will make 
dishonest men over immediately 
into the image of honest men. 
However, that is no excuse for 
the legislature not attempting to 
Set forth uniform practices and 
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potty Mesa? Douglas Hearings Told. . . 
Credit-Life Insurance Rates Hit 


uniform conditions which are 

expected of all honest sellers.” 

Martha E. O’Neil, accompanying 
Father McEwen, explained the his- 
tory of a Massachusetts truth-in- 
lending bill with a simple annual 
interest rate requirement. 

Although the bill went through 
the first legislative steps with fav- 
orable reports, it failed of passage 
in the legislature. The reasons given 
by Mrs. O’Neil were twofold: 

“Many stated that since the mat- 
ter was being discussed on a Fed- 
eral level State legislation was not 
indicated. Some were influenced by 
the fact that certain opponents 
stressed the danger of adverse ef- 
fects on business in the state. They 
felt that Federal legislation would 
affect all states equally and thus 
be fair to all.” 

* * * 

OUIS ROTHSCHILD, on behalf 
of the National Assn. of Retail 
Clothiers and Furnishers, opposed 
S. 1740. He argued that “as much 
fraud could be practiced under the 
bill as without it” and that a “new 
form of ambulance chasing will be 
opened up with a multiplicity of 

lawsuits and harassment.” 

Theodore N. Beckman, an Ohio 
State University professor and 
spokesman for the National Retail 
Merchants Assn., pooh-poohed the 
Douglas bill as an economic stabil- 
izer. 

“Stripped down to fundamentals,” 
he said, “this legislation is intended 
to minimize abuses in individual 
instances—a matter that might fall 
in the province of the Federal 
Trade Commission on interstate 
transactions and in that of the 
various state agencies for intra- 
state transactions.” 

He contended that if such a law 
were enforceable, it would apply 
to only about one-fourth of the 
total of consumer installment cred- 
it. He pointed to the various state 
statutes on auto paper, small loan 
company acts and laws governing 
credit unions and commercial 
banks. He also pointed out that 
the trend has been for more state 
action. 

Beckman declared that the 
truth-in-lending bill was “unnec- 
essary,” “unduly burdensome to 
small business enterprises,” and 


Truckers, Rails 
Disagree on 


Need for Census 


WASHINGTON. — Maximum use 
should be made of transport in- 
formation currently being collected 
by state and Federal governments 
before a national transportation 
census is undertaken, the trucking 
industry told a House subcommit- 
tee. 

Testifying on behalf of the truck- 
ing industry, Allan C. Flott said 
that, in view of the extensive re- 
porting requirements to which reg- 
ulated motor carriers are already 
subject, the additional reporting 
which would be necessary under 
the proposed transportation census 
would be “unduly burdensome.” 
Flott is assistant director of the 
department of research and eco- 
nomics of the American Trucking 
Assns. 

However, a national census of 
transportation was endorsed by a 
railroad economist who declared 
that neither government nor indus- 
try now has the necessary informa- 
tion “to make sound decisions con- 
cerning future transportation policy 
and planning.” 

Burton N, Behling, economist for 
the Assn, of American Railroads, 
told the subcommittee that statis- 
tical coverage of transportation 
generally has not kept pace with 
the vast changes in transportation. 

As a result, “comprehensive and 
coordinated statistical descriptions 
of transportation markets and 
flows of traffic as they actually 
exist at present are not available,” 
he said. 

Frank L. Barton, deputy under 
secretary for transportation, urged 
approval of the census on behalf of 
the Department of Commerce. He 
said Congress had approved the 
census idea in 1948 but had never 
granted the funds for the study. 








“misleading” with the likely out- 
come that the finance charge 
would go underground. 

Another representative of the 
National Assn. of Retail Merchants, 
Duncan McC. Holthausen, said the 
Douglas bill was unworkable be- 
cause it did not take into account 
the many ways of extending credit, 
it would impose a staggering bur- 
den, and it wags unnecessary be- 
cause of state regulation. 

Holthausen also thought credit 
costs would go underground. 

“The typical used-car dealer who 
works on a finance charge of 24 
percent need only increase his re- 
tail prices 10 percent to be in a 
position to offer credit for one year 
at 4 percent simple interest,” he ex- 
plained. 

The retail merchants did advo- 
cate full disclosure of the dollar 
amount. 

* * * 

— support for disclosing 

finance charges in terms of 
simple annual interest was given by 
the Credit Union National Assn. 
Julius Stone, a spokesman for the 
national organization, said that 
changing from a true monthly rate 
to a true annual rate might cause 
“some temporary inconvenience,” 
but he could not foresee any “un- 
usual long-range administrative 
problems,” 

He said that credit unions which 
operate mostly with unpaid volun- 
teer help had no trouble computing 
rates on the unpaid balance, He 
used standard rate charts in a case 
showing irregular and missed pay- 
ments. 

It was Stone’s contention that 
“honest merchants should have 
nothing to fear” from passage of 
the Douglas bill. He felt that the 
“normal workings of price com- 
petition” would deter “unscrupu- 
lous merchants” from price-pack- 
ing. 

R. C. Morgan, on behalf of the 
Government Employes Credit 
Union, El Paso, Tex., said that in 
interviewing thousands of people in 
debt, he found the main reason to 
be failure to understand the cost 
of credit. Several of his examples 
were of auto deals. 

James W. Grant, speaking for 
the Department of Justice Credit 
Union, said that his members — 
with a large percentage of profes- 
sional people — had no greater 
awareness of credit costs than any 
other group. He described the cred- 
it situation as a “labyrinth of con- 
fusion, misstatement, and mathe- 
matical chicanery” which no one 
can walk through without becom- 
ing a “victim of confusion.” 

ES * * 


OBERT J. CALHAN, of the An- 

drews Air Force Base Credit 
Union, said that the transitory na- 
ture of military life aggravated or- 
dinary credit problems. Of the six 
cases he gave, three were auto 
deals with true annua] interest 
rates of 67 percent, 62 percent and 
52 percent. 

Senator Bennett, the only sub- 
committee member who is a credit 
union member, argued that credit 
unions could give low rates be- 
cause of their favorable tax posi- 
tion. He also felt that passage of 
S. 1740 could mean loss of business 
for credit unions if department 


‘New’ 1920 Car 
Built After 
41-Year Wait 


TOLEDO.—In 1920 an automobile 
factory in Burlington, Vt., went 
broke. 

Martin Co., which called its ve- 
hicles the Wasp, had built only five 
cars when it had to close its doors, 
The sixth car, a jumble of parts, 
was abandoned at the home of 
the manufacturer until discov- 
ered eight years ago by Harry M. 
Dodge, manager of the Libbey- 
Owens-Ford Glass Co,.’s East 
Broadway plant here. 

Dodge bought what was left of 
the Wasp and shipped it to Toledo 
where he completed the car. 

The vehicle, with an engine built 
by Continental, cruises at 45 miles 
per hour, says Dodge, who values 
his “new” car at $10,000. 










Auto Financing Law 


Enacted in Vermont 


MONTPELIER, Vt.—Both 
branches of the Vermont legis- 
lature approved a bill under 
which auto financing will be 
brought under state regulation. 
The measure sets maximum 
finance charges on auto pur- 
chases. It establishes licensing 
requirements and spells out re- 
mitted collection charges which 
may be made on this type of loan. 

Under the bill, interest charges 
on new cars may not exceed $7 
per $100 per year. Permitted 
charges are stepped up to $9 per 
$100 on new autos not sold dur- 
ing the year of their manufacture 
or on used cars not more than 
two years old. Charges on older 
autos are permitted up to $11 per 
$100. 





stores concealed credit costs in 
price. He felt the bill posed a “very 
real problem for people who lend 
money and have no merchandise.” 

The American Bankers Assn. 

questioned the simple annual rate 
requirement but endorsed the ob- 
jectives of the Douglas disclosure 
bill, ABA’s Carl A, Bimson de- 
clared that the many variables in 
commonly used types of bank 
transactions make accurate com- 
putation of a simple annual rate 
difficult in many cases and im- 
possible in some. ABA also be- 
lieved that administration and 
enforcement would be simpler at 
the state level. 

Another spokesman for ABA ex- 
pressed particular concern about 
the effects on small businessmen 
and voiced fear that civil liability 
under the bill might subject banks 
and other extenders of credit to an 
unreasonable amount of litigation. 

ES * * 

N DISCUSSION with ABA, the 

question of whether an approxi- 
| mate interest rate could be used 
was raised along with other special 
cases of “balloon’’ notes and skip 
payments. 

Senator Douglas expressed will- 
ingness to make some language 
changes and asked if ABA would 
then endorse the bill. The bankers 
still felt that even if compliance 
were made possible, it would still 
be too costly and complicated. 

Douglas explained that the de- 
tails—even to the point of total ex- 








essary—would be within the do- 
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main of the administering agency. 
He wanted, however, to make the 
legislative intent clear enough so 
that no agency could emasculate 
his bill. 

When Bennett raised the ques- 
tion of specific cases—revolving 
credit and auto dealers—Douglas 
thought the agency could give a 
temporary exemption while dif- 
ficulties were worked out. 

Douglas asked ABA if the bill 
should be changed to prohibit bal- 
loon notes and skip payments, The 
bankers replied that although these 
kinds of notes should be discour- 
aged in general because of their 
occasional use as “gimmicks,” they 
were sometimes used legitimately 
and were not “evil” of themselves. 
They explained that the ABA code 
which discourages balloons and 
skip payments was written because 
of their misuse before auto credit 
was extended to 36 months. 

oo * * 

E Consumer Bankers Assn. 

opposed the simple annual in- 
terest rate provision of S, 1740 and 
favored its practice of using dol- 
lars per hundred per year. It also 
asserted that disclosure was a state 
and local problem and not a nation- 
al problem. 

One representative said: “To po- 
lice the extension of $52 billion of 
consumer credit now outstanding 
and being repeated annually with 
$43 billion of such credit in the in- 
stallment area, representing at 
least 43 million transactions an- 
nually extended by at least 60,000 
agencies, is a job so colossal as to 
stagger the imagination.” 

The Maine Merchants Assn., 
composed of typical small com- 
munity retailers, opposed the 
Douglas bill because it would not 
accomplish the goal of full dis- 
closure and would be “completely 
impractical in operation.” 

Bernard Baruch wired Douglas: 
“I approve most heartily of the 
truth in lending bill. Millions of 
people are being taken advantage 
of by loan sharks, I hope you get 
a good bill through this session — 
one that will let the borrower know 
exactly what he has to pay.” 

Douglas noted that Baruch’s en- 
dorsement “carries with it the 
weight of great experience and au- 
thority.” He added: 

“His statement will go a long 
way in helping to arouse and ex- 
press public opinion and the public 
interest and to offset the narrow 
opposition to the bill which is con- 
centrated largely in the hands of a 
few trade associations which are 
trying to defeat it.” 
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emption for some segments, if nec- 


missive, some imperious, some 
blame hard luck for their own 
failures. 

Some are angry, some sad, some 
disgusted, some fearful, some joy- 
ful, some sympathetic, some modest. 

“The understanding of human 
nature,” says White, “seems to 
us indispensible to every man, 
and the study of its science the 
most important activity of the 
human mind.” 

So, he urges salesmen, give the 
prospect your undivided attention; 
listen, for this is how to learn, to 
analyze, to find out what will move 
the prospect. 

“Be careful,” he cautions, “not to 
work up a head of steam before 
you measure the prospect. Once 
you feel you have his measure, go 
all out, for enthusiasm means much 
to the salesman.” 

He urges salesmen to: 

Appeal to pride, with sincerity, 
for everyone has the desire to 
be recognized. The power to mo- 
tivate through pride is second 
only to self preservation. 

The desire for recognition is such 
a universal drive to action that it 
is the logical place to start. 

* a * 


How to Impress 

“MANY people,” says White, 
“make the mistake of trying 

to impress others by talking of 

their own virtues.” 

If you really want to impress 
them, polish their egos and let 
yours rest. 

It never hurts to ask another how 
he made a success in his line of 
business, how he got started, what 
| methods he used. This opens the 


door to knowledge of the prospect 
and, if done skillfully, wins you 
the prospect’s undivided attention. 

So the successful salesman seeks 
to learn more about the basic bio- 
logical urges, the fundamental 
human cravings. He seeks to sell 
comfort, prestige, health, a pleas- 
ant taste. 

He understands that people want: 

1. To gain something. 

2. To keep from losing. 

3. To obtain approval of others 
(vanity). 

4. To maintain one’s self-re- 
spect. 

He seeks to see through the 
other’s eyes. It makes a difference 
whether the hole is in my pocket 
or yours. 

He knows that nine out of 10 
salesmen call to sell something. 
The tenth calls to help the custom- 
er make a success. 

He knows that people are moti- 
vated when they are shown de- 
desirable results, benefits, advan- 
tages. 

In his early days with Chrysler, 
White worked with Harry Moock; 
later he headed Dodge training and 
selection, and in more recent years 
was program manager and coordin- 
ator of training in the training cen- 
ters. He was especially interested 
in psychology, and leaves us with a 
quotation from Emerson: 


“Do nothing ordinary.” 


Yeggs Get $1,500 
SOUTH BEND. — Safecrackers 
obtained $1,500 at L. O, Gates Chev- 
rolet Corp. here. They apparently 
entered the building through an 
unlocked window. 
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Why ‘6 Pet.’ Costs 11 Pct.... 


Misconceptions Lead 
To Interest Confusion 


(Continued from Page 2) 


will be some variations within the 
class, The smal] business will prob- 
ably pay more for a business loan 
than a major company, at least 
partly because small companies will 
borrow less at one time. 

When the interest rate for a 
given loan is determined, two 
things determine the dollar amount 
of the finance charge—How much 
is being borrowed and for how long. 
If either or both of these factors 
goes up, the finance charge goes 
up. If either or both go down, the 
finance charge goes down, 

Basically, the cost of a loan is the 
interest rate for that type of loan, 
times the amount to be borrowed, 
times the period for which it is 
being borrowed. 

* * * 

OW for a look at the factors 

and practices which affect in- 
terest rates and the cost of loans 
in actual practice, It might be 
noted that no attempt can be made 
here to discuss all factors and prac- 
tices which might possibly affect 
loans, only the more common items 
are discussed. 

The biggest problem in comput- 
ing the cost of a business loan is 
the practice of banks in requiring 
that borrowers maintain compen- 
sating balances in the bank as a 
condition for getting a loan. This 
practice actually boosts the true 
cost of business credit. 

A company may want to bor- 
row $100,000. The bank will ap- 
prove the loan on condition that 
the company keep $10,000 in its 
checking account at the bank. 

If the company was not prepared 
for the compensating balance re- 
quirement and really needs $100,- 
000, it will probably have to go back 
and renegotiate a loan for $110,000 
to have the money to supply the 
compensating balance. 

Now, $100,000 at 6 percent for one 
year is $6,000. If the company has 
to borrow $110,000 to put up the 
compensating balance, the charge 
is $6,600. 

However, the company only had 
the use of $100,000 for the year (the 
other $10,000 was in the compensat- 
ing balance). Therefore, the inter- 
est charged in relation to the 
money available to the company 
was 6.6 percent. This is a simple 
annual interest figure. 

* * K 

pres. practice which runs 

up the interest rate on loans 
is the charging of flat fees and 
surcharges, Auto dealers may get 
floor-plan loans for 5 percent but 
the bank or finance company which 
is making the loans may make a 
flat charge of, say, $2 per car. 

At the 5-percent rate, a dealer 
would pay $18.75 for a $1,500 car 
which was in inventory for 90 days. 
With the surcharge of $2, he would 
actually pay $20.75. 

The cost of floor-plan loans is 
a good example of how a finance 
charge is really a group of 
charges, The 5 percent charge 
more or less pays for the use of 
the money and the surcharge 
pays the costs of putting each 
transaction through the books. 

The conditions attached to a loan 
have an influence on the interest 
rate charged. The dealer who is 
willing to mortgage his dealership 
will get money for less than the 
dealer who is willing only to pledge 
the general credit of the company, 
all other things being equal, This 
is because there is less risk in mak- 
ing a loan in which some collateral 
can be seized, if the loan goes bad. 
of aw x 

OWEVER, it is in the field of 

loans to consumers that the 

greatest confusion about finance 
charges exists. 

There are Many areas where 
new-car loans cost $6 for every 
$100 borrowed for each year it is 
borrowed. These rates are some- 


times incorrectly advertised as 
6-percent rates. 
Consumer loans are usually 


add-on or discount transactions. 
In an add-on situation, the fi- | 





nance charge is added to the 
amount borrowed and the con- 


sumer pays back the full amount, 
In a discount situation, the fi- 
nance charge is deducted from 
the amount borrowed—the con- 
sumer gets this reduced amount 
but must pay back the full 
amount borrowed. 

In these transactions, the con- 
sumer has the use of the full 
amount borrowed for a very short 
time because some of the money is 
paid back each month. In the case 
of $1,200 borrowed for a year, the 
consumer only has the use of an 
average of about $600 for the full 
period. 

When add-on rates are converted 
to simple annual interest, they are 
just about doubled. The $6 per $100 
per year add-on deal costs a little 
more than 11 percent in simple an- 
nual interest. A discount deal with 
the same terms would carry a 
slightly higher simple annual in- 
terest rate. 

* * 

— observations about simple 

annual interest rates are valid 
only if the money is repaid in reg- 
ular monthly payments of about 
the same amount. Skip-payment ar- 
rangements, borrowing for periods 
of more or less than a full year 
and balloon notes all have simple 
interest rates which differ from 
those on add-on and discount deals. 
The calculation of the simple an- 
nual interest rates on these deals is 
rather complex, 

There are two final factors 
which can play a big role in de- 
termining the simple annual in- 
terest rate on any borrowing — 
the charges in addition to the 
finance charge which are con- 
nected with the loan and prepay- 
ment. 

There are some bank loans in 
which the bank requires that the 
consumer take out credit life insur- 
ance to cover the amount of the 
loan. There is a charge for the in- 
surance but is it a part of the total 
finance charge or a part of the 
money being borrowed? 

In practice, the insurance charge 
is sometimes added to the amount 
being borrowed and is sometimes 
considered a part of the finance 
charge. When the insurance charge 
is made a part of the loan, the 
simple annual interest rate of the 
finance charge is reduced. If the 
insurance charge is made a part of 
the finance charge, the interest rate 
is pushed up. 

* * * 

_ loans are paid up ahead 

of schedule, particularly con- 
sumer loans, it is very unusual for 
a proportionate share of the finance 
charge to be rebated. If a consumer 
were to pay off a one-year loan in 
six months, he probably will not 
get half of the finance charge back. 

The rebate is usually calculated 
on the Rule of 78 or a variation 
of it. The number 78 is the sum 
of the numbers from one through 
12. 

If a loan is outstanding for one 
month, the financial] institution 
considers that it has earned 
12/78ths of the finance charge. The 
second month earns out 11/78ths 
of the charge and so on until the 
final month earns the fina] 1/78th. 


* * * 


ya borrower who repays his 
loan at the end of 11 months, 
rather than at the end of a year, 
gets back 1/78th of the finance 
charge and not 1/12th. 

The reasoning behind this rule 
is: The big costs of making loans 
generally come at the beginning 
of the life of the loan—credit in- 
vestigations, bookkeeping and 
overhead. Even if the loan is paid 
off very early, most of these costs 
have to be met, Therefore, these 
costs must be recovered quickly. 

If a loan is prepaid and the Rule 
of 78 used, the simple annua] inter- 
est rate goes up sharply. At $6 per 
$100 per year add-on, money is bor- 
rowed for a little more than 11 per- 
cent. If the loan is paid off at the 
end of six months and 57/78ths of 
the finance charge is collected, the 
simple annual interest rate is much 
higher than 11 percent—something 
like 16 percent. 








Chrysler-Plymouth Dealer Council Formed— 


Formation of the National Chrysler-Plymouth Factory-Dealer Council was announced 
last week by C. E. Briggs, division general manager. A new charter was adopted 
by 46 dealer delegates in the 18 sales regions and temporary officers were named. 
Shown, left to right, are Drew Smith, C-P dealer-relations director; Lee A. Marshall, 
Salina, Kans., council secretary; E. L. Fretwell, Oklahoma City, chairman, and Clifton 
Dennard, Dallas, cssistant chairman. 
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Outside Directors Take Key Posts .. . 


Townsend Named Chrysler Head 


(Continued from Page 1) 


John A, Coleman and W. Alton 
Jones. 
* * ok 
OLBERT will assume his new 
position as Chrysler of Canada 
chairman after a vacation. 

In his letter to the board of the 
parent company, Colbert said: 

“I have discussed with the non- 
officer directors the election of a 
new president of Chrysler Corp., 
which seems to me necessary for 
the good of the corporation. Fur- 
thermore, it is my opinion that 
I should relinquish my duties and 
responsibilities as chairman and 
president, and I request that you 
take appropriate action with re- 
spect thereto, 

“I have deliberately come to this 
decision in order to facilitate the 
efforts of the nonofficer directors 
to establish new senior top man- 
agement of the company. Having 
gone through, as chairman and 
president, perhaps the most trying 
year in the history of the company, 
which I am happy to say is now 
in a sound, strong financial posi- 
tion, and having been the unde- 
served target of a great deal of 
unwarranted harassment, any per- 
sonal desires on my part to con- 
tinue to head the company should 


Autolite Sales, 
Profits Shrink 


From Year Ago 


TOLEDO.—Consolidated net sales 
of Electric Autolite during the six 
months ended June 30 amounted to 
$82,606,510, Robert H. Davies, pres- 
ident, reports. 
This compares 
with net sales of 
$125,042,128 for 
the corresponding 
period last year. 

In the share- 
holders’ report, 
Davies said that 
the sales decrease 
reflected lower 
automotive origi- 
n a 1-equipment 2 - 
volume, the loss R. H. Davies 
of certain Chrysler electrical equip- 
ment business and the reduction 
of sales due to the purchase of two 
Autolite plants and certain other 
assets by Ford Motor Co, this 
spring. 

Davies pointed out that as a re- 
sult of recent improvement in au- 
tomotive business, second quarter 
sales amounted to $40,700,131 and 
closely approximated the $41,906,379 
volume in the first quarter. 

Net earnings from operations 
after taxes for the first six months 
totalled $1,562,302. Comparable net 
earnings for the same period last 
year were $4,734,713. 

Net earnings for the second quar- 
ter of 1961 amounted to $784,726, 
compared with $2,362,940 for the 
second quarter of 1960. 





give way to considerations of what 
seems to be best for the company, 
its employes, its stockholders and 


its dealers. 
‘I WISH you gentlemen to know 
that I shall be glad to cooper- 
ate with you in any way in which 
you think I may be useful and 
helpful during the years remaining 
before reaching retirement age. I 
have enjoyed the association with 
you over the years and shall treas- 
ure your personal friendship and 
regard. 

“I should also like to pay trib- 
ute to the management group 
that has worked with me with 
such selfless loyalty to the com- 
pany. They constitute a team 
that is bound to make history in 
the automobile industry and will 
assure this company a firm place 
among successful business enter- 
prises.” 

Townsend was with the inde- 
pendent accounting firm which 
served Chrysler until 1957, The 
firm, now known as Touche, Ross, 
Bailey & Smart, named him a part- 


ner in 1952. 
A NATIVE of Michigan and a 
graduate of the University of 
Michigan, Townsend was named 
Chrysler comptroller in 1957, In 
October, 1958, he was named group 
vice-president in charge of interna- 
tional operations. He held that po- 
Sition until named administrative 
vice-president last December, 


Colbert was first named presi- 
dent of Chrysler in 1950, His re- 
gime came under attack from 
dissident stockholders and others 
about three years ago and the 
agitation became intense after 
the company posted losses in 1958 
and 1959. 

In April, 1960, Colbert moved up 
to chairman and William C. New- 
berg was named president. Two 
months later, Newberg was ousted 
for his interests in suppliers and a 
bitter year of suits and counter- 
Suits, investigations, charges and 
countercharges set in. 

* * * 

ORMER Chrysler officials joined 

dissident stockholders in at- 

tacking the Colbert regime. For 
most of the year, there were re- 
curring rumors that Colbert would 
go. 

The board committee which will 
handle incentive compensation, 
stock-option and pension plans will 
include Neil McElroy, Robert G. 
Page, James C, Brady, Joseph M. 
Dodge and Louis B. Warren. As is 
customary, all are outside directors. 

The financial report listed sales 
in the first half at $994.5 million, 
well below the $1,751.5 million in 
the like period of last year. The 
loss for the first half was $15.7 
million after taking a $16.6-mil- 
lion tax credit. In the first half 
of 1960, the company had a profit 
of $23.7 million and paid $26.0 
million in taxes. 

Unit sales of cars and trucks to 


* * * 


* * * 














Army Orders 


19,232 Vehicles 
For $92 Million 


WASHINGTON. — The Uniteih 
States Army contracted for produc.) 
tion of 19,232 vehicles during June § 
It placed orders totalling $92,364. 
905 for the units, 

The Army ordered 8,843 2%-ton® 
trucks, 7,453 three-quarter toy 
trucks, 1,050 one-ton trucks, 447 
dump trucks, 289 five-ton truck; 
and 1,150 quarter-ton ambulances, 

The successful bidders and thei} 
orders were: Studebaker-Packard 
$27,005,026 for 2%-ton trucks) 
Chrysler Corp., $29,744,432 for three. 
quarter and one-ton trucks, and 
White Motor Co., $23,876,246 for 2%. 
ton trucks. 

Also, General Motors, $5,084,309 
for dump trucks, steering units and 
preproduction engineering on a new} 
reconnaissance vehicle; Interna.) 
tional Harvester, $2,833,230 for five.) 
ton trucks; Willys Motors, Ince, 
$3,277,217 for quarter-ton ambu- 
lances, and Fruehauf Trailer Co, 
$1,044,452 for trailers. 
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dealers in the first half numbered 
372,029, little more than half of the} 
694,751 units sold in the first six! 
months of 1960. . 

In the second quarter, the com- 
pany’s sales amounted to $563.0 
million and 214,443 units. The profit 
of $6.2 million was after deduction’ 
of $7.0 million for taxes. 

* ok ok 


_— first quarter of this year 
resulted in sales of $431.5 mil-f 
lion and 157,586 units, The $21.9 
million loss was after a $23.6-mil-|_ 
lion tax credit, 

In the second quarter of last 
year, Chrysler’s sales amounted 
to $825.7 million and 330,944 units, 
The company had a profit of $12.8 
million after deducting $14.1 mil- 
lion for taxes, 

After hearing the financial re- 
port, the board declared the usual} 
dividend of 25 cents per share. 

* Ed ok 
" thyertsivene of Chrysler management 
stepped up their activities prior} 
to the directors meeting Thursday.} 

J. Bacaloff, Portland (Ore.) con-| 
tractor who is leading a proxy 
fight against the corporation, met” 
with non-management directors in 
Detroit and New York. Ten direc-/ 
tors are regarded as “outsiders,” of 
whom four comprise a committee) 
which had been seeking a new! 
company president. ' 

Bacaloff also announced that 
his proxy fight had enlisted the 

working support of Harold G. 

Cutright, vice-president of Omark 

Industries, Inc., Portland, Ore. 
Cutright was described as an as- 

sociate of the late Robert R. 
Young in his New York Central 
proxy battle and a former man- 

agement consultant to General 

Electric and Square D. 

Sol A. Dann, Detroit attorney 
and Bacaloff ally, said plans were 
proceeding for organization of F 
Chrysler shareholders in_ several 
large cities. Meetings will be held } 
this fall unless the Chrysler “man: 7 
agement mess” is cleared up by’ 
then, Dann said. j 

Dann declared that the dissidents 
would continue to view with con- 
cern any continued association of 
Colbert with Chrysler Corp., even? 
if a new president were designated. 

“Colbert must be severed com- 
pletely from Chrysler,” Dann said, 
“before the anti-management forces 
can even begin to consider a cessa- 
tion of activities.” 


$200,000 Fire Destroys 
Ohio Dealership, 18 Cars 


WOOSTER, O. — Damage esti 
mated at more than $200,000 was 
caused by a fire which destroyed 
the building of Walter Bates, Inc, 
eight new cars and 10 undergoing 
repairs, equipment and furniture. & 

A series of explosions resulted), 
when flames reached oil drums an()” 
gasoline tanks of cars in the shop 
and five firemen were injured, of) 
ficials said. The origin of the blaze) 
was undetermined. er 
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- Sales manager for Lincoln-Mercury. 
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Correspondent Finds in Coast-to-Coast Trek: 
Or 


Model Mixmash a National Beef 


By Trescot Goode 
Staff Correspondent 
HIS Automotive News corre- 
T spondent drove from Miami to 
Los Angeles and return, partially 
on vacation but principally to learn 
first hand how the smaller automo- 
pile dealers were getting along in 
this socalled bad year in the motor 
car business. 
here are over 30,000 new-car 
dealers in the United States and 
probably upward of twice that 
number dealing in used cars. 

Miami, with a few over 40 new- 
car dealers, with an ever-increasing 
population, has lost 19 percent of 
the car sales made in the first six 
months of 1960, and last year show- 
ed a loss over the year before. 

Profitwise, the picture has been 
even darker, as practically every 
car sold has been at a substantial 
discount. Our objective was to 
find out if other areas were ex- 
periencing the same troubles and 
what they were doing to over- 
come this lull in motor car sales. 

Our route took us through the 
Florida Panhandle, Mobile, New 
Orleans, Houston, down to El Paso 
and on up to Los Angeles. Incident- 
ally, the roads are excellent all the 
way, especially in California where 
four, six and even 10-lane highways 
are frequently encountered. 

We stopped often in the smaller 
towns and talked casually with a 
dealer or two. Generally, it seemed 
that the farther west we went, the 
less gripes there were and the 
better business was reported. 


One item that impressed us was]. 


that we didn’t meet a single, soli- 
tary dealer who would admit the 
factories were overloading him 
with cars. This in spite of the fact 
that even today there are almost 
a million unsold cars in dealers’ 
hands. 
* * * 
NE gripe, almost universally ex- 
pressed was that there were 
altogether too many models and 
small dealers, unable to stock them 
all, are selling from catalog pictures 
and ordering specially. 

“At one time we could stock 10 
cars,” said a dealer in New Mexico. 
“Today, handling three GM lines, 
we'd have to carry 50 or 60 cars, 
and chances are we’d not have the 
particular car the buyer wanted. 
Having so many models, the cus- 
tomer is confused and can’t seem 
to make a decision.” 

In Texas, one dealer explained, 
“We sell about 100 cars a year. It 
is impractical to stock a full line; 
the floor-plan interest charges 
would eat us up. If we don’t have 
the model the customer wants, it’s 
commonplace for him to drive 100 
miles or even farther to get what 
he prefers. To my mind, we were 
a lot better off with only a few 
models.” 

In Fort Stanton, Tex., another 
dealer complained, “These new 
compacts have everybody mixed 
up. First place, we country folks 
don’t really want those smaller 
cars, but they hear so much about 
their economy and less cost they 
become interested, but when they 
learn the price, almost as much 
as the standard car, they almost 
think we’re trying to cheat them. 

‘I’ve lost two regular customers 
who bought other makes after I’d 
told ’em what the compact cost.” 

We explained to one dealer in a 
small Arizona town that some 
Miami dealers thought there were 


L-M Names Huber 
Detroit Sales Chief 


DETROIT. — William H. Huber 
has been appointed Detroit district 


He replaces E. F. Coll, who recently 
was promoted to Central regional 
Sales manager. 

_ Huber entered the auto business 
in 1938 and joined Ford Motor Co. 
in 1950 as sales promotion manager 
for the Mercury Western region at 
Los Angeles. Subsequently, he held 
executive sales positions in sales 
offices in Los Angeles, Oakland and 
Dearborn. 

In 1957, he was appointed Mer- 
cury district sales manager in Kan- 
Sas City. Since 1959 he has been 
Memphis district sales manager for 
Lincoln-Mercury. 5 


too many outlets for the same lines 
and people shopped around for 
lower prices. 

“Good Lord,” he replied, “I’m the 
only dealer here, but within a 
radius of 100 miles there are a half 
dozen dealers and people shop as 
much as they do in towns where 
there are many dealers.” 

* * * 
r= one dealer complained 
about factory parts men trying 
to oversell him on parts: 

“One salesman asked me to order 
200 of a certain part, to help him 
out on his quota. I looked up my 
records and learned I had sold only 
12 of this particular part in a year, 
so I ordered only 12. No pressure 
was brought to bear to get me to 
order more.” 

On the Coast several dealers 


California Studies 
Smog-Unit Guide 


Production Standards 
Would Be Spelled Out 


LOS ANGELES, — A proposed 
regulation covering criteria for ex- 
haust-control devices for Califor- 
nia’s 7.5 million motor vehicles is 
being considered by the State Motor 
Vehicle Pollution Control Board. 

Adoption of the regulation will 
be decided at the board’s Aug. 11 
meeting in Los Angeles following 
its publication here in legal news- 
papers. 

Although test procedures for re- 
duction of hydrocarbons and car- 
bon monoxide have previously been 
established, this regulation spells 
out for the first time the standards 
which manufacturers of such de- 
vices must meet for safe operation, 
cost, long life and fuel consumption. 

Among major requirements set 
down by the regulation is one stip- 
ulating that the device must oper- 
ate without replacement of a major 
part for 12,000 miles, Donald A. 
Jensen, executive officer of the 
board, said this was interpreted to 
mean that the device must be ef- 
fective for at least a year for pur- 
poses of annual inspection. 

He declared that tests are being 
conducted on 25 cars for 20,000 
miles, but to be acceptable to the 
board the device must operate for 
at least 12,000 miles. 

Other key points of the regula- 
tion declare that: 

1. The purchase or cost of in- 
stallation of the device shall not 
constitute an undue cost burden 
to the motorist. 

2. The device shall operate in a 
safe manner and shall not result 
in any unsafe condition arising 
from excessive heat. 

3. Malfunction of the device shall 
not endanger life or property. 

4. The device shall not malfunc- 
tion or fail under the stress of 
backfire in the exhaust system. 

5. The device shall not allow ex- 
haust products of the motor ve- 
hicle to enter the passenger com- 
partment. 

6. The device shall not be perma- 
nently impaired by the variety of 
severe motor-vehicle operating con- 
ditions frequently encountered in 
California, including heavy rains, 
mountain and desert driving, etc. 

7. The device shall operate in 
such a manner as not to create ex- 
cessive noise, noxious pollutants or 
odor. 

8. The device shall not increase 
fuel consumption of the motor ve- 
hicle more than 10 percent beyond 
the characteristic fuel consumption 
of the same vehicle without such a 
device. 

In addition, exhaust-control de- 
vices will be certified for six dif- 
ferent engine size displacements, 
from small imported cars to 
trucks, 

Findings of the board on any de- 
vice submitted will be reviewed at 
a public meeting to decide if it 
meets these criteria, 

Jensen was instructed to present 
all data on crankcase or blowby 
control] devices at the August meet- 
ing. At that time the board may 
settle the question of whether to 
certify these before exhaust devices 
or wrap both up in a “package 
deal” for California’s motorists. 





















































told me they were ahead of their 
1960 sales and most everyone said 
the used-car market was firm and 
in reality there was a shortage of 
clean, late model used cars. 

One dealer in Los Angeles made 
a specialty of Thunderbirds, of 
which he had a lotful, while several 
other dealers were overloaded with 
this model. Surprisingly, the prices 
were holding up very well. 

We found that new-car advertis- 
ing throughout the south and west 
was alarmingly unbelievable. From 
New Orleans, Houston, El Paso, 
Phoenix and even to Los Angeles 
there was a note of distress copy, 
some going to the extremes of low 
downpayment and excessively low 
payments. 

In order to attract buyers some 
dealers advertised prices so low it 
is difficult to understand the truth 
of their claims. As a matter of fact 
we can’t imagine how any of these 
claims would induce customers to 
come in because on the face of it 
the dealer could not deliver the 
goods, 

* * * 
S ONE salesman said: “We ad- 
vertise ‘save hundreds of dol- 
lars if you buy now,’ and at the 
daily sales meeting we are told 
to get more profit on each deal.” 

For example, Hollywood Ford 
advertised, “‘Don’t you dare run 
that ad again,’ that’s what Ford 
Motor Co. told us when they saw 
our ad of June 3 in the Los Angeles 
Times. It seems we cut prices and 
then gave the equipment on the car 
away free. We simply can’t run the 
ad again but we will deliver exactly 
as advertised and confidentially we 
still have the ad pasted up on our 
showroom windows.” 

a * * 
OME dealers have come to the 
conclusion that advertising new 
cars is purely a factory function 
and confine themselves to used-car 
copy. 

Distress-type advertising is not 
confined. to the West. In Miami the 
same trend is prevalent. Don Allen 
recently advertised: “Chevrolet Bel 
Air four-door sedan, fully equipped 
with V-8, Powerglide, power steer- 
ing, pushbutton radio for $99 down 
and $14.65 per week,” and then in 
small type added, “plus insurance 
and finance charges.” 


At the Factories... 
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Nissan Motor Co., Ltd., manufacturer of Datsun vehicles, has completed an $875,000 
high-speed testing facility at its new plant near Tokyo. The company says the track 
will permit speeds up to 100 miles per hour on the straightaway and 50 MPH on 


the curves. 


High-Speed Test Course 


* 


* * * 


Built by Japan’s Nissan 


By Stuart Griffin 
Staff Correspondent 
—— — Japan’s biggest high- 
speed test-drive course has been 
completed by Nissan Motor Co., 
Ltd., Yokohama. Located at the 
firm’s new Oppama plant now 
under construction near Tokyo, it 
doubles the size of the company’s 
previous facility for testing motor 
vehicles and costs about $875,000. 
Occupying some 400 million 
square meters, the course is 
about two kilometers long. The 
area is broken up into two 
straight-line courses. The diame- 
ters for the east and the west 
curves are reported to be 55 
meters and 70 meters, respective- 
ly. The width of the new Nissan 
facility is given at 12 meters, 

The course will permit testing 
speeds of up to 100 miles an hour 
on the straightaway and up to 50 
miles an hour on the curves, Nissan 
officials say. 

Cars tested were the Datsun 
Bluebird and Nissan’s latest model, 
the “Cedric.” 

The new testing facilities are 
modelled after similar operations 
abroad. The course will be equipped 


Late Personnel News 





DETROIT. — Late personnel 
changes announced by manufactur- 
ers include the following: 


Oldsmobile 


Howard E. Luoma has been 
named assistant manager of Olds- 
mobile’s Atlanta zone, replacing 
James C. Schultz, who was ap- 
pointed assistant New York zone 
manager. 

Previously business management 
manager of the Portland (Ore.) 
zone, Luoma joined Oldsmobile in 
August, 1954 as Minneapolis district 


Rubber Use Rises 
Slightly in Month 


NEW YORK. — Consumption of 
new rubber in the United States for 
June amounted to 128,850 long tons, 
compared with 125,848 in May, ac- 
cording to the Rubber Manufactur- 
ers Assn. 

Consumption of all types of syn- 
thetic rubber consumed during 
June amounted to 93,200 long tons, 
compared with May’s 90,564. A new 
monthly high was established for 
the ratio of synthetic rubber to 
total new rubber, with a June fig- 
ure of 72.33 percent. The previous 
high of 71.96 percent was reached 
in the previous month. 

Consumption of natural rubber 
for June amounted to 35,650 long 
tons, compared with the May figure 
of 35,284. Production of synthetic 
rubber during June was 102,232 long 
tons, compared with 109,502 in May. 


manager. He was promoted to the 
Portland position two years later. 
* ® * 


Chrysler-Plymouth 


Lawrence G. Rice, 37, has been 
appointed manager of Chrysler- 
Plymouth’s St. Louis region. 


Rice, who has been with Chrysler 
Corp. for eight years, formerly was 
assistant manager of dealer opera- 
tions for Chrysler-Plymouth in De- 
troit. 

~ * ae 
Willys 

A. C. Sampietro has been named 
chief engineer at Willys Motors, 
Inc., Toledo, according to Dean B. 
Hammond, engineering vice-presi- 
dent. 

Sampietro was executive staff en- 
gineer in charge 
of new designs 
and developments 
at Willys from 
1950 to 1954 and, 
more recently, 
has been a con- 
sultant to Willys 
and several other 
firms both in the 
United States and 
Europe. 

From 1945 to RS : 
1950 Sampietro A. C, Sampietro 
was engineering director for the 
Donald Healey Motor Co., a firm 
he helped organize to build and sell 
sports cars that he had designed. 


AC Spark Plug 


R. D. McGovern has been named 
oil-filter merchandising manager of 
AC Spark Plug, and Milton N. 
Weatherhead jr. has succeeded him 

(Continued on Page 49, Col. 3) 





with a control tower, communica- 
tions equipment, measurement ap- 
paratus and test-driving courses 
built to simulate a number of dif- 
ferent road conditions. 
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Output Rises 83 Pct. 


APAN, which claims to have the 
world’s fastest-growing auto in- 

dustry, notes that 1960 production 
was 83.2 percent above the 1959 
total. 

Japanese manufacturers turn- 
ed out 481,549 four-wheeled motor 
vehicles last year, according to 
the All-Japan Automobile Indus- 
try Assn. 

Present output schedules call for 
630,000 vehicles this year, which 
would be 31 percent above the 1960 
figure. 

While production of all types of 
four-wheeled vehicles rose 83 per- 
cent last year, passenger-car output 
doubled in volume. The association 
said 165,094 passenger units were 
built. 


* * * 


Nissan Tops Exports 


een MOTOR CO. was Japan’s 
largest exporter of motor ve- 
hicles last year, followed closely 
by Toyota Motor Co., Nagoya. Ex- 
ports totalled 21,831 vehicles last 
year, with Nissan accounting for 
10,946 of them. 
* * * 


Continued Growth Seen 


IKKO SECURITIES Co., LTD., 

one of Japan’s “Big Four” in 
the securities and investment field, 
predicts continuing rapid growth 
for the Japanese automotive indus- 
try for several years to come, 

In a recent survey of factors held 
likely to influence stock prices over 
the long term, Nikko forecast that 
production of four-wheeled motor 
vehicles would amount to 1,121,400 
units within the next five years. 

The survey said that investment 
in plant facilities in the Japanese 
motor vehicle industry amounted to 
approximately $295 million in the 
five years from 1956 to 1960, Nikko 
predicted that investment in simi- 
lar plant facilities in the next five 
years would total about $640 mil- 
lion. 


Firestone Offers 


~ 
9 
New ‘Champion 

AKRON.—Firestone Tire & Rub- 
ber Co. has announced a new 
Champion passenger tire that will 
be available in a full range of sizes 
in both nylon and rayon cord con- 
struction. 

The new Champion will be the 
first economy-priced tire to incorpo- 
rate a precision-bladed tread de- 
sign, according to E. B. Hathaway, 
sales vice-president. 

The design features four ribs of 
“S” shaped tread bars arranged in 
a rope-like pattern around the tire. 
It is similar to the company’s orig- 
inal equipment tire tread design. 
Firestone claims the bladed tread 
design provides greater traction 
and a quieter ride. 
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40 Pct. Up This Year... 
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S-P Seeks to Expand 
Export Sales Gains 


By Martin L. Whitmyer 
Staff Writer 

OUTH BEND.—Enthused by its 
European distributors’ accept- 
ance of the ’62 models, Studebaker- 
Packard Corp. is readying itself for 
a bigger push in 
the worldwide ex- 

port market. 

Headed by 
Charles R. Weav- 
er, vice-president 
and general man- 
ager of the Ex- 
port Automotive 
Division, the com- 
pany’s automotive 
exports are cur- 

. a rently running 
Charles R. Weaver some 40 percent 
ahead of a year ago. 

S-P’s export of cars in 1960 ac- 
counted for 4.3 percent of all auto- 
mobiles exported from the United 
States and Canada, and this year 
the company’s penetration should 
be even higher, according to 
Weaver. In 1959, S-P took only 3.8 
percent of the automotive market. 

And to strengthen its position 
in Europe, Studebaker has in the 
works a plan to establish a Swiss 
International Corp., which not 
only will oversee export opera- 
tions on the Continent, but even- 
tually will become a part of an 
International Division which will 
handle the international activities 
of all the diversified products of 
the corporation. 

On the other hand, the service 
and technical matters would be 
handled by the respective manufac- 
turing divisions. Each division 
would maintain personnel skilled in 
the handling of problems and pro- 
cedures relating to the manufactur- 
er’s sales and service of their prod- 
ucts Overseas. 


* * of 
= export business, however, is 
by no means new to the corpo- 
ration. Studebaker, in fact, has been 
in the export business longer than 
any other automobile company and 
longer than a great many com- 
panies in general. 

Export activities at Studebaker 
actually began in 1877, the silver 
jubilee year for the corporation. 
The year before, Clem Studebaker, 
who along with a brother, Henry 
Studebaker, had initiated the busi- 
ness of building wagons in 1852, had 
gone to Europe to pry open Euro- 
pean doors to Studebaker exports, 
set up credit agencies and build 
foreign organizations. 

By 1890 the world beyond the 
U. S. knew the Studebaker trade- 
mark and Studebaker line. The 
wagons of the brothers had help- 
ed found the West and now they 
were helping to cultivate foreign 
farms that nobody at South Bend 
probably would ever see. This was 
in Australia, South Africa, China, 
India, the islands of the South 
Seas, Mexico and South America. 

By 1912 the company had made 
giant strides in the export business, 
and long before the coming of the 
motor car the wagon works had 
proudly asserted that “the sun nev- 
er sets on the Studebaker wagon.” 

The industry sent more than $2114 
million worth of cars abroad in 1912 
and nearly $2 million worth to 
Hawaii, Puerto Rico, Alaska and 
other American dependencies and 
mandates. This was 20 times the 
amount sent 10 years previous, 
when electrics had been the chief 
foreign shipment. Toward the end 
of 1912, Studebaker accounted for 
37 percent of al] exported machines. 

* & * 





hao company soon undertook the 
largest foreign advertising yet 
to make its appearance in the auto- 
mobile industry, It bought full 
pages in newspapers in South 
America, Australia, Europe and the 
Orient. In 1925 the annua] report 
showed an increase of 64 percent 
in the export sales of Studebaker. 

Today, Studebaker exports cars 
to some 70 countries. It has over 
200 distributors and 1,200 dealers 
and sub-dealers outside the United 
States, Canada and Mexico. 

“The future volume in the busi- 
ness and export of American ve- 
hicles is largely dependent upon 
the establishment and exploita- | 


is shown with 
which was produced at the division's plant 
in Pontiac. 


tion of assembly/manufacturing 

in overseas markets,” said 

Weaver. 

“This is an old story in Europe 
where those operations become tre- 
mendousg independent producers, 
but in the lesser developed areas 
this is a future proposition. It is 
evidenced by the fact that over a 
number of years a higher percent- 
age of total volume of American 
automotive business abroad has 
been conducted through the assem- 
bly and the manufacturing plant 
rather than the exportive builtup 
unit.” 

“Actually,” Weaver said, “the dif- 
ference between assembly and man- 
ufacturing is a very subtle thing. I 
don’t suppose that there are many 
assembly plants in the world, of 
any manufacturer, which is not in 
part a manufacturer, Pure assem- 
bly is a thing of the past.” 

+ * a 


oe in pieces is a last re- 
sort to staying in the market, 
Weaver pointed out. 

“We never ship a car in pieces 
anyplace where we can ship a built- 
up unit,” he said. 

Therefore, Studebaker assembles 
cars overseas only if it is forced 
by government policy. This is the 
case in Mexico. 

“In many cases,” Weaver said, 
“it costs more to put a unit to- 
gether overseas than the savings 
you get, on a nominal volume, by 
not putting it together here. 

“Once you put a car on a boat 
the difference between shipping it 
to Venezuela versus Australia is 
not much. It’s getting it on the 





IRS Plans to Simplify 
Income Tax Form 1040 


WASHINGTON, — Taxpayers 
will file their income-tax returns 
on a new Form 1040 next year, 
according to the Internal Rev- 
enue Service, It reportedly will 
be a two-page form, instead of 
the present four-pager. 

Form 1040W is being discon- 
tinued. It was developed in 1959 
for use by taxpayers whose in- 
comes consist primarily of wages. 
No major changes are contem- 
plated in the punch-card Form 
1040A. 


















boat. The difference in the distance, 
costwise, is very little.” 

One of several places where 
Studebaker does operate a as- 
sembly/manufacturing setup is 
Belgium, where, in 1960, S-P ac- 
counted for 14.6 percent of ex- 
ports from the U. S, and Canada, 
Belgium serves as S-P’s base in 
the Common Market of Europe. 

Weaver said he doesn’t see a 
tremendous future in the Common 
Market for any exporter who is ex- 
porting even half his components. 

Although it is difficult to. at- 
tribute increases in sales to any 
one area, Weaver noted particular 
increases for 1961 in its assembly- 
manufacturing operations in Chile, 
Israel, Australia and Argentina, It 
also continues to do a steady busi- 
ness with increasing penetration in 
South Africa and Belgium. 

ey * * 
| te lee offering the most 
potential are Argentina, Brazil 
and Australia, Weaver said. 

American compacts have never 
set Europe afire, though there was 
a big push at the beginning. “It’s 
something like carrying coals to 
Newcastle,” said Weaver. “After all, 
the Europeans started the compact 
business and they’re pretty good at 
” 

Fleet business, however, is con- 
tinually growing in the foreign 
field. After having for several 
years no American cars, Colombia 
last year set up special regula- 
tions allowing the importation of 
taxis. The industry put 11,000 
taxicabs into the country, of 
which substantially over 500 were 
Studebakers. The company also 
recently sold a number of taxis 
in Uruguay. 

Lark is selling well among mu- 
nicipalities, provincial governments 
and some national governments 
throughout the world, especially in 
South Africa, he said. 

Weaver, however, was most im- 
pressed by the warm response 
Studebaker’s ’62 models got from 
distributors who recently visited in 
South Bend. 

“The overseas market has a dif- 
ferent feel for cars and styling than 
the American market,’ Weaver 
said. “In general, the European- 
type car is popular with Europeans, 
not an American-type car. One year 
a certain American car will catch 
the appeal of Latins or the Euro- 
peans.” 

“By and large, they think of 
American cars as not being their 
dish in styling,” Weaver said, but 
if the enthusiasm of its distributors 
is an omen, Studebaker should be 
well accepted in the export market 
in 1962, 


Rambler Factory Branch 
Is Opened in Manhattan 


NEW YORK.—American Motors 
has opened a factory sales branch 
to serve the New York metropoli- 
tan area and has appointed new 
Rambler dealers in downtown Man- 
hattan and the Bronx. 

The factory operation, known 
as Manhattan Rambler, is at 241 
Park Ave, The site formerly was 
occupied by Charles Kreisler, Inc. 

(Rambler), which has gone out of 
business. 

Roy Abernethy, AMC executive 
vice-president, said the establish- 
ment of a Rambler retail branch 
here is in line with the industry 
trend toward factory-related sales 
and service operations in mid-Man- 


hattan. Buick, Ford, Lincoln-Mer- 







100,000th Tempest— 


S. E. Knudsen, Pontiac general manager, 


the 100,000th Tempest, 


cury and Studebaker recently have 
opened such outlets here. 

Two years ago AMC established 
Rambler Service Center at 125 
West End Ave. here. It can service 
100 cars simultaneously. The opera- 
tion has been so successful that a 
second expansion program igs under 
way, AMC said. 

“Rambler’s percentage of indus- 
try sales in the New York metro- 
politan trading area is substantially 
higher than the national average,” 
Abernethy said, “and we believe 
these moves will further increase 
Rambler penetration of this im- 
portant market. 

“In addition, the retail branch 
will provide a point for field-test- 
ing retail sales and service pro- 
grams which may be adopted by 
Rambler dealers on a national 
scale,” ; 
Manhattan Rambler has a 24-car 
showroom, Sales manager of the 
branch is Edgar A. DeNyse, a 20- 

year veteran in New York automo- 
bile circles. He formerly operated 
a dealership here, 

The Bronx firm, Jack Schecter, 
Inc., is at 1700 Jerome Ave, It has 
a five-car showroom and a 12-stall 
service department, President Jack 
Schecter has been an auto dealer 
here since 1946, 

Downtown Rambler Corp., 605 
Sixth Ave., is headed by Murray 
Haber, a 15-year auto veteran. The 
dealership has an eight-car show- 
room, 





On the Platform— 


These officials appeared on the platform 
at the Dalton (Ga.) Used Car Dealers Assn. 
field day to celebrate the group's first an- 
niversary. The dealers sold $125,000 worth 
of cars in two days. They are, from left, 
Georgia's Lt.-Gov. Garland Byrd, speaker; 
Lionel Pye, president of the Dalton group, 
and Tom C. Palmer jr., executive vice- 
president of the GIADA. 


$1,500 Promotio 








U.S. Agency Notes 
Business Advance 
In Month, Quarter 


WASHINGTON.—Business actiy. 
ity continued to advance through 
the second quarter, with important 
gains occurring in June in employ- 
ment, income and industrial pro- 
duction, according to the Commerce 
Department’s Office of Business 
Economics, 

The agency said nonfarm employ- 
ment rose nearly one million during 
the second quarter and that the 
flow of personal income in June 
was at a rate 3% percent above 
the February recession low. 


The May-June increase in indus- © 


trial production boosted most major 
industry groups and brought the 
Federal Reserve seasonally adjust- 
ed production index back into the 
110-111 range of a year ago (1957 
equals 100). 

Passenger-car production in June 
was 560,000—20,000 above May and 
the best month since last Novem- 
ber. Steel output, however, declined 
about 7 percent during the month 
and continued to fall during early 
July, the agency reported. 





Sells 


$125,000 Worth of Cars 


By Sally Pfeiffer 
Staff Correspondent 

ATLANTA. — The Dalton (Ga.) 
Used Car Dealers Assn. celebrated 
its first birthday with a rousing 
two-day “sell-o-rama” and parade 
that cost only $1,500 but created 
sales of $125,000 worth of cars. 
Amazingly, the cost per member 
dealer was nil because the ads in 
the program paid for the newspa- 
per and radio publicity. 

This north Georgia city of 
17,908 people responded whole- 
heartedly to the color and excite- 
ment provided by its 20 used-car 
dealers. Short, intensive and en- 
thusiastic planning for six weeks 
put across this “Dalton Used Car 
Dealers Field Day.” 

Tom C, Palmer jr., executive vice- 
president of the Georgia Independ- 
ent Automobile Dealers Assn., says: 
“I feel that this is something that 
other local associations might wish 
to investigate as a selling method 
and as a means of strengthening 
the local association. It is one of 
the most unique and impressive 
methods of promoting car sales.” 

For others who would like to use 
the idea, the Dalton group gives the 
following details of planning. 

The first day began with a parade 
through downtown Dalton, The 
ears for sale passed in review, gaily 
decorated, Antique cars were also 
shown, Beauty queens added 
charm. 

Clowns entertained the crowd 
lining the streets. A mobile radio 
car followed the long parade, 
broadcasting the events to people 
at home or at work, attracting 
attendance. 

Upon reaching the fairgrounds, 
each dealer drove to his allotted 
space to display his cars. Cars be- 
longing to the public were parked 
outside the grounds to allow free- 
dom of movement. 

Spaces had also been leased to 
private concerns and to the Jaycees 
who sold barbecued chicken plate 
meals, sandwiches and drinks. 

Member dealers distributed free 
tickets for prizes to people calling 
at their stands. All dealers wore 
Civil War Centennial Confederate 
hats and red string bow ties to be 
easily identified. 

The program books were filled 
with ads and information. The 
cover bore the GIADA emblem. 
The contents included a welcome 
from the mayor, a brief history 
of Dalton, a welcome from the 
president of the Dalton group, the 
code of ethics and the names and 
addresses of the participating 
dealers. 

On the first evening, the crowd 
heard an address by Lt, Gov. Gar- 
land Byrd. 

At the end of the program a 
drawing was held for a free uSed 
car and the fairgrounds were lock- 
ed up for the night. 

The second day’s schedule was 
to be devoted entirely to selling but 
rain changed those plans, So it was 





postponed one day. Again, the radio 
broadcast the news thoroughly. 


Enthusiasm was neither damp- re 


ened nor ended by this delay, Dur- 
ing the final sale day, small cash 
prizes were awarded hourly to tick- 
et holders as a means of attracting 
a large crowd. When the two-day 
event ended, $125,000 worth of used 
cars had changed hands. 

The officers of the Dalton 
group are: Lionel Pye, president; 
Raymond Sloan, vic e-president; 
Alvin Hise, secretary, and Le Roy 
Roberts, treasurer. 

Pye said: “The success of our 
field day is due to the fact that 
everybody chipped in and worked 
hard. We are planning right now 
to have a second birthday sale. We 
feel that we can easily correct any 
mistakes we made this time and 
create an even more effective pro- 
gram next year.” 


Smog Probers 


In Calif. Begin 


To Test Devices 


LOS ANGELES. — California’s 
steady progress toward control of 
air pollution stemming from its 7.5 
million motor vehicles was reported 
here by the Motor Vehicle Pollu- 
tion Contro] Board. 

The board declared that stand- 
ards for air pollution have now 
been determined and that manu- 
facturers are at work on devices 
to control both exhaust and crank- 
case emissions. 

To date, the board has received 
22 applications for control devices. 
Fifteen of these were rejected as 
not meeting requirements, Of the 
remaining seven, six applications 
are now being screened, while one, 
that of Oxy-Catalyst, Inc., of Ber- 
wyn, Pa., has been accepted for 
Step I testing. 

Certification also is pending on 
one crankcase device, that of AC 
Spark Plug Co. The board reported 
that automobile makers already are 
installing this device voluntarily on 
all 1961 American cars sold in Cali- 
fornia. 

Companies whose applications are 
now being screened for exhaust 
control devices are Universal Oxi- 
dation Processes, Inc., Los Angeles; 
Arvin Industries, Columbus, Ind.; 
Wolverine Tube Division of Calu- 
met & Hecla, Inc., Allen Park, 
Mich.; Standard Products Co, 
Cleveland; Chromalloy Corp., Haw- 
thorne, and W. R. Grace & Co.,, 
Baltimore. 

Dr. John T. Middleton, board 
chairman, said the board is primar- 
ily interested in devices that will be 
easy to install, perform effectively 
and have a long life. He noted that 
the compliance portion of the law 
would take effect only after at least 
two devices for both crankcase and 
exhaust control have been certified. 
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Other Makes Start ’62s on Aug. 14... 
Other Makes Start °62s on Aug. 14... 


Only Chevy, Ford Still Build ’61s 


(Continued from Page 1) 
sembly of 62 models Aug. 14 are 
Cadillac, Buick, Oldsmobile, Pon- 
tiac, Rambler, and some Chrysler 


Corp. units. niet 


LTHOUGH the compacts cap- 
tured an alltime high of 43.3 
percent of total industry output, 
car production in the U. S. last 


units as Chrysler Corp., Buick, 
Oldsmobile, Pontiac and Rambler 
all completed their buildouts. 

Last week’s output compared 
with 102,970 assemblies the previous 
week, and 107,108 cars built during 
the week ended July 30 last year. 

The compacts accounted for an 
estimated 32,786 assemblies last 
week, while the low-price stand- 
ards picked up 44.4 percent on 





week skidded to an estimated 75,641 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 














Week Week dan. 1 dan, 1 
Ended Same Ended Output, To To 
duly 29, Week, July 22, duly, duly 30, July 29, 
1961 1960* 1961* To Date 1960* 1961 
AMERICAN MOTORS 
SR UENIIOE? a seveprsvticgs <eccessoevi 8,361 9,718 10,627 36,540 319,069 217,310 
CHRYSLER CORP.**.. 5,275 __.......... 13,606 44,604 668,459 340,891 
Chrysler-Plymouth 
BPICTE | sccsiviscccisdivevs | Oo 8,760 28,856 386,810 230,676 
ONE YBNOR  «...5000000c0ec000s rrr 2,008 7,129 53,817 53,870 
Imperial .................... BME orraeiveesees 129 499 8,663 4,126 
Plymouth. ................ See” = cdsweasvees 4,196 13,410 156,512 102,825 
I. a cictve tics csececesnss Pe - weaves 2,427 7,818 167,818 69,855 
Dodge Division............ RMOO —. asrencers 4,346 15,748 265,272 110,215 
Dart-Polara. ............. EE felon ness 3,828 12,129 265,272 84,270 
RMMOGE — v.diccsscsicvicccics. oa 1,018 ee i. devatevnics 25,945 
FORD MOTOR .............. 34,630 36,641 34,907 135,666 1,100,886 966,942 
Ford Division. .............. 26,035 29,394 27,386 105,593 902,756 779,425 
yeeros 12,230 12,441 11,819 45,714 292,411 299,788 
Ford (Std.) .............. 11,775 14,713 15,567 55,824 554,354 428,010 
Thunderbird. ............. 2,030 eee > dxaie 4,055 55,991 51,627 
L-M Division .............. 8,595 1,247 7,521 30,073 198,130 187,517 
RINE. Sp qurxtauvsiecssusedanee 5,355 5,740 5,083 19,125 $9,345 108,951 
BIN Sarne Saves sedcccseses 635 ee ae 1,248 11,861 16,801 
Mercury ..................5 2,605 1,194 2,438 9,700 96,924 61,765 
GENERAL MOTORS .. 27,275 60,660 43,735 175,047 2,085,040 1,573,906 
Buick Division. ............ 1,845 4,142 4,769 18,418 182,496 151,986 
Buick (Std.) ............ 1,120 4,114 2,596 11,591 182,366 101,669 
Special. ..............000. 125 28 2,173 6,827 130 50,317 
IED Guidasisvsinsecksvoncase ‘ sdusbapcns | 4,904 104,288 89,376 
Chevrolet Division .... 25,100 35,343 31,137 118,806 1,259,817 962,090 
CD sscddareacscctsvosesie 5,600 4,936 6,447 24,542 163,500 209,137 
Chevrolet (Std.) .... 19,500 30,407 24,690 94,264 1,096,317 752,953 
Oldsmobile Division .. 145 8,037 4,743 17,755 243,213 171,990 
SE eitatintcertaiassesere . sitcadanee 99 1,172 3,520 416 36,463 
Oldsmobile (Std.) .. 145 71,938 3,571 14,235 242,797 135,527 
Pontiac Division ........ 185 9,749 3,086 15,164 295,226 198,464 
Pontiac (Std.) ........ 185 9,749 1,829 9,597 295,226 129,733 
TTOMTIIORE  .nsinneessessscteess , sestvesers —seaveasere 1,257 EE >  ehsenenast 68,731 
S-P CORP. 
nak aes eeu | cami 70,255 29,527 
CHECKER. ................065 100 89 95 371 4,425 3,315 
Total Cars, U. S.** .... 75,641 107,108 102,970 392,228 4,248,134 3,131,891 


**Totals for 1960 include DeSoto production. 





COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

















Week Week dan. 1 dan. 1 
Ended Same Ended Output, To To 
duly 29, Week, July 22, duly, duly 30, July 29, 
1961 1960* 1961* To Date 1960* 1961 
CHEVROLET ................ 7,300 6,924 7,399 27,321 265,763 202,140 
DIAMOND T .................. 49 56 21 149 1,791 1,078 
ML, Gesstenan 146 2,133 1,270 
364 1,511 5,495 46,222 39,645 
71,720 7,157 + =27,647 +=221,649 200,949 
2,551 1,344 5,559 69,356 42,258 
INTERNATIONAL. ...... 3,175 2,631 3,154 11,633 80,946 86,996 
MI cos vcagaksgsteavctacesneessese 250 347 222 472 9,178 5,674 
RENE 5 sacoksstss aséveave aedgnghie” tase” | Seavananne 9,135 3,883 
MMM — <.sctsgsecsscsscersnseesers 135 117 300 986 10,914 10,007 
MEN, sccacoscssassoecsscesvvers 1,800 1,011 1,854 5,916 85,330 66,686 
MISCELLANEOUS ....... 100 90 95 380 2,729 2,752 
Total Trucks, U. S..... 23,284 21,952 23,657 85,704 805,146 663,338 
Total Cars, Trucks, 
REMIT creck iinsausesviskrocaesiese 98,925 129,060 126,627 477,932 5,053,280 3,795,229 


CANADIAN PRODUCTION—CARS 














. Week Jan. 1 dan. 1 
Ended Same Ended Output, To To 
July 29, Week, July 22, duly, duly 30, July 29, 
1961 1960* 1961* To Date 1960* 1961 
RAPED COOTER, oii ccisccecisr  cacsvenees even ths 2,400 31,471 27,701 
FORD MOTOR .............. 2,088 1,713 2,534 9,245 66,795 62,326 
GENERAL MOTORS 2. oi cece teeteeees 6,286 125,970 104,815 
AMERICAN MOTORS BGP) Siams 180 OUR. trdcteataees 3,866 
PENIS sacreeectceiesscsiel” weivsbescs Me scsceune 18 3,666 3,293 
Total Cars, Canada.... 2,235 1,767 2,714 18,660 227,902 202,001 





CANADIAN PRODUCTION—TRUCKS 














Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
duly 29, Week, July 22, duly, duly 30, July 29, 
1961 1960* 1961* To Date 1960* 1961 
SERED RAED OTR on, eecsccctes's  csseheegse, evtotanse 286 3,731 4,263 
FORD MOTOR .0000...000 0 oo... 684 420 1,146 13,564 11,033 
GENERAL MOTORS .. .......... m+) See 1,180 25,457 19,051 
INTERNATIONAL ...... 270 247 271 1,077 1,586 7,530 
Total Trucks, Canada 270 935 691 3,689 50,338 41,877 
Total Cars, Trucks, 
CORTE qo 5.066ccisiseciss.... 2,505 2,702 3,405 22,349 278,240 243,878 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....101,430 131,762 130,082 500,281 5,331,520 4,039,107 


*Revised. 


33,910 units; the mediums took 
10.9 percent on 8,185 units, and 
the highest-priced class captured 
one percent on 760 cars. 

Ford Motor continued to pro- 
duce its compacts at a high rate 
last week as it worked its Lorain 
(O.) and Metuchen (N. J.) Comet 
and Falcon lines six days. Falcon 
built an estimated 12,230 cars and 
Comet, 5,355 units. 

A prolonged strike at its stand- 
ard Ford assembly plant in St. 
Louis, which went down last week, 
could put a crimp in Ford Motors’ 
changeover plans, About 925 hourly 
employes were involved in the 
walkout over “accumulation of 
grievances.” 

The plant, scheduled to go down 
for changeovers Aug 7, produces 
about 200 cars daily. Standard Ford 
is scheduled to begin building out 
early in August, 

Highlight of the previous week’s 
output was the production of 10,627 
Ramblers, a high for the year for 
the American Motors’ Kenosha 
plant. 

* + * 

7. output in 

the U. S. totalled an estimated 
23,284 units last week, compared 
with 23,657 trucks turned out a 
week earlier, and 21,952 commercial 
vehicles produced during the week 
ended July 30 a year ago. 

Production came to a complete 
halt in Canada last week as 

American Motors and Ford Motor 
became the last of the car mak- 

ers to build out on ‘61 models. 

All truck makers are down for 
changeovers except International, 
which begins a two-week vaca- 
tion-inventory period today (July 

31). 

Car production in Canada last 
week totalled an estimated 2,235 
units—2,088 by Ford and 147 by 
AMC. That compared with 2,714 
cars produced a week earlier and 
1,767 units assembled during the 
week ended July 30 last year. 

Only truck maker in operation 
last week was International, which 
assembled 270 units. That compar- 
ed with a production of 691 trucks 
by the industry a week earlier, and 
934 commercial] vehicles turned out 
during the week ended July 30 a 
year ago. 


At the Factories ... 


Beating the Summer Slump— 


Hardy Motor Co. (Rambler), Mobile, Ala., 





moved 126 cars during a 10-day carnival 


that included free watermelon, popcorn and cotton candy and favors like balloons and 
Confederate flags. Dealer Leonard Hardy even produced a snowstorm in July. 
ey we a 


Hardy Rambler Arranged It... 


Snow Falls on Alabama 


By M, B. Watson 
Staff Correspondent 

MOBILE, Ala.—It snowed in the 
middle of summer at Hardy Motor 
Co. (Rambler), but the snow 
brought a lot of business and 
helped Hardy lead Rambler's 
Southern region in a campaign to 
beat the summer slump. 

“It isn’t hard to make it snow, if 
you really want it to,’ explains 
Dealer Leonard Hardy. He em- 
ployed a firm that pumps ice into 
refrigerator cars, and when they 
finished there was snow al] around 
the dealership and on top of the 
cars—three feet deep in spots. 

Amazed passersby stopped to see 
the snow and the cars. The result: 
126 cars sold in 10 days. 

This is just a sample of the pro- 
motions used by Hardy and Bettye 


25 Years for Grusenmeyer 

LOGANSPORT, Ind. — Grusen- 
meyer Motor Sales, Inc., is celebrat- 
ing its 25th anniversary as a Pon- 
tiac dealer. 


Late Personnel News 





(Continued from Page 47) 


as merchandising manager for 
guide lamps, pressure caps and 
hydraulic valve lifters. 

McGovern joined AC in 1956 as a 
dealer merchandiser in Atlanta. 
Weatherhead, who had been coor- 
dinator of market analysis, started 
with AC in 1957 as a dealer mer- 


chandiser in Washington. 
* * ok 


Ford Credit 
Harry W. Easterling has been 
appointed manager of Ford Motor 
Credit Co.’s office in West Palm 
Beach, Fla. 
Easterling joined Ford Credit’s 


Goodrich Reports 
Lower Earnings, 


Sales in 1st Halt 


AKRON. — Net sales of B. F. 
Goodrich for the first six months of 
1961 amounted to $370,356,606, com- 
pared with $403,820,831 for the like 
period of 1960, a decrease of 8.3 
percent, it was announced by J. W. 
Keener, president. 

Net income for the first six 
months amounted to $15,072,900, 
compared with $18,177,093 for the 
first six months of 1960, a decrease 
of 17.1 percent. 

Net sales for the second quarter 
of 1961 amounted to $197,398,352, 
compared with $203,089,854 for the 
second quarter of 1960, a decrease 
of 2.8 percent. Net income for the 
second quarter of 1961 amounted 
to $9,309,375, compared with $9,098,- 
550 for the second quarter of 1960, 
an increase of 2.3 percent. 





Miami office in 1960 after having 
served for five years with General 
Finance Corp. 

* * * 


Chevrolet Shifts Lemmer 


To Tonawanda Engine Plant 

Appointment of Benjamin L. 
Lemmer jr. as general superintend- 
ent-plant engineer at Chevrolet’s 
engine plant in Town of Tonawan- 
da, N. Y., was announced. 

Lemmer, who had been a produc- 
tion superintendent at Chevrolet’s 
pressed metal plant at Flint, suc- 
ceeds J. Vinton McCall, who is re- 
tiring after 38 years of service. 
Lemmer, who is 37, joined GM as a 
student in the personnel depart- 
ment of Saginaw Steering Gear 
Division in 1941, 


3 Named to Board 


Of Wisconsin Assn. 


MILWAUKEE. — Three Milwau- 
kee dealers have been elected to 
the board of directors of the Wis- 
consin Automotive Trades Assn. 

Mure]! L. Humphrey and Pat 
Farrow were named to three-year 
terms, and Lester P. Hartung was 
elected for two years to fill out 
the balance of the term of WATA 
President Leonard Rohrbach. 

In addition to Humphrey, Far- 
row and Hartung, Milwaukeeans 
serving on the WATA board are 
Joseph H. Burbach, G. Latham 
Hall, Don Rohn, Anthony Ryan and 
Louis E. Siegel. Past presidents 
Edwin C. Deising and Edward C. 
Wehe are delegates at large. 





Bonner, his secretary and adver- 
tising manager. The snowstorm 
was a one-day affair, but there 
was a carnival atmosphere around 
the dealership throughout. the 10- 
day campaign. 

Popcorn, cotton candy and 
watermelons were given away 
with only one string attached. 
The goodies had to be eaten on 
the premises. 

“We found that business is really 
good, if you go 
after it,” Hardy 
said. “We pro- 
moted the sales 
campaign through 
the newspapers, 
backed up by 
some radio adver- 
tising, and we 
had a lot of peo- 
ple around here— 
so many that a 
salesman some- 7 
times had to wait Leonard Hardy 
on more than one person at a time. 

“One of our youngest salesmen 
was top man. I had to phone my 
source of supply to speed up deliv- 
eries. Thirty cars came in by trailer 
at one time, and the unloading at- 
tracted another crowd. 

“We had so many customers that 
we had as Many as seven used-car 
dealers here to make appraisals 
for us.” 

Hardy continued, “I strongly rec- 
ommend the snow scene to other 
dealers. The price is really very 
moderate, 

“The souvenirs we gave away, 
and we gave them to all comers, 
cost us only $210—just about the 
price of a good-sized ad in the 
newspaper. 

“We wanted to create an at- 
mosphere of success around our 
dealership, and our promotions 
worked better than we had antici- 
pated. Of course, we had good 
values in a wanted car, and we’re 
right on Dauphine St. where we 
get a lot of passing traffic, 

“We posted blowups of telegrams 
from our regional office on our 
showroom windows,” Hardy added. 
“These advised that we were in 
the lead among some 600 dealers, 
and that there were some right on 
our tail so we had better ‘put on 
the spurs.’ 

“That’s what we did. It convinced 
us all that when the whole organi- 
zation pitches in on a promotion of 
this kind, it has good prospects of 
success,” 


L. P. Fisher and Mott, 
GM Directors, Ailing 


DETROIT. — Two members of 
the General Motors Board of Di- 
rectors were hospitalized last 
week, Charles S. Mott was recov- 
ering after surgery in University 
of Michigan Hospital, Ann Arbor, 
and Lawrence P, Fisher was un- 
dergoing tests and treatment for 
a virus infection in Harper Hos- 
pital, Detroit. 

Mott, 86, is the dean of GM di- 
rectors, having served on the 
board since 1917, Fisher, 72, of the 
Fisher Body family, has been a 
GM director since 1924. 
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Obituaries 


Abner Doble, 70; 
Built Luxury 


Steam Autos 


SANTA ROSA, Calif. — Abner 
Doble, 70, once a leading manu- 
facturer of the steam-powered auto- 
mobile, died here of a heart attack 
July 16. 

Mr. Doble built his first steamer 
while he was still in high school. 
He built others while a student at 
the Massachusetts Institute of 
Technology and finally quit school 
to devote full time to steamers. 

In 1915 he drove one of his cars 
to Detroit and went from factory 
to factory until General Engineer- 
ing Co. bought his design. General 
built the Doble Detroit until] the 
United States entered World War 
x 





After the war, Mr. Doble returned 
to California and with his three 
brothers and his father—all engi- 
neers—began planning what they 
envisioned as the finest steam car 
that could be made. 

The firm of Doble Steam Motors 
was established and in 1921 a fac- 
tory was built at Emeryville, Calif. 
Three years passed and 11 pilot 
models were built before the first 
car was considered good enough 
to sell. 

The company experienced a series 
of economic crises until the depres- 
sion put Doble Steam Motors out 
of business—the last of 125 U. S. 
firms that once built steam cars. 

Mr. Doble in subsequent years 
worked on light steam power proj- 
ects in Germany, England and New 
Zealand. Many German trucks, 
buses, rail cars and boats were 
Doble powered in the ’30s. 

Probably the finest Doble built 
was the E Series, of which only 
42 were made between 1924 and 
1932. They had Murphy bodies and 
were priced from $8,800 to $11,200. 
The bare chassis was tagged at 
$6,800. 

The boiler and condenser were 
under the hood and the engine was 
built integrally with the rear axle. 
With a high-pressure system and 
electrically driven turbine, steam 
pressure could be built up in 30 
seconds from a cold start. 

The complete Doble steam-gener- 
ator unit was unconditionally guar- 
anteed for 100,000 miles and the 
entire chassis carried a three-year 


warranty. 
* * 


Raymond W. Hayward, 74; 


Was NUCDA Chief 


OMAHA, — Raymond W. Hay- 
ward, 74, an Om- 
aha auto sales- 
man for 40 years, 
died July 17 in an 
Omaha hospital. 
He was a past 
president of the 
Nebraska Used 
Car Dealers Assn. 
and past secre- 
tary and 1953 
: president of the 
R. W. Hayward Nationa] Used 


Car Dealers Association. 
* * * 


Charles W. Maloney Sr. 
PHILADELPHIA.—Charles W, Maloney 


sr., owner of Florence Avenue Motors, 
died July 16 at his summer home in Ocean 
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Maloney once was coach of the Pennsyl- 
vania Military College polo team and form- 


ed a team with his sons. 
* + 


Edmund G, Riselay 
BUFFALO.—Edmund G, Riselay, pioneer 
Ford dealer here, died July 14, About 50 
years ago he founded Riselay Ford, a deal- 
ership he operated until the early 1920s, He 
later entered the insurance business. 
* * 
Clarence F,, LeGendre 
TAMPA, Fla. — Clarence F, LeGendre, 
49, died July 15. He was sales manager 
for Otis Pruitt, Inc., Clearwater, Fla., 
when the firm “— a Buick dealership. 
* * 
Emmett L. Johnson 
HERALD HARBOR, Md.—Emmett L. 
Johnson, president of Colonial Oldsmobile 
Co., died July 18, He was 62 and had 
been an auto dealer 15 years, 
* * * 


Radford Jones 
BELHAVEN, N, C.—Radford Jones, 60, 
operator of Rad Jones Chevrolet Co., died 
July 18 of injuries suffered in an auto- 
truck collision avers days earlier, 
* 


Charles G, Knudson 
DEARBORN.—Charles G. Knudson, for- 
mer district service manager for Lincoln- 





In Seattle ‘Supermarket’ 


A Display for Every Taste 


By Martin Trepp 


Staff Correspondent 


SEATTLE.—Proof that a new- 
car dealership need not be an 
under-one-roof “palace” in order to 
serve as a big-time operation is evi- 
dent in the recently expanded 
Westside Ford, Inc. 

Already a respectable-sized 
dealership, with a modern show- 
room and service building and a 
good volume in new and «used-car 
sales, Westside Ford took on new 
proportions when owner Ralph 
Malone acquired a number of 
surrounding lots that added 
61,740 square feet of outdoor 
space and enabled the firm to 
“departmentalize” its automobile 
display. 

Departmentalization, in fact, is 
the keynote of the new setup. One 
lot across a side street from the 
main building serves as “Truck 
City,” with an exclusive display of 
new Ford trucks and used trucks. 

Across the main avenue from 
headquarters is another lot, “Fal- 
con City,” for display of compact 
cars only. 

In the main block adjoining the 
building another outdoor display 
area of 7,685 square feet is devoted 
exclusively to the glamour mem- 
bers of the Ford line—Galaxies and 
Thunderbirds. 

The showroom houses the stand- 
ard Ford cars. 

Still another area of the expand- 
ed outdoor display features the 
grouping of late-model used cars, 
with progressively older models in 
their respective places. 

James M. Cole, genera] manager 
of the firm, told Automotive News 
that this departmentalizing of auto- 
mobiles and trucks, is appealing to 
prospective buyers, enabling sales- 
men to “steer” their prospects into 
massive displays of products that 
fit the prospect’s tastes and pocket- 
books. 

What about nighttime risks in- 
volved in such a huge outdoor dis- 
play? 

Cole explained that the whole 
area is brilliantly lighted by spe- 
cial light clusters that give even 
greater lighting than that of 
modern baseball parks for night 






























NEW CAR SALES MANAGER, Ford dealer 














































































Mercury, died July 24 after a heart attack. 
He had been a Ford Motor Co, employe for 


37 years. 
* * * 


William W. Streeter 
NEW CANAAN, Conn, — William W. 
Streeter, 36, an auto dealer, died July 20 
after heart surgery. 
Hugh C. Lorton 
WINFIELD, Kans.—Hugh C, Lorton, 63, 
an auto dealer here for 35 years, died 
July 14. 
* * * 
Thomas E, Roush 
INDIANAPOLIS.—Thomas E, Roush, 
67, an auto dealer for 49 years and for- 
mer owner of Roush Motors here, died 
July 14. 





HELP WANTED 


What Will You 
Be Doing 
TwoYears from Now? 


If you are in an automobile sales finance company, you 
may be ‘‘locked in’’ to your present position through no 
fault of your own. 


* * * 

G. Pillow Williams 
FRANKLIN, Tenn.—G, Pillow Williams, 
a former Chrysler-Plymouth-Dodge dealer 
here, died July 14, 
* 





. 


Frank M. Davis 
FREMONT, N, H.—Frank M, Davis, 79, 
a dealer here for more than 25 years, died 


July 13 at Cypress, Calif, . 
* * * 


Charles E. Marshall 
NORMAN, Okla.—Charles E, Marshall, a 
retired auto dealer, died July 19. 


and bring out the natural colors 
of the cars. 

“Police patrolmen have told us,” 
said Cole, “that our unattended lots 
draw shoppers even in the wee 
small hours of morning—those who 
are on their way home after 
‘graveyard’ shifts.” 

Another unusual feature of the 
expanded used-car lot is a special 
building for used-car renovation. 
Two specialists take each used car, 
said Cole, and give it a thorough 
appearance renovation to make it 
look almost like new. 

Westside Ford, Inc., has been 
averaging about 700 new-car sales 
annually plus about 1,000 used-car 
sales and 200 truck sales. The ex- 
panded “super mart” operation 
gives indications of going well 
above these figures. 


Two years from now, even though your potential may ex- 
ceed your present duties, you will be performing the same 
duties you are today. 


Consider, Then, the Possibilities .. . 


You can have with Ford Motor Credit Company. It is a 
growing organization with numerous promotional possibil- 
ities and a number of immediate openings for: 


BRANCH MANAGERS 
OFFICE MANAGERS (in charge of 
internal operations of a 


branch office) 
SALES REPRESENTATIVES 


In addition there are staff openings for: 


FINANCIAL ANALYSTS 

‘CREDIT ANALYSTS 

INTERNAL AUDITORS 

ACCOUNTANTS 

OPERATIONS MANAGER FOR 
INTERNATIONAL AUTOMOTIVE 
FINANCING 


HELP WANTED 


USED CAR MANAGER—Capable of tak- 
ing complete charge of used-car depart- 
ment of a large metropolitan dealer in 
New York City area, handling a Chevro- 
let franchise, Must have executive ability, 


be a leader and organizer, and experi- 
enced in all phases of the used-car busi- 
ness. Frankly we don’t want a man look- 
ing for a job. We want a good man, now 
employed as a used-car manager, who 
wants to make a change for personal 
reasons, We are willing to pay this man 
what he’s worth, Confidential. Box 2675, 
c/o Automotive News, Detroit 7. 


If you have no room to advance, you owe it to yourself 
to investigate your opportunities with Ford Motor Credit 
Company. Inquiries will be kept confidential. Write to: 


in Kentucky city, population 50,000, has 
opening for experienced man qualified to 
take charge. Must be a good organizer 
and closer for well established firm, Com- 
plete history requested. Reply Box 2681, 
c/o Automotive News, Detroit 7, 


General Manager 


Texas Volume Deal 


Need top quality, experienced management 
for old established ‘Big 2'' volume deal 
2,400 new). Choice location Texas Gulf 
oast. Be assured that this is not just another 
good position, but is an excellent opportunity 
for the right man. Incentives and salary in 
Proper proportion to man needed. Full op- 
erating authority to be given, therefore must 
have background of education and extensive 
experience in actual management of all de- 
partments of volume operation to qualify and 
meet factory approval. If between age 3 
and 45, and qualified as stated, send back- 
ground material and current photo. All com- 
munications will be held in strictest confi- 


Ford Motor Credit Company 


Personnel Director 
Room 2086 


20000 Rotunda Drive Dearborn, Michigan 


ij 
HELP WANTED 2 


HELP WANTED c 
FORD PARTS COUNTERMAN—Fast, ac- 


MEN WANTED: Are you making over 
$20,000 per year? We want men to dem- 








games. Vapor lamps, he said, 


make the lots brighter than day dence. Box 2674, c/o Automotive News, De- 
oS 


City, N, J, He was 63 and lived near 
troit 7. 


Media, Pa, A high-rated polo player, Mr. 






























DISTRICT SALES 
MANAGER 


A division of an aggressive car manufac- 
turer needs a district sales manager with 
both retail and wholesale experience. Must 
have outstanding record of signing new 
dealers and dealer development. Must be 
willing to travel; work long hours; with a 
desire to meet assigned objectives. Mid- 
west location. If you meet these qualifica- 
tions, send application to Box 2689, c/o 
Automotive News, Detroit 7. 












'! $40-$50 DAILY !! 


SALESMEN: Take easy orders for bump- 
er strips, chrome nameplates, dealer 
decals, pennants, flags, signs, banners, 
spinners, advertising specialties, calen- 
dars, pens, key tags. 

AASH SPECIALTIES, 3011 Greenmowunt, 
Baltimore 18, Md, Write for FREE sam- 
ple kit. 





Making It Easy for Shoppers— 


Used cars at Westside Ford, Inc., Seattle, are grouped together according to age. 
Other outdoor lots at the expanded dealership are devoted exclusively to trucks, 
compact cars and luxury models. This makes it easy for salesmen to ‘‘steer” prospects 
to the display that fits their taste and pocketbook, says Manager James M. Cole. 
Clusters of vapor lights provide illumination brighter than daylight. Building directly 
under Westside Ford sign is the used-car reconditioning department. 










onstrate and sell simple device that stops 
shimmy and shake in cars; eliminates all 
wheel balancing and tire truing and most 
front end work. Requires less than 30 
minutes per car. Instrument costs dealer 
$159.00, Write for details to J. Lavinger, 
B & B Mfg. Co., Box 816, Sioux City, 
Iowa. 


AUTOMOBILE FOLLOW-UP PLAN—Sales- 


men for established service and sales 
programs, contact dealers, arepeat busi- 
ness, high earnings, salary, commission, 
Write Box 2680, c/o Automotive News, 
Detroit 7. 


curate, experienced, $450 per month plus § 


incentive and benefits. Parts volume 
$20,000 a month. Will wait for top 
quality man. Bishop Ford, Santa Rosa, 
California, ‘‘the city designed for living.’’ 


BUSINESS MANAGER with sufficient abil- 


ity to take off accurate statement and 
daily operating control, organize office 
including credit and collections and serve 
as right hand man to general manager 
of leading Chevrolet dealer. Salary plus 
incentive offers opportunity for top earn- 
ings plus a good future due to expansion 
program. Contact Box 2692, c/o Auto- 
motive News, Detroit 7. 


HELP WANTED 


SALES MANAGER AND 


_ASSISTANT TO DEALER 


Wanted, an experienced young man who desires to eventually acquire ownership of a 


profitable Midwest Ford agency now 


doing in excess of two million sales with a 


potential of twice this volume. A principal city with but one Ford dealership. Should 
have some capital to invest with opportunity to acquire balance of ownership within 
a period of five years, if not sooner, from 25% bonus agreement. Present owner now 
at age where he desires to retire within five years. Applicant must have proven record 
of profit performance and be able to train and supervise sales department. Should 
be able to secure factory approval. An unusual opportunity for a qualified young man 
who desires ownership of a profitable Ford dealership. Send complete resume and 
recent photograph. All replies held confidential. Reply Box 2690, c/o Automotive News, 


Detroit 7. 
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' AUTOMOTIVE SERVICE MANAGER, ex- 





Buying, selling, trading miscellaneous auto- 
motive items? Get quick results through 
Automotive News’ Want Ads. 





AGENCY HANDLING DODGE in metro- 


DEALERSHIP 


. AGENCY FOR SALE 


FOR SALE OR LEASE—Dealership han- 


FOR SALE: Triple 


[FOR SALE: Dealership in Florida han- 


SALES, new a/o used-car 
manager, capable handling and operating 
your way, 24 years’ ‘‘Big Three’’ success- 
ful East and West Coast experience, High 
“fixed expense absorption’’ producer, plus 
Motors Holding management background. 
Proven record, good organizer-leader, ef- 
fective sales promotional advertiser, Top 
factory, business and personal references. 
Thoroughly familiar all financing types 
and phases. Prefer ‘‘management—plus 
profit-sharing deal,’’ but would consider 
investment or buy-in proposition in es- 
tablished, sound dealership, Available on 
reasonably short notice. Box 2665, c/o 
Automotive News, Detroit 7, 

Rit 


OFFICE - BUSINESS MANAGER, volume 
dealership and factory experience. History 
record will be forwarded if desired. Box 
2658, c/o Automotive News, Detroit 7. 

GED SALES MANAGER, age 39, 


ERAL 
ee organizer with proven background. 


Thirteen years’ experience in all phases 
of new and used car management. Best 
references including factory. Prefer Cali- 
fornia or Idaho, Box 2682, c/o Automo- 
tive News, Detroit 7. 

ATTENTION SO, CALIFORNIA CHEVRO- 


ATET DEALERS. Must relocate due to 


wife’s health, General manager, age 37, 
college education, presently employed for 
over five years with large Chevrolet deal- 
er in metropolitan area in East, Excellent 
record, dealer at standstill when I as- 
sumed control, doubled volume, one of 
leading dealers in profit in entire zone. 
No used car problems. Best of references 
from present dealer, factory and finance 
company. Box 2683, c/o Automotive 
News, Detroit 7. 


EXECUTIVE PLACEMENT HAS AVAIL- 
ABLE for immediate employment an ex- 
ceptional general manager, assistant to 
the dealer. We have thoroughly screened 
this applicant and former employer can 
be contacted, Had excellent reason for 
change, Has advertising flair that has 
gained national prominence, Highly pro- 
motional in the right way. Can hire and 
train salesmen, knows parts-service, Ca- 
pable of managing a large organization 
profitably. Can read and analyze financial 
statement. Has attended General Motors 
business school, Age 38, married, con- 
servative, sober, character above re- 
proach, Will relocate anywhere, must be 
permanent, Salary reasonable. Bonus 
from profits. This applicant is a rare find 
that will run your operation the way 
you want it run, Wire or write for 
resume, picture, recommendations. No 
obligation, Don’t pass this man up if 
you need a good assistant, Contact: Ex- 
ecutive Placement Co., 7811 Carondelet, 
Clayton 5, Missouri. 


GM DEALERS — CALIFORNIA, 


manager, 14 years’ experience 
dealerships, age 36, married, best of 
physical condition. Well qualified to take 
complete charge of a volume service op- 
eration. Interested in a responsible posi- 
tion with an aggressive, absorption- 
minded dealer requiring personnel with 
ability to think, Box 2693, c/o Auto- 
motive News, Detroit 7. 


GENERAL 






















perienced, interested in a _ challenging 
position of responsibility with an aggres- 
sive, absorption-minded dealer or dis- 
tributor, anticipating growth, based on 
future new and used-car sales emanating 
from previous satisfactory service rela- 
























































Detroit 7. 










DEALERSHIPS AVAILABLE 


FOR SALE: Agency handling Chevrolet. 
After 22 years, owner wishes to retire. 
Midwest town, planning potential 60, 
very profitable business, Beautiful build- 
ing with plenty of used car space. Long 
time lease on property. Owner retains 
part interest on diminishing basis, or 
complete sellout. Chevrolet approval re- 
quired. Box 2698, c/o Automotive News, 
Detroit 7. 


PARTNER WANTED, Hot GM line, fast 
growing community of 20,000, Investment 
stays in business. Rare opportunity for 
a man of good character and experience. 
Give complete information, Write Box 
2684, c/o Automotive News, Detroit 7. 


DEALERSHIPS WANTED 


WANTED: GENERAL MOTORS deal in 
Florida, preferably Chevrolet. 
up potential. Please reply to Box 2642, 
c/o Automotive News, Detroit 7. 


CHEVROLET OR FORD dealership wanted 
with 200 and up potential, Prefer South- 
west, Have cash and factory approval. 
All replies confidential, Box 2685, c/o 
Automotive News, Detroit 7. 


WILL BUY GENERAL MOTORS DEAL- 
ERSHIP IN FLORIDA, Prefer single 
point, but will consider others, Minimum 
400 new car potential. Have Florida GM 
deal now, want to expand, Box 2686, 
c/o Automotive News, Detroit 7. 


INTERESTED IN A GM DEALERSHIP, 
preferably Chevrolet, in Wisconsin or 
upper Midwest on a buy-out basis. Ten 
years’ experience in all phases of Chev- 
rolet operations. Can get factory ap- 
proval. In thirties and married with a 
family. Can show a volume and profit. 
References available. Box 2696, c/o Auto- 
motive News, Detroit 7. 

GENERAL MOTORS—Chevrolet single or 
any dual, 400 or more planning potential. 
Have money and necessary experience to 
qualify. Replies in strictest confidence. 
















Box 2700, c/o Automotive News, De- 
troit 7. 
Barre Sees 


$25,000 


FINDERS FEE 


for information leading to purchase of Florida 
coastal Chevrolet agency, minimum potential 
220 units per year, Similar fee for medium- 
price GM line of larger potential. Fee can 
be placed in escrow or handled at your op- 
tion. Factory approval assured—ready to move 
immediately, Box 2697, c/o Automotive News, 


Want to Retire? 


Presently employed general manager wants 
buy-in or buy-out arrangement due to no fur- 
ther opportunity in present position. Thirty- 
nine, married, children, unquestionable refer- 


ences as to ability and character. Prefer upper 


Midwest GM or Ford dealership. Write Box 


2691, c/o Automotive News, Detroit 7. 





DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y— 
For Buy/Sell Agreements, Annual Fiscal 
Reports, ‘Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 


tions. Prime qualification: Ability to think | AUTOMOTIVE INVENTORY & APPRAISAL CO. 


at executive or shirt sleeve level. Poten- 
tial based on results in terms of absorp- 
tion and service profit. Box 2694, c/o 
Automotive News, Detroit 7. 















DEALERSHIPS AVAILABLE 





politan area, No real estate to purchase, 
walk in with small cash, Completely 
equipped. Real opportunity for live-wire. 
Must be company approved, Box 2667, 
c/o Automotive News, Detroit 7, 


NOW HANDLING FORD, 
Mercury, Continental and complete line 
of trucks in Midwest. Sales last year 506 
new, 658 used. Parts and equipment only. 
Practically new building on reasonable 
lease. Write Box 2637, c/o Automotive 
News, Detroit 7. 
































handling Rambler, 
Oldsmobile and Pontiac, Beautiful new 
modern building for lease with small in- 
ventory to purchase, Located in Ana- 
cortes, Washington, growing community 
with refineries and other industries, Only 
agency handling these cars. For further 
information write Fox Motors, Box 580, 
Anacortes, Washington. 





























dling Valiant, Plymouth, Chrysler, Impe- 
rial, established over 20 years. Building, 
body shop, used-car lot, customer park- 
ing, 50,000 population, southern Indiana, 
five minutes from downtown Louisville, 
Kentucky, Truck franchise available, Po- 
tential unlimited, Box 2668 c/o Auto- 
motive News, Detroit 7, 


franchise dealership 
selling Buick, Pontiac and Rambler (Cad- 
illac available). Located on a U. S. high- 
way in Tri-Towns area of 15,000 popula- 
tion midway between Washington, D. C. 
and Pittsburgh, Pa. 100 new-car plan- 
ning, 150 potential. Lease rental of $300 
per month for excellent building with 
four drive-in entrances plus 20,000 sq. 
ft. car lot. Completely equipped and 
Stocked with no blue sky at $35,000. 
Used cars and accounts receivable not 
included. Write Box 2695, c/o Auto- 
motive News, Detroit 7. 








dling Cadillac-Oldsmobile. Complete with 
modern buildings and all facilities. Fast- 
srowing, progressive and wealthy com- 
munity. Please have factory approval be- | 





10040 Freeland Ave. 
Ww 





REWARD. Will pay $25.00 for informa- 


Detroit 27, Michigan 
er 3-6445 


Auto Bluebook | 
for 
1961 & 1962 


Gives you the wholesale costs 
of all Autos and Accessories 
in one 96 page book. 


Sent to you Quarterly 
for only » 


Why pay $25-$50 for this same 
information. 
Keeps you up to date all year long. 


PLUS USED CAR VALUES 
And a Gold Mine of Selling Help 


Company 
Address............... 


Enclosed is [] Check [] Cash 
MONEY BACK GUARANTEED 
Mail to: AUTO BLUE BOOK 

161 Tehama, San Francisco 3, Calif. 


tion leading to recovery of 1958 Buick, 
4-dr. Century hardtop, ivory and red. 
Arkansas license #13-4744, Serial 
#6E4003844. Man known as Alfred Cran- 
ford, age 36, last known operator, Carder 













































LLOYD PARTS for all models, 


BORGWARD SPARE PARTS. 


CAR RECOVERY 


mobile Starfire convertible, azure blue, 
white top, blue leather, serial #616MO- 
1297, full power, electric windows, spin- 
ner hub caps and bucket seats, Car be- 
ing driven, sold to and used by man 
known as Thomas E. Ryan with an ad- 
dress of 634 E. Willow St., Syracuse, 
N. Y. He is approximately 5/3”, 115 
Ibs., sandy hair, prominent cheek bones. 
Notify: Spector Genesee Motor Sales, 
Inc., 717 W. Genesee St., Syracuse, N. Y. 
Call collect: HA 2-2231, Warrant issued 
for bad check and there is a Conditional 
Sales Contract against this car. 


BUSINESS OPPORTUNITIES 





200 and| GOING AUTO AUCTION FOR LEASE. 


*“‘One-owner’’ since 1947, Owner retiring. 
Nearest Midwest competitor 150 miles. 
Applicant must give proof of ability to 
furnish $40,000 5-year Lease-Bond in 
first letter. Write Box 2687, c/o Automo- 
tive News, Detroit 7, 


U DRIVE AND LEASING BUSINESS, 


Southern California, same location 35 
years. Over 100 units in operation (1961 
Fords, Chevrolets, Thunderbirds and Fal- 
cons), Immaculate condition, have high 
class clientele, 95% businessmen, Excel- 
lent earning record. Owner wants to 
retire, Just renewed lease, very low 
rent factor, Requires investment over 
$100,000.00, Reply Box 2688, c/o Auto- 
motive News, Detroit 7. 





CLASSIFIED WANT ADS 
BRING RESULTS 





CARS WANTED 
CADILLAC LIMOUSINES and hearses — 
sharp, late models only. Franz Ridgway. 
BE 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon, 


CARS FOR SALE 


IMPORTANT NOTICE 


pee ral are ——_- that —_ 
purc' ing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 


1960 
FORD TAXICABS 
$485 and $585 


Delivery Arranged 


COMMERCIAL CAR CORP. 
2040 N. Clark, Chicago, Ill. 
BU 1-5806 





61 Volkswagens 
Fully Americanized 


e 
IN STOCK 
Immediate Delivery 
é 







Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 



















FOR SALE 
1960 FERRARI 
GT250 Coupe 

Sold for $14,000 New 


Has 21,000 Miles 
Will Sell for $8,500 


VERN HAGESTAD 
MOTOR COMPANY 


Authorized Volkswagen 
and Porsche Dealer 
8000 West Colfax Avenue 
Denver 15, Colorado 
Telephone Belmont 7-9581 













PARTS FOR SALE 





Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 


LLOYD PARTS—complete stock, Prompt 


shipment, Green County Motors, 
kill, New York, Phone: 2000. 


Cats- 


WESTINGHOUSE SEAL BEAM BULBS 


No. 4001- No. 4002, $1.05; No. 6006- No, 
6012, $1.15, prepaid in gross lots, Auto- 
motive bulb No. 1034, $14 per c; No. 
1154, $15; No, 1073, $13; No. 67, $7; 
No. 57, $5.50 prepaid. Acme Sales Co., 
3885 Federal St., Camden 5, N, J. 


Largest 
stock west of Mississippi, Fast service. 
We also have large stock of NSU Prinz 
and BMW parts. Write, phone or wire 
Ted Cser, warehouse manager, Earle C. 
Anthony, Inc. (Auto distributors since 


AUTOMOTIVE NEWS, JULY 31, 1961 


PARTS FOR SALE 


let parts perpetually controlled, Bill 


White Chevrolet, Tulsa. 


NSU PRINZ and SPORT PRINZ PARTS 
and accessories, Contact nearest distribu- 
tor or national parts center: Ludwig 
Motor Corp., 421 E, 91st St., New York 
28. TRafalgar 6-7010 (sole U. S. Im- 
porter for NSU cars and parts; Trans- 
continental Motors, Inc,, 230 Park Ave., 
New York 17, MUrray Hill 9-2710.) 


TRUCKS WANTED 


WANTED—a used Ford wrecker, prefer- 
ably from a 1955 %-ton to a 2-ton up 
to a 1960 model Ford, Jack Bowker Ford 
Co., Ponea City, Okla. 


TRUCKS FOR SALE 
TWO 1958 FRUEHAUF TRANSPORTS— 
like new. Always privately owned, $2,500 
each, Vickers Motor Co., Huntingdon, 
Tennessee. Phone: YU 6-5274. 





75 AUTO TRANSPORT 
TRAILERS FOR SALE 
M.H.S.—Fruehavf—W & K 
$250 to $1,000 with headramp. 4-car and 5-car 


trailers. 
Don Henley 
SPEEDWAY TRANSPORTS, INC. 
Kenosha, Wisconsin Phone: OLympic 8-1606 








TOW TRUCKS 
WANTED 


We need three late model wreckers, 
FORD, CHEV. or GMC 
with small Holmes, Manley or 
Stringfellow platform type bodies. 


The trucks and wrecker units must 
be late models in top condition 
and priced right. 


SANDY'S 


139 Bayard St., Dayton 2, Ohio 
BA. 4-4525 





BUSES FOR SALE 


SCHOOL BUSES 
FORD — CHEVROLET — DODGE 
54-Passenger 
1955, $1,350; 1956, $1,950; 1957, $2,750 
Immediate Delivery—Reconditioned—Terms 


COUNTY SCHOOL SERVICE, INC. 
23 South St., Danbury, Conn. 
J. Egan — Tel. Pioneer 3-4437 











ANTIQUE, CLASSIC CARS FOR SALE 





CONTINENTAL, 1957 Mark II, #C56S3895, 
11,000 miles. Perfect, Probably cleanest 
in U. 8S. Photo, P. O, Box 1341, Lub- 
bock, Texas, 

1936 Ford Phaeton, completely restored. 
Over $3,000 invested. Contact Cody Mo- 
tors (Ford), Cody, Wyo. 


ACCESSORIES FOR SALE 


CARPETS CARPETS 














set. Front, . rear $9.54. Also available— 
carpet over tunnel mats for 59 and 60 Pontiac, 
Chev., $16.75. Check with order we pay post. 
YOU WILL BE SATISFIED 
Fleetwood Fabrics Beaver Dam, Wisconsin 
Phone Turner 5-6020 Box 513 





SHOP EQUIPMENT FOR SALE 


ONE VAN NORMAN CRANKSHAFT 
MACHINE, model number 111 with a 
24-inch swing and 84-inch bed—at a 
sacrifice price. Contact John R. Clark, 
Jr., at Clark’s Auto Parts Co., 1409 W. 
Broad St., Savannah, Georgia. Phone: 
AD 6-1503. 


TURNTABLE—Good for new or used car 
showing. Good condition. Price $250. 
Harry Smith Oldsmobile, 192 East 155th, 
Harvey, Ill. 





SEE PAGE 32 
for the nation's 
TOP AUTO AUCTIONS 
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MISCELLANEOUS 





BE ON THE LOOKOUT FOR—1961 Olds- | COMPLETE $250,000 inventory of Chevro- 1 LAL ATES EES ERA TIT 


WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 


TO PROTECT CAR BUMPERS. 


® 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL “V" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


e 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
® 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


° 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 


Dealers’ 25% Discount ......... . 17.45 
Dealers’ Net with 4 
Simacrayiuez wee =, 992.38 
THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory ................ $59.80 
Dealers’ 25% Discount ...............:.000+ 14.95 
Dealers’ Net with 4 

Standard plus 2 Large $44.85 
Adapter Clamps Fed. Tax. Inc. 


“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.O.B. Factory 
Dealers’ 25%, Discount ........ 


a oe — 2 
dapter Gunes 





A Fed. Tax. Inc. 


Substantial Discounts 


To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 








Pewee eee eres eeeseereseeee 


Car Dealer (] 


Jobber [] Insurance [[] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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TRADE CONNECTION: 
Truck Dealer [] 


MaDe GE GOR is oh cei pans goede t eke ehekiaeecdteteeeen Bika ee 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 


State... 


eee eee resreeee 


Manufacturer [) 


Financial [] Supplier 1] 












fore answering this ad. Reply Box 2699. | 


Buick Rambler Co, Searcy, Ark, Phone 
c/o Automotive News, Detroit 7. 


1904), 1000 South Hope St., Los Angeles, 
collect: Searcy CH 5-2401. E 


RI 9-4044, 
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THIS OIL RING PROMOTES YOUR SHOP'S REPUTATION 


It’s Stainless Steel/,..it’s for all Rambler models 


Rambler dealers have the answer to 
the oil control problem, boxed and 
ready—American Motors KromeX re- 


placement ring sets with Sealed Power 
Stainless Steel oil rings. 

Your overhaul know-how and Stain- 
less Steel oil rings are a winning combi- 
nation. Stainless Steel rings hold their 
fit in the cylinder and retain tension at 


high temperatures. They have chrome- 
plated side rails for extra long life, seat 
instantly and are a snap to install. 
Chrome-plated compression rings 
give positive blow-by control, long life 
and are preseated at the factory for 
instant seating. Get American Motors 
KromeX ring sets with all these ad- 
vantages from your Rambler dealer. 


Manufactured by Sealed Power Corporation Muskegon, Michigan 
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